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SALES MANAGERS, please read! 





THE NEW BEAVER "71" 

















It's attractive 
..-green crackle 
finish with 
Polished 
Chrome plate 
trim... 









Design patents 
issued. Mechan- 
ical patent 


pending. 
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" HANDIEST LITTLE PIPE AND BOLT THREADERS EVER PRODUCED! 








I: you are seeking small new items (with large sales possibilities) for your men to carry 
with them to freshen up routine visits with buyers, you will do well to consider the little 
No. 71 Beaver Pipe & Bolt Threader. 


It's ATTRACTIVE—green crackle-finish with polished chrome plate trim. 


It's LOW IN PRICE—plain tool, $4.50; ratchet, $6.50. Dies $1.50 a set, RH, for either pipe 
or bolts. 


It's PROFITABLE—20% discount—with an extra 5% when included in $100 mixed orders 
for Beaver tools. 


It's UNIQUE because it threads pipe from '% to %-inch and bolts from % to l-inch, R or L. 
Special dies available for Conduit, Brass Pipe and Pump Rods. It has real sales appeal! 


Today—right now—order a No. 71 Beaver with one set of dies 
($6.00 less 20%). Have several of your men show it around. 
Yes—they'll really get a lot of orders for it. If not, return the 
tool to us for full credit! No gamble in this offer! Try it! 


‘~: 29 BEAVERS 
(GQ PIPE T@LS / © “2 
Quality * WARREN, OHIO * For~ 40 Mewve” 





High est 
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POWELL® 


BRONZE = 


VALVES 


It's a serious matter, both 
costly and annoying, when a 
busy plant has to shut down 
for valve repairs . . . That's 
why it pays to use Powell 
service-tested valves for 
steam, water, air, gas, and oil 
lines... The seats and discs 
can be renewed—the valves 
repacked under pressure 
without disconnecting them 
from the pipe line... On your 
next order specify POWELL 
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LINK-BELT 


POWER TRANSMISSION Todays MODERN POWER TRANSMISSION 
EQUIPMENT EQUIPMENT FOR MORE PROFITABLE SALES 


CAST IRON DROP HANGER 
FRAMES 
Well proportioned and substantial 
—have four-way adjustment for 
‘shaft aliqnment—the broadfeet pro- 
vide ample area for firm mounting 
These hanger frames give you the Pressed Steel Drop 
right types with which to meet Hanger Frame with 
all modern needs. Ring-Oiling Bearing 


Cae RE 


BEARINGS FOR DROP HANGERS 
Available in a wide range of sizes, Link-Belt bearings are of the rinq- 
ciling or anti-friction roller bearing types. These bearings give dis- 


tributors the right size and type to meet demands and with which to 
make money. 


Cast Iron Drop Hanger Cast Iron Drop Hanger 
Frame with Link-Belt Shafer with Ring-Oiling Bearing, 
Roller Bearing Unit. used as a Floor Stand. 


THE POWER TRANSMISSION LINE 
THAT INCLUDES POSITIVE DRIVES AND 
INCREASES SALES OPPORTUNITIES 
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Special Process Finishing 


and Cabinet Papers 


ARMOUR’'S HT Garnet: The letters HT stand for heat treated. The nat- 
urally hard, sharp garnet abrasive is heat-treated by the Armour patented process, 
which amazingly improves lasting and cutting efficiency. HT Garnet Finishing 
Papers and Cabinet Papers will deliver wood finishing results beyond your cus- 
tomers’ greatest expectations. 


ARMOUR’S Electrocoated Garalun: This abrasive is a manufactured 
product of the electric furnace. It's long-lasting, clean-cutting, fast-cutting. The 
patented electrostatic process gives a uniform distribution of abrasive grains, sharp 
edge up. Your customers will find it exactly the type of abrasive they've looked for, 
but up to now never found. 


Write us for specifications, prices and details of dealer 
franchise. We'll gladly send complete information 
by return mail. No obligation to you, of course. 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR 4xdD COMPANY 


EG RS © > ae a Eom -o: rae On Ow Wen e 
Stocks Distributed from branches in following cities 
BOSTON NEW YORK BUFFALO PE a1 AUKE e}| -ITTSBURGH CLEVELAND 


INDIANAPOLIS ST. I N 
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i here may be no packing houses in your territory, but the 
fact that Goodyear Hog Scraper Belts are tops in their field 


illustrates something mighty important to you. It exemplifies how 


in all industries Goodyear meets special service needs with rubber 
products that deliver standout performance — products that 
open the door to Goodyear distributors. The time-proved 
superiority of Compass Endless 
Belts, Emerald Cord Air Hose, 
Style HD Asbestos Steam 


MILL SUPPLIES ¢ 


THE GREATEST NAME 


. > . 
Pigs 1s Pigs 
—but they help Goodyear 
distributors sell! 


Hose, Plioweld Tank Lining, E. C. Cord Multi-V Belts and many 
other exclusive Goodyear products wins new accounts — makes 
old accounts better. That’s why Goodyear Mechanical Rubber 
Goods are one of the three topmost profit-makers among all lines 
of mill supplies! If you are not a Goodyear distributor, why 
not see if your territory is open. Write Goodyear, Akron, Ohio, 
or Los Angeles) California. 


IN RUBBER 


Compass, E. ©. Cord, Plioweld —T.M.'s The 
Goodyear Tire & Rubber Company 
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_A Powerful New Sales Stimulus! 


-NADO 


Portable 
Electric 
Hammer 


Only 1342” long 

Weighs but 14 lbs. 

Specially designed, overcapacity, universal Thor 
motor with hand-wound armature and commutator 
Patented Thor tangential type ventilation 


Patented Thor flexible lead connections to commu- 
tator 


Dowmetal housing . . . strong yet light 
Ball bearings sealed against dirt 











In stone, wood or metal there are 
hundreds of jobs the new Thor-Nado 
will do better and faster. For drill- 
ing and channeling in brick; chisel- 
ing and cleaning to remove plaster 
and stucco... 











. «+ Cutting, gouging, and shaping 
in wood or compositions — for 
these and dozens of other applica- 
tions the new Thor-Nado Flectric 
Hammer has power for heavy-duty 
service. 





. Chipping and scaling to re- 
move rust, paint, and weld splat- 
ter, scale and similar accumula- 
tions... 
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@ THEY ASKED FOR IT — an electric hammer that would really do the job. And here, in the new Thor- 
Nado, is your answer! For the new Thor-Nado delivers a blow more powerful than any tool of 
comparable size and capacity . . . and handles hundreds of heavy duty jobs with greater speed 
and better results than ever before! 

12 MONTHS OF GRUELLING TESTS have proved its mettle. 12 months. . . on the job in the field. . . 
in every section of the country. Its power and stamina are on the record! 

IT’S POWERED FOR PROFITS, TO0! For the new Thor-Nado has everything it takes to sell — the 


right demand . . . the right features .. . the right price! So get the facts on the sales possibilities 
in your territory. Today! 


INDEPENDENT PNEUMATIC TOOL CO. coc west JACKSON BOULEVARD, CHICAGO, ILLINOIS 
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THOR-NADO SPECIFICATIONS 


WEIGHT 14 Ibs 


UNIVERSAL MOTOR, 110 OR.220 VOLTS 





Thor fff 75 more! 
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@ The exclusive new “SLING-SHOT DRIVE" is a shock-proof 
rubber connection that drives the piston in a powerful ham- 
mer action. Back and forth it whips the piston . . . acting first 
as power accumulator . .. then as shock absorber on the 
recoil. There's no metal connection between the piston and 
the gear train and motor. And*thus no shock to gear, motor, 
or the operator. Here's enormous power, easy to handlel 


Thor-Nado—Powered For Profits! 
Progress Means Profit For Thor Distributors 


@ For the last five years practically all Thor distributors 
have shown steady increases in electric tool sales. Every 
year more distributors join the ranks of the Thor sales 
organization because they have seen Thor’s sensational 
engineering developments sweep to nationwide leadership 
almost overnight! They are cashing in on the growing de- 
mand for Thor ... and you can too! Write today for all 
the facts. 





PULLEYS, large or small, nar- 
row or wide face, split or solid, 
flanged, step-cone, taper-cone, 
tight and loose, grooved, or any 
other type. 


EVERYTHING IN TRANSMISSION 
BEARINGS — COLLARS — CLUTCHES — 
COUPLINGS — CONTACTORS — HANGERS — 
PILLOW BLOCKS — PULLEYS — V-BELT 
SHEAVES AND COMPLETE DRIVES. 


NOTE: Some desirable, protected territory still open for 
alert distributors who want to cash in on the WOOD’S 
Quality Line. Ask for Plan. 


T. B. WOOD’S SONS COMPANY 


Established 1857— Chambersburg, Pennsylvania 


CAST IRON PULLEYS 
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The next time you’re shown one of those “‘pet 
drives’, of which every shop has one or 
more, and are told, “Up there is a drive that 
has been giving good service for twenty-five 


or thirty years’”—look at the pulleys! 


Chances are 1000 to 1 they are cast iron pul- 
leys ... because cast iron pulleys are the only 
pulleys that will run indefinitely—and stay 


true—without wear or change in any way. 


WOOD’S Cast Iron Pulleys are even an im- 
provement on the general run of cast pul- 
leys. Their carefully engineered design plus 
stronger cast iron construction guarantees 
that their first cost will be the last. There’s 
no maintenance ... no shutdowns . . . no 
worries... 


Specify WOOD’S Cast Iron Pulleys and solve 
transmission problems! 





“Yes, Sir— 145 Strokes per 
Minute on 6” x 6” SAE 1015 
— 132-140 Brinnel—One 

Complete Cut Every 
7 Minutes!” 


@ There is one quick way to draw the 
cream of the metal cutting saw business your 
way—and keep it coming. Handle the Atkins 

ae Line. The reputation alone will help you 
oiled shaving that falls nia make that important first sale. From then 

‘ ; patented set and blades of : P 
Wolver Stee! make these the fastest, straightest al on the business is yours for keeps. Users 
ee ere quickly find that Atkins finer steel and tooth 

Atkins Solid Tooth Clearance Grind Metal ; é desi t fast ti d t 
Milling Saw. Take coiled shaving, permit p esign mean extra-tast cutting and extira- 
operation of milling machines at highest “3 long saw life! They find that Atkins Saws 
efficiency. Atkins Metal Band Saws are also , 


favorites in many special applications. x % cut more metal for less money than any 
: they've ever used! 
Decide now to cash in on Atkins saw per- 
formance —on Atkins advertising to the 
metal cutting and other trades. Make 
Atkins your featured saw line! 


< ATKINS -—~ 


“For Every Cutting Job, Atkins Has The Edge’ 


Ist Above 

ATKINS SILVER : Dy 

STEEL BLADES. Known 

everywhere os ‘Blue Ends.” 4 4 


Best sellers for 15 years. 


2nd Above: ATKINS A-MOL BLADES. — . . 
Molybdenum blades with the Yellow 420 S. Illinois St., Indianapolis, Ind. 
ends. 
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Thermoid Belting writes its record of performance on the ledgers of 
companies in every line of industry. When such records are com- 
bined they tell an unbroken story of top performance at lowest cost. 


C.S.C. The Caton Sand Company uses Thermoid Con- 
veyor Belting to transport sand into the storage 
bins. The sand is passed through a screen onto the belt 
which regularly carries an average of 45 to 50 tons per 
hour. Because of the service the belt is turning in under 
that load the company plans an adjustment in the agitator 
that will increase the hourly load to 60 tons. 
CMD. Cramer-Meyer-Dreyer, oneof New York's 
most modern coal plants, has many 
Thermoid Conveyor Belting installations. The belt 
illustrated is subjected to the continual abrasion 


of falling lumps of coal, but after two years’ ser- 
vice still shows no sign of wear. 


A” 


flv 


Thermo 


gis The Dorrance Colliery of the Lehigh Valley 

Coal Co., at Wilkes-Barre, Pa., uses a Thermoid 
Conveyor Belt that is 630 feet long and 43 inches wide. 
It carries hundreds of tons daily and after long service 
still shows practically no wear. 


The Lehigh Valley Coal Company has an un- 
usual transmission belting installation at their 
Spring Mountain Colliery. This Thermoid Trans- 
mission Belt is 100 feet long and 42 inches wide. 
It is ten ply for maximum possible strength, yet it 
is flexible. After years of service it is still in con- 
stant use, giving very satisfactory performance. 


More than half a century of progressive 
engineering and product development. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


01 


PACKINGS 


Standard types 
made by Thermoid 


Transmission Belting 


Conveyor Belting 
Multiple V Belts 
Grader Belting 
Canners' By iting 
Bucket Elevator Belting 


BELTING HOSE 


of belting Standard types of ho 


se 
made by Thermoid 
Air Hose 
Water Hose 
Steam Hos 
Tank Truck H 
Gasoline H 


Suction H € 


BRAKE LININGS 
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Porto-Power’s all-directional ram is 
shown above “harnessed” with an 
attachment and chain for pulling. It's 
lifting a crane off its track in the 
Pressed Steel Tank Co. plant to permit 
installing a new shaft. Earl Morris, 
the man on the job, says, “Porto- 
Power saves us about three hours 
every time we repair a crane.” 


TT - 


“WE SAVE ABOUT 150 HOURS a year on 
this one job of straightening bars on our 
pickle baskets. Our big tanks bend these bars 
constantly,” says maintenance-man Morris, 
“but I hook up my Porto-Power ram with a 
few attachments and the baskets are pulled 
to shape in a jiffy. This is only one of dozens 
of jobs that Porto-Power is licking for us.” 





’ 
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Porto-Power HAS IO0OQOI1 USES! 


This remarkable Porto-Power is a revolutionary thing to awe ep men — but it’s 
really a time-tested, dependable product produced by the Wor 

of Hydraulic Equipment. Get the whole story on Porto-Power — its growing list of uses 
— its pump, ram and hose hydraulic units in 4, 7, 10, 20 and 50-ton sizes — iis time- 


saving attachments and exclusive advantages. 


WRITE TODAY or see al ae 
your Jobber Salesman ~— 


SOLD THROUGH ESTABLISHED INDUSTRIAL SUPPLY HOUSES 


ee ee ee ee es = 
CKHAWK MFG. CO., Dept. P1730, Milwaukee, Wis. 


Rush full information on Porto-Power 
Industrial Equipment. 


‘s Largest Manufacturer 
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Profits Through Simplification 


It is only necessary to think back ten or fif- 
teen years to realize that the mill supply industry 
has been, and is now, undergoing rather im- 
portant changes. The companies which foresaw 
changes, which altered their planning to meet 
them, have profited through their foresight. 

It is our belief that the next ten or fifteen 
years will bring changes just as important, just 
as radical, as those just experienced. 

Consider for a moment our national industrial 
picture. In the last months of 1939 we saw in- 
dustrial production top 1929 figures. Still we 
had a great army of unemployed to feed and 
clothe. Obviously, some means for meeting this 
situation will have to be worked out and its solu- 
tion cannot be an ever-increasing national debt. 
Perhaps it will be even higher taxes. Perhaps 
new machines and new methods will be respon- 
sible for the creation of new jobs and a higher 
scale of living through lowered 
production. 

In any case it appears that present and future 
distributor executives will have to meet, and 
meet successfully if they are to survive, a situa- 
tion in which selling prices will have to come 
down while costs go up. Considering the present 
slim margin between costs and sales, this possi- 
bility is not a pleasant one to contemplate but 
that the possibility exists, few will deny. 

It is certainly none too soon to give thought 
to ways and means of bringing about the seem- 
ingly impossible. One possibility, based on 
methods found successful in manufacturing, is 
simplification of method. The men engaged i 
the distribution of industrial supplies and equip- 
ment are capable of devising simpler, more effec- 
tive and less costly methods of moving goods 
from the manufacturer’s machines to the indus- 
trial consumer. By putting these ideas into effect, 
we believe that the ultimate cost to the consumer 


costs of 


of goods sold through this channel will be lower 
and that industrial distributors will prosper and 
expand through greatly increased sales. 


As one means of get- 
ting our teeth into the 
problem, Mitt Sup- 
PLIES, in its next issue, 
will put the microscope 
on the operations of one 
distributor. In a 24- “page 
presentation of text, pic- 
tures and charts, an 
attempt will be made to 
show how this company 
gets business, how its 
inside organization functions, how it delivers 
its goods. 

No claim is made that this company is the 
typical industrial distributor or that its methods 
are the finest in the industry. The company 
selected, however, does an average, or slightly 
higher than average, volume. It is located in a 
fairly diversified industrial territory. And _ it 
carries out its distribution function simply and 
effectively. 

Having studied the article, many will be able 
to suggest means of further simplification. That, 
both we and the far-sighted éxecutive who heads 
this company, hope will happen. He has opened 
his records, revealed his “secrets,” in the hope 
that by so doing he, as well as all other dis- 
tributors, will benefit. 

If this article starts one distributor, or several 
distributors, to thinking and planning for the 
future, we shall feel that the hard work we are 
putting into it will be more than justified. Some 
progress will have been made on the hard road 
which lies ahead. 





A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 


Records of 


MAKE 
SALES EASIER 


E,CONOMY for the user 
of Conveyor or Elevator Belting 
is, of course, a question of ton- 
nage—the total hauling capaci- 
ty in the service life of the belt. 
Republic Distributors welcome 
careful consideration on this 
point by prospective purchas- 
ers. They know that investiga- 
tion of the service provided by 
Republic Conveyor and Eleva- 
tor Belting reveals countless 
reports of unprecedented ton- 
nages conveyed in all fields of 
materials handling. 


The 5-Point Policy is a definite statement of 
principles which Republic sincerely believes lead to 
the business success of Industrial Distributors. It was 
adopted, many years ago, through a recognition 
that users of Republic Rubber Goods, as well as 
other industrial products, can be more effectively 
and economically served by the Mill Supply House 
system than in any other way. For complete infor- 
mation, write REPUBLIC RUBBER DIVISION OF 
LEE RUBBER AND TIRE CORP., - Youngstown, O, 


RUBBER 
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Mey TALK OF THE TRADE 


SUCCESS STORY: Last month E. A. Tite stamped his last 
“Credit OK,” packed up and left his desk at George Worthington 


Co., Cleveland, and retired after 44 years’ service . . . Sixty-nine 
years young, Mr. Tite plans to start from scratch and learn 
golf... Right now he’s doing just that in Florida... . (We 


defy the Geo. Worthington Co. to pick a successor for the credit 
manager's job with a name more appropriate than Tite!) 


REBELLION AFOOT: The Second World War may have 
started only a little earlier than the Second Civil War here at 
home ... The 1940 counterpart of Fort Sumter is likely to be 
the race track at Louisville, the day—Kentucky Derby Day 

Our own Jerry Jeakle (Vincent Steel Process Co., Detroit) is 
the Jefferson Davis of his time. leading a movement of 3,000 
former Kentucky colonels to have their revoked commissions rein- 
stated . . . Other rebels who have joined up are Col. Bing 
Crosby, Col. Jim Farley and Col. Hank Greenberg... . Tlic 
unfrocked colonels plan to picnic on the lawn, using their revoked 
commissions as paper napkins unless they are reappointed at 


least for the day .. . Down with “Happy” Chandler! 


FLOWERS EVERY DAY: Putting it all together, our con- 
gratulations this month to: Belknap Hardware, Louisville, 100 
years old this vear . . . Campbell Hdwe. & Supply, Seattle, 50 
years old... H. W. Mills & Co., Paterson, N. J.. 70 vears 
old... and to R. J. Masback, chairman of the board, Masback 
Hdwe., N. Y., who turned 80 on Feb'y 7. 


SUB-ZERO ANTIDOTE: That air conditioning unit he installed 
in his office last summer (reported in M. S., Oct. 10, 1939) 
was absolutely no good to Sam Clark (Samuel Harris & Co.) 
when the mercury started running right out of the bottom of 
Chicago’s thermometers this winter . . . Thus far Sam’s only 
solution has been to adopt flannel shirts of torrid hue... Any 
other ideas before we turn on the blower for the summer ? 


JUST CHECKIN’ UP: Were you as puzzled as we by the 
Packard ad in Collier’s Feb’y 107 Showed the business card of 
a typical Packard salesman, and the name at the bottom was 
William T. Todd! ... Try again, Packard . . . You'll need 
bigger and more space than that to convince us Bill has forsaken 
his dad’s business in Pittsburgh. 


ATLAS OF COLUMBUS: Featured in a column writeup in 
the Columbus, ©., “Citizen” on Feb’y 8 were the amazingly 
extensive activities of Franz Stone, 32. (Columbus McKinnon 
Chain Co.) .. . Along with seeing that one little link follows 
another, he’s director of Columbus Town Meeting, participates 
in darn near all civic campaigns, has been secretary of the 
Regional Agricultural Credit Corp., and in 1935 visited South 
Africa to establish a C-M plant. 


CONFUCIUS SAY: Honorable deceased philosopher getting 


mighty damn tired being so much misquoted. J.J. W. 
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One saying to end ‘em all 








. . « Bringing with it a healthier 
market for distributors, with 
service ranked ahead of price 
and new methods creating a 


wider demand for small tools 
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BY FE. EAVES, pirector oF MARKED SURVEYS, “ENGINEERING NEWS-RECORD” AND “CONSTRUCTION MteTHODS” 


PRIVATE CONSTRUCTION—the kind 
distributors like because it offers 
the best opportunities for profit . 
Public 
building dominated this field all 
through the period of “pump- 
priming” and anti-depression meas- 


is back in the saddle again. 


ures. But when it slumped off in 
1939, private building shouldered 
the load sufficiently to boost the 
year's construction total eight per 
cent above 1938. It is estimated 
that the 1940 level (total) will be 
about the same as 1939, but with 
private building at last surpassing 
by a good margin those jobs 
financed out of governmental treas- 
uries 

The transition in emphasis from 
public to private construction began 
in the early fall with a spectacular 
rise in industrial building contracts 
which carries over into 1940 and 
sets the pattern for the coming year. 
The crystal gazers, who have a 
number of very tangible factors on 
which to base their predictions, fore- 
cast a + per cent increase in small 
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residential construction this year 
and a 27 per cent gain in large scale 
housing, commercial and industrial 
building. Leading this advance will 
be industrial buildings headed by 
utility construction, now more ac- 
tive than at any time in the past 10 
If the 1939 ratio continues, 
8O per cent of these building proj- 
ects will be let by contract, and 20 


years. 


per cent will be handled by company 
forces or separate contracts with 
the buying directed either by staff 
or consulting engineers or archi- 
tects or a combination of these. 

The emphasis in 1940 on build- 
ing construction will open up a 
lively market for electric tools, saws, 
drills, carborundum dises, sanders, 
concrete surfacers, pipe, pipe cutting 
and threading tools, valves, plus the 
1001 building specialties in the 
market. 

New building materials and meth- 
ods have brought with them the 
need for new tools and new uses of 
nower tools. J. K. Gannett, Vice 
President, The Austin Co., nation- 
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wide industral builders, described 
the requirements of modern build- 
ers in Construction Methods, No- 
vember, 1939: 

The great variety of new con- 
struction materials now in use has 
served to emphasize the need for 
modern, power-driven tools. — In 
laying metal roof deck, for instance, 
electric drills are practically in- 
dispensable except where the deck 
is spotwelded. Glazed tile. which is 
coming into wider and wider use in 
industrial interiors, cannot be prop- 
erly cut by the ordinary brick chisel. 
Sut electrically driven abrasive saws 
do this work with a speed and ac- 
curacy that remove most of the extra 
cost previously involved in the use 
of off-sized materials. 

The increasing popularity 
chitectural concrete, for 


of ar- 






instance, 
has been accompanied by the devel- 
opment of small electric sanders 
which are ideal for surface finish- 
ing. These have a_ widespread 
utility, since by varying the char- 
acter of belt they can be used for 
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‘QBUILDING GOMES BACK 





general woodworking, sizing and 
polishing operations. 

The use of electrically driven 
tools in construction has _ been 
greatly aided by the broader accessi- 
bility of electric power as a result 
of rural electrification and private 
power extension programs. On 
projects of substantial size where 
power is not directly available, 
Diesel generators are being profit- 
ably employed. These facts, plus the 
increased operating efficiency, rela- 
tively simple construction and 
sturdy, fool-proof character of the 
electric tools now available, have 
left no alternative to their adoption 
(Continued on page 118) 






































Abrasive wheel on electric 
hand saw mounted on radial 
arm offers means of scoring 
hard-faced, vitrified tile on 
large sewer construction proj- 
ect. Equipped with accessory 
cutters and dies, pipe thread- 
ing machine cuts and threads 
conduit for electrical subcon- 
tractor. Electric arc welding 
is effective in installing 18- 
gage steel roof deck and an- 
choring it to steel frame of 
building 




















KEEPING V-belts sold is sometimes 
as hard as making the original sale. 
every one of us has run_ into 
instances where our V-belt customer 
complains about the quality and 
poor life of the belts he is getting. 
A check of experiences on V-belt 
installations indicates that many 
times the belts are not at fault and 
the problem can be solved by fol- 
lowing a few simple rules for care 
and maintenance of drives. The fol- 
lowing check list provides a simple 
means of assisting you in giving 
vour customer the best possible 
service with the V-belts you sell 
him. 


1. Is the customer using the right 
V-belt for the job? 


When you sell a general-purpose 
type of belt, be sure that it is not 
heing used at temperatures above 
about 120-130 deg. F.—unless the 
customer is willing to accept a 
shorter life. However, if he wants 
long 
180 
cial heat resisting belt. Check on 
the conditions under which the belt 


belt life at temperatures up to 
to 200 deg. F. sell him a spe 


operates. If oil, dilute acids, or un- 
usual atmospheres are present, spe- 
cial oil-resisting belts will give 


longer trouble-free life 





2. Is the alignment of the drive 


correct?’ 








Che driver and driven © shaft 


should be parallel, and the V-helt 


he shaft. Any 


; 


1 , 
at right angies to t 


ble misalignment may cause 


apprecia 
undue wear of the belt. Che use 
f a straightedge will help the op 


erator obtain the proper alignment. 





drive 





uld include some 


form of movement to make it eas\ 


+ 


to maintain the proper tension on 





wdiustable for 


CHECKUP TO KEEP V-BELTS SOLD 


SMITH, 


TEXROPE DIVISION, ALLIS-CHALMERS 





the V-belt. This can be accom- 
plished with slide rails on the motor, 
an adjustable motor base, or an 
idler arrangement. V-belts may 
stretch approximately 10 per cent of 
their original pitch length during 
their life. Enough movement should 
be allowed to permit this amount 
of take-up so that the proper ten- 
sion can be maintained at all times. 


4. Are the V-belts being run slack? 


\fter the drive is properly lined 
up and installed, enough tension 
should be placed on it to make the 
V-belts tight. The tight side of the 
drive should preferably be on top, 
however, this is not absolutely nec- 
essary. All V-belt drives should 
be inspected periodically to insure 
that the proper tension is being 
maintained. 


5. Js your customer using matched 
sets of l-belts? 


Matched sets of V-belts are de- 
sirable for every installation, as this 


permits each respective belt to ac- 
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200 H.P. V-belt drive operating a mine ventilating fan 





MANUFACTURING CO. 


1 
| 


cept its proportionate share of t] 
load on the drive. 


1¢ 


6. Are the V-belts being properly 
replaced? 


Replacement should be made with 
a complete new set of V-belts, be- 
cause it is difficult to match two or 
three new belts with several old belts 
that have been used and_ have 
stretched an unknown amount. Old 
belts taken from the drive, and 
which are still good, can be used for 
replacement in case of accidents or 
breakage. The belts from the new 
set will have stretched sufficiently 
by this time to permit use of the old 
belts for replacements. A_ fairly 
well-matched drive will result by 
following such practices and give 
your customer much better service. 


7. Are the belts being properly 
installed ? 


V-belts should be replaced in the 
following manner: All tension 
should be removed from the drive 
and as much Slack as possible ob- 

(Continued on page 120) 















































|. Distributors relax: A. WW. 
Los 


Lohn 
Angeles); R. H. 


(Ducommun, 


Petillon (Ducommun, San Francisco) ; 


R. F. Pratt (General Supply & Ma- 
chinery, San Francisco). 2, 
woman at the meeting was Mrs. Paul 
Roberts (Paul Roberts Machinery & 
Supply, Pocatello, Idaho). She's seen 
here with George Kreplin (Geo. A. 
Kreplin Co., Oakland) and George 
Halpin (Minnesota Mining). 3. Man- 
ufacturer supports distributors: Sup- 
porter, in center, ts C. C. Strout 


Lone 


(Simonds Saw & Steel) holding up, 
left, Bill Haseltine (J. E. Haseltine, 
Portland) and Boyer Curry (Pacific 
Tool & Supply, Oakland). 4 E. N. 
Stern (Miller & Stern, San Fran- 
cisco) and Jim Bain (Minnesota Min- 
ing) get a laugh from Fred. Body 
(Marwedel). 5, Joe Fletcher (San 
Francisco) explains it all to C. G. 
Almquist (Alimquist Bros. & Viets, 
Los Angeles), Fred Body (Marwedel) 
and C. L. Almquist. (C. L.’s expres- 
sion seems to indicate disbelief) 


WESTERNERS MEET 


Third annual gathering of distributors in 


Areas 5 and 6 draws 56 to San Francisco 


Memeers from Areas 5 and 6 of 
the National Supply and Machinery 
Distributors’ Association, together 
with a number of members of the 
American Supply and 
Manufacturers’ 


Machinery 
held 
their third annual meeting February 
20 at the Palace Hotel, San Fran- 

Fifty-six attended. (Fifty- 
men and woman, to be 
exact—the lone delegate 
Mrs. Paul Roberts, (Paul 
Roberts Machinery & Supply Co., 
Pocatello. ) 

Charles E. Curtis (Western Iron 
Stores, Milwaukee), 
the National Association, presided 
at the meeting, supported by the 
American Association’s head, Dan 
W. Northup (Henry G. Thompson 
& Sons Co.) 


The morning session led off with 


Association 


CISC » 
five one 
woman 


being 


president of 


some crystal gazing into the business 
outlook by seers George H. Halpin 
(Minnesota Mining), W. FE. Cald- 
well (Cleveland Twist Drill) and 
John H. Collier (Nicholson File). 


In addition, Mr. Northup discussed 
the distributor’s small order prob- 
lem and what manufacturers can 
do to help correct it, while Harold 
F. Seymour (Columbian Vise) de- 
scribed the the manufac- 
turer-distributor relations group. 


work of 


The afternoon meeting was given 
over to questions and answers with 
distributors leading the discussions. 
George H. Kreplin, of Oakland, and 
\. J. Glesener, San Francisco, rend 
ered unusually constructive 
thoughts on the subject of the dis- 


tributor’s 


some 


with the 
manufacturer’s missionary man. 
Frederick Body (C. W. Marwedel, 


San 


relationship 


told of the manu- 
facturer’s responsibility as it applies 


Francisco ) 


to the distributor’s sale of his prod 
uct. H. V. Waterman (Hendrie & 
Bolthoff, Denver) told of the dan- 
that 
many sales outlets on a line, while 
J. F. Woodhead (Galigher Co., Salt 
Lake) discussed the desirability of 


gers from having too 


come 


selective distribution. 
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6. Easterners present: Dan Northup (Henry G. 
Thompson & president of 
. Curtis (Western Tron 
Stores), president of National Association, and 
George Fernley, advisory secretary, National 
Association. 7, L. H. Hamilton (president, Du- 
more) and Joe Fletcher (os. C. Fletcher, 
San Francisco) do a sales job on H. D. Heit- 
muller (Marwedel ) 


Sons) -imerican 


Association, Charles E: 








The author, C. ED. GOLLWITZER, 


Pratt - Gilbert 
Phoenix, 


Secretary - Manager 
Co., 


Hardware Arizona 


Velma Ellis, with Pratt-Gilbert for 
the past eleven years, saw to it that 
mailings went out on time 
















TRIPLE 





-THREAT 


A sales campaign that clicked like a well-trained football team. 


. . - With a solid defense built on product knowledge. ... A strong 


offense based on customer education and effective follow-up calls 


3ACK IN THE SUMMER of 1938, 
Pratt-Gilbert Hardware Co., Phoe- 
nix, Arizona, began laying plans for 
a triple-threat sales campaign which 
was introduced the following. Octo- 
ber. In a nutshell, this program 
was designed to increase our sales- 
men’s product knowledge, educate 
the customers on the lines we carry 
and boost the sales volume on our 
“blue ribbon” lines— 
products that really produce the 
profit in our business. 

Offhand, this looked like meat for 
a series of three separate campaigns, 
but we felt that they would be more 
combined into 
“Product of the Month” sales cam- 
And the results of this cam- 
paign, which was carried on from 
October 1 until the following June 
30, are noteworthy. 
ganization today has a more inti- 
knowledge of the products 
covered, our customers are better 
informed about lines we carry, and 
a noticeable increase in sales, par- 
ticularly to customers who had not 


leading or 


effective if one—a 


paign. 


Our sales or- 


mate 


previously been purchasing these 
products, is evident. 

Here is how we put our triple- 
threat program to work: 

One line, or a group of related 
lines, was selected as the object of 
the Product of the Month sales 
campaign. 

A few days prior to the first of 
each month a meeting of the sales 
organization was held. One, two 
or three factory men (depending 
on whether one or a group of re- 
lated lines were to be pushed) were 
invited to attend and discuss their 
product. Beforehand, each repre- 
sentative was given a suggested out- 
line of the things our men wanted 
to know about their company and 
their product. Some of them even 
went as far as to supplement their 
talks with sound pictures. How- 
ever, these sessions were made short 
in order to concentrate all attention 
on building a solid defense—prod- 
uct knowledge for our salesmen. 

On the first of each month a 
letter-circular, four pages long, was 


‘ Walter “Bert” Smith, senior salesman, armed with an electric 


drill and a valve, 
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is all primed for those follow-up calls 
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Frank and Stanley Gilbert, sons of C. S. Gilbert, president, and 


one of the founders, took an active part in the campaign. 


specializes in the 
trates on state, 


sale of pumps, 


to several hundred names on 
our mailing list. The first page 
served to introduce the product of 
the month to these prospects and 
the other three pages were devoted 
exclusively to describing and illus- 
trating the product in use. Manu- 
facturers whose lines we were push- 


sent 


Typical sales 


engines, 
county and municipal departments. 


meeting held prior to first of each month. 
Angeles), factory representative, answers a few questions. In background, above 


Frank 
etc. Stanley concen- 


ing for that particular month were 
invited to cooperate by sending copy 
and illustrations for use in our sales 
letter. 

After these letter-circulars had 
time to reach their destination, we 
put our running game into action by 
having the manufacturer’s represen- 


Here i 
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’. B. Ford (Plant Rubber and 


tative accompany the men. 
Nor did we neglect our 
salesmen. 


house 
Interesting displays of 
the Product of the Month were ar- 
ranged in the showroom and made a 
nice tie-in for the campaign. They 
aroused customer interest and aided 
our men in making additional sales. 


Asbestos Works, Los 
, a sample mailing piece 

















We'vi 
selling points of fans and blowers. 
Now let’s take just blowers alone, 


TALKED BEFORI 


for here’s a useful little gadget that 
will find a market in so many places 
even you will be surprised. 

The difference between a fan and 
a blower is largely one of shrouding 
or covering. The fan is usually open 
to the air, producing a large cone 
of low-pressure air. The blower is 
covered or housed, and produces a 
comparatively smaller cone of 
higher-pressure air, strong enough 
to dislodge ordinary dust or dirt. 
The portable type looks a lot like 
an oilcan with a_ large-diameter 
spout and an electric wire leading 
into the “can” itself. 

Their commonest use is for clean- 
ing out electrical equipment such as 
motors, generators, switches, and 
controllers, which have openings too 
small for the insertion of a brush 
or cloth and besides may have lac- 
quer or other insulation readily in- 
jured by any hard object. At the 
same time, a collection of dust will 
interfere with their operation and 
may in time lead to failures or burn- 
outs. Thus the skilled maintenance 
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W-I-N-D [SX 
IN YOUR SALES \ 


Portable electric blowers have limited but impor- 


tant uses ... Find them, and you've made a sale 


about the 














man uses a portable electric blower 
to blow dust and dirt out of elec- 
trical equipment about once every 
six months. The plant electrician 
in a shop and the engineer in a 
building or institution are both good 
prospects for such equipment. 
Occasional other uses will suggest 
themselves. For example, clearing 
woodworking equipment of chips or 
dust, aerating solutions, or remov- 
ing vapor or dust from confined 
spaces. In woodworking plants, it 
is possible to set up a blower so 
that it will not only blow chips or 
sawdust away from the cutting edge 
of the tool but will also blow the 
dust into a container such as a box 
or bag at the edge of the worktable. 

Some types of portable blowers 
are arranged so that the motor can 
be reversed, making them in reality 
little vacuum cleaners, so that dust 
and dirt can be sucked up instead 
of blown out. This is preferable 
where flying dust might interfere 
with workmen or processes. In a 
woodmill, for example, it is best to 
suck the sawdust and fine chips into 
a tight container outside the build- 
ing, thus avoiding fire hazards and 
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J. TANGERMAN, TECHNICAL EDITOR 


dust diseases all at the same time. 
The same is true of a grinding in- 
stallation, in which the flying 
grinding or buffing dust may cause 
silicosis or other occupational 
diseases. For such jobs, you'd prob- 
ably best suggest a permanent ex- 
haust installation. 

Two other types of portable 
blowers have been developed for 
specific industries. One is the man- 
hole aerator—a portable blower 
with a large-diameter flexible tube 
attached, which is used to provide 
air in manholes while men are work- 
ing in them. Your prospects for 
these are city sewer departments, 
gas companies, electric companies, 
and the local telephone company. 
The other type is a hold ventilator, 
quite similar in construction, but 
larger in capacity, and used to 
aerate holds in which cargoes giving 
off toxic or disagreeable gases or 
vapors are or have been stored. 
Shipyards are first-class prospects. 
And if cargo boats load and unload 
in your vicinity, there’s no harm in 
going down and suggesting the hold 
ventilator—you might surprise your- 
self and get an order. 
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SIGNS POINT 10 SSO 
BiG DALLAS CONVENTION Sa 


Hotel and train reservations piling up .. . Unique program and 


entertainment features planned .. . Trip to Mexico after conven- 


tion proving unusually popular 


ONE MONTH TO GO! And from this 


distance the 35th annual Triple Mill 
Supply convention at Dallas April 
22-24 gives promise of being an 
overwhelming success. Hotels give 
enthusiastic reports of booking res- 
ervations for hundreds of delegates 
from all parts of the country. Rail- 
road reservations, too, are piling up. 

Evidently the Dallas “land cruise” 
has caught on, both with distribu- 
tors and manufacturers. In addition, 
a surprising amount of interest is 
being shown in the idea of going on 
to Mexico City after the meetings 
are over, since Dallas forms such a 
onvenient starting point for a 
pleasure trip to the picturesque 
ountry below the Rio Grande. Of 
those who have already made their 
railroad reservations with Harry 
\llen of the Thos. Cook travel 
iency, more than one-third have 
signified definite intentions of mak- 
ing the junket into Mexico. 


A total of 400 rooms has been 
set aside for convention delegates by 
the Adolphus Hotel, official conven- 
tion headquarters, and 300 more by 
the Baker Hotel, scene of the annual 
banquet, which is located just across 
the street from the Adolphus. Mana- 
gers of both hostelries report that 
a large percentage of these rooms 
have been reserved. Although there 
is, as yet, no shortage of rooms in 
either hotel, those who plan to 
attend are urged to make _ their 
bookings as early as possible. 

Likewise, Harry Allen, who will 
be “cruise director” on the. special 
train, makes a most urgent request 
for early reservations by prospec- 
tive delegates. ‘Ordinarily one 
doesn’t make train reservations until 
the last minute,” said Mr. Allen. 
“It must be realized, however, in 


this case that the total of available 


space is limited. In the event that 


the train is filled, late-comers with- 
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out reservations will find it neces- 
sary to make the long trip to Dallas 
on another train, thus depriving 
themselves of the important good 
fellowship and contact making 
which will be part of the “land 
cruise.” Furthermore, it is greatly 
necessary to have the bulk of train 
reservations in hand at the earliest 
possible date so that we may request 
and receive the best possible equip 
ment from the railroads.” 
Considerable preparatory ‘work 
is being done to assure the land 
cruise of being far more interesting, 
pleasant and profitable than an ordi 
nary rail journey. This feature is 
rapidly looming up as one of the 
convention’s highlights. Some who 
have inquired about rates have been 
agreeably surprised to see how 
much they can buy for so low a 
price. As typical examples, the 
round trip fare from New York, 
with pullman included one way, is 
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$106.35, and from Chicago, $63.55. 
These prices also cover all meals 
and meal tips (one way) and the 
variety of entertainment and social 
features that will be provided on 
the train. 

As indicated on the accompany- 
ing map, the main land cruise train 
embarks from New York the eve- 
ning of Friday, April 19, proceed- 
ing directly to St. Louis, thence 
South. Along the way it will pick 
up cars from every important city 
and section. Rolling out of St. Louis 
it will carry the greater portion of 





(Above)—Fiesta time in quaint old 


Mexico, mecca for many after the all convention delegates, hence the 
convention. (Below)—The Alamo, industry’s annual gathering actually 
San Antonio, where a sight-seeing begins two days before the conven- 


stop will be made en route to Mexico 


tion’s official opening date. 
City 


Turtle races, bridge, a treasure 
hunt and music will help liven up 
the train ride. Just to sample the 
type of entertainment peculiar to 
the Ozarks, the travelers will find 
themselves joined at St. Louis by 
Roscoe Stoops, his two sons and 
daughter—all accredited practition- 
ers in the art of rendering mountain 
music. Mr. Stoops, an employee in 





Triple land cruise Train 
Trains connecting with land 
cruise train 














Convention Routes 
Key to symbols: 






the shops of the Frisco Lines, 
Springfield, Mo., handles the violin 
in this unusual quartet. One son 
plays the base viol, another the 
guitar and his daughter is an accom- 
plished banjoist. 

While such extensive groundwork 
is being laid to insure the ultimate 
in accommodations for convention- 
ites, the secretaries of the three 
associations are also busy mapping 
plans, lining up speakers for con- 
vention session. The idea of estab- 
lishing the theme “Industrial Dis- 
tribution in the Laboratory” has 
met with enthusiastic response. It 
is now planned that most of the 
joint sessions, as well as many of 
the closed sessions for members of 
the separate associations, will be 
carried on as distribution clinics. In 
addition, some of these subjects will 
be pepped up by dramatic treatment. 
Delegates themselves, in some cases, 
will act out the “right” and “wrong” 
approaches to various problems. 

Arrangements have been made 
with the Little Theater of Dallas 

(Continued on page 123) 





Other train routes 
Optional Mexico tour routes 
by rail and steamer 
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HANDY ANDY OF THE TOOLBOX 


One of the mechanic's most useful tools, the adjustable 


open-end wrench, should pave your way to other sales 


YEARS AGO, one of the worst names 
you could call a machinist was 
“monkey-wrench mechanic” — because 
there was a class of workmen who 
used the monkey wrench for every- 
thing from tightening nuts to ham- 
mering in dowel pins. Wrenches, 
sloppily adjusted and mistreated, soon 
sprung and slipped off nuts and hex- 
head capscrews—messing up jobs and 
knuckles to such an extent that many 
shop foremen and chief engineers 
would fire a man caught using one. 

But no more. Open-end and socket 
wrenches are now a part of every 
mechanic’s set of tools, shops in gen- 
eral won’t buy them (one good reason 
being that men steal ’em!) but every 
mechanic has two or three open-end 
adjustable wrenches of various sizes, 
to handle the odd-size nut or bolt 
and to do a myriad of fastening and 
unfastening jobs in tight places. The 
rule is to use a solid wrench where 
possible, but the open-end adjustable 
is used more generally than any other 
because of its ready adaptability for 
size and the change in construction 
which makes a good wrench much less 
likely to slip. 

Each manufacturer has special de- 
tails about his adjustable wrenches— 
such as, for example, an S-shaped 
handle instead of a straight one—but 





i 

Tight 
adjustable 
Jaw 


7urn 
this way 


Proper Use 
of Wrench 


in general, all these wrenches are 
similar in design—with the open end 
set at an angle to the handle, both to 
permit tightening of nuts in close 
quarters by providing two wrench 
positions for any given nut position, 
ind to give greater protection to the 
adjustable—hence weaker—jaw. The 
jaw itself slides in a protecting groove 
in the solid jaw and carries a rack at 
its back so that it may be adjusted by 
a knurled worm. Or—the worm is a 
sleeve nut over a threaded projection 
of the sliding jaw. 

Handle length varies with capacity 
of the wrench, both for convenience 
and to reduce the possibility of strain- 
ing the jaws. All edges are rounded, 
to provide a more comfortable grip 
and to lessen the possibility of use of 
the wrench head as a hammer. Com- 
mon handle lengths are 4, 6, 8, 10, 12, 
15, and 24 in., comparable capacities 
being 4, 3, 48, 14, 1s, 144 and 24% in. 
Less-expensive wrenches are drop- 
forged of carbon steel and finished by 
polishing or nickel plating. More ex- 
pensive ones, three times as strong 
and a third thinner for a given jaw 
opening, are drop-forged of alloy steel 
and usually chromium plated. The 
mechanic with limited space in his 
toolkit may prefer a double-ended 
model, with two different jaw open- 







Reversing the Wrench 


to Turn a Nut in 
Close Quarters 
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Courtesy Crescent Tool Co. 


ings at opposite ends of the same 
handle, common combinations being 
the 4-} and 3-t% in. They permit two 
size settings on the same tool, thus 
save time, and provide an end “knob” 
to grip. 

Among your best prospects for 
these wrenches are machinists, tool 
and die makers, power engineers, 
garage and maintenance mechanics, 
repair shops, farmers, and last but 
not least, the home worker who wants 
a useful combination wrench. Every 
one of these men knows how useful 
such a wrench is, and will have a hard 
time resisting the temptation to buy 
larger or smaller sizes until he has a 
complete set. Better still, showing the 
wrench can often lead you into sales 
of other items for his own private 
toolkit. 

Pass on these few general rules for 
use—they will make your customers’ 
wrenches last longer: Use the wrench, 
where possible, with the handle slant- 
ing in the direction of pull—that is, 
the solid jaw following the wrench. 
Keep the jaws tight on the object being 
turned (this avoids slipping and con- 
sequent bruising or skinned knuckles 
as well as messed-up bolts and nuts). 
Never use the wrench as‘a hammer. 
Keep moving parts oiled and the whole 
wrench free of rust. 
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“Mike” Crowder (Coffing Hoist) very mM. £. 
enthusiastically demonstrates an elec- 
tric hoist to several interested spec- 
tators 


Nollau (Gates Rubber Co., 
Denver, Col.), on the far left, answers 
the many questions of visitors who 
show an interest in V-belt drives 


Genial Jim Ruddell, vice-president of 
the Central Rubber & Supply Co., 
was the life of the party as can easily 
be seen by that hearty laugh 


INDIANAPOLIS SHOW 
TOPS LAST YEAR 














We tried unsuccessfully to get Al 
Claffey, sales manager of the Indian- 
apolis Belting & Supply Co., to come 
out from behind that crowd of visitors 





(Above) 
section taken over by the Indianapolis 
Vachinery & Supply Co. at the show. 
(Below) That E. M. Hess (Black 
hawk Mfg. Co.) describing his pipe 
benders 


One corner of the spacious 


I’XHITBITORS and visitors from coast 
to coast thronged the third annual 


show of the Purchasing Agents’ 
\ssociation of Indianapolis held 
February 13 to 16 inclusive. This 


vear's show skyrocketed 20 per cent 
above last year’s both in total space 
occupied by exhibitors and in total 
attendance. A record crowd of over 
25,000 visited the show during the 
four days. Most of the houses that 
exhibited are reporting favorable 
reactions in the way of an appre- 
ciable number of orders. 


This is one show in which dis- 


Bruce de Nourie (left) sales 
Walter F. Greene, Indian- 
apolis representative of Positive Lock 
IVasher Co., knock off a few minutes 
between rounds to 


man- 
ager and 


exchange com- 


ments on the show 


tributors take an active part. In 
most instances, the distributor’s dis- 
play covered a large area of space, 
divided up in individual booths for 
manufacturers, each manned by one 
or more representatives of the man- 
ufacturer. 

distributors 


The sales forces of the 

and manufacturers 
teamed together in handling visitors. 

Among the mill supply houses 
exhibiting were: Central Rubber & 
Supply Co., W. J. Holliday & Co., 
Indianapolis Belting & Supply Co., 
Indianapolis Machinery & Supply 
Co., and Vonnegut Hardware Co. 


Donald and George Farmer (behind 
counter) brothers and sales represen- 
tatives of Safety Belt Lacer Co., To- 
ledo, team together in holding visitors’ 
attention with a 
the power 


demonstration for 
transmission minded 
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HOW DO THEY DO IT? 


An Exchange Counter where good ideas of supply 


house operation may be swapped ... What's yours? 


Storing Literature 


nee 
on | nase es 
=f aah af at 


“eel glaF 
t 





Photo shows Miles Stray 
mill supply department, reading from 
the index while Eleanor Martin selects 
literature from box described 


, manager of 


The ways devised by distributors 
to store their extensive collections 
of manufacturers’ literature and 
keep out dust are as many and as 
varied as all the tongues that came 
out of the Tower of Babel. The 
method devised by J. Russell & Co., 
Holyoke, Mass., is worthy of consid- 
eration. A complete room has been 
set aside for manufacturers’ litera- 
ture. All circulars are kept in card- 
board boxes. The front of each box 
is hinged, making a flap which closes 
over the literature stored within. 
On the front of this flap is pasted 
a reproduction of the folder to be 
found inside. All boxes carry an 
index number. 

In this same room there is main- 
tained a book index which will help 
the operator locate any desired piece 
instantly. There is paper 
cutter for use in trimming the 
edges of pieces that happen to be 
a bit oversize for envelopes. 

Eleanor Martin is on full-time 
duty in this compact promotion de- 
partment. 


also a 


Eliminates Vibration— Calms Nerves 


Fred Pfeiffer, president of the 
Neill-LaVielle Supply Co., Louis- 
ville, was continually annoyed by the 
way the stored in the ware- 
house rattled and bumped around 
every time a street car or 
truck rumbled by. Since he 


steel 


heavy 
knew 


his men were reacting the same way, 
he decided to.do something to elimi- 
nate this annoyance. 





Fred Pfeiffer 


Last 
compact 


year he built a series of 

racks, each designed to 
store one particular type of steel. 
The built of steel with 
a wood base which eliminates vibra- 
tion caused by the passing traffic. 


racks were 


Quick and Simple Move 


Everybody knows what a 
“moving day” can mean for the 
supply house. But perhaps the rec- 
ord for speed and simplicity in mov- 


mess 


ing from one location to another 
was accomplished by Silliter and 
Holden, Hartford. Last fall this 
firm felt the need for larger, more 


efficient quarters. In casting about 
for a site, they fortunately 
looked close to home. A_ building 
with ideal possibilities was found 
door. It 


first 


right next was further 
seen that, since most of their stock 
was on the second floor and the 
move was to be into the first floor 
of the new location, many steps 
might be saved merely by building 


a chute. This was constructed of 
2 x 4’s and ran from the second floor 
window of the one building to the 
first floor of the other. Stock was 


MILL SUPPLIES «© MARCH, 1940 





lowered out of one window into the 
other by means of a heavy rope. It 
was necessary to have only one man 
from the local moving firm on hand, 
and he was there only eight hours. 


Gears Sell Themselves In 
Eye-Catching Display 


An action display that demon 
strates a complete variable speed 
unit and at the same 
time calls attention to all products 
carried in stock is the latest effort of 
the inside sales staff at Squier, 
Schilling & Skiff, Newark, N. J. 
distributor. 


transmission 


The display, built of products car- 
ried in stock, is designed primarily 
to demonstrate 
store the advantages 
of the variable speed unit in cer- 
tain applications. Eighteen moving 
sign plates list all stock products 
and are attached to a conveyor chain. 
Neat and effective, the speed of the 
moving signs can be varied by con- 
trol on variable speed unit. 


to customers at the 
features and 


Products used in constructing display 


above include: pillow 
speed unit; 4 hp. 


gear, chain drive, 


blocks; 


motor, 


variable 
yreduction 
Oilite bearings; 
veyor chain and bearing attachment 


con 
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PRESENT DAY METHODS of produc- 
ing wire by drawing through dies 
represents an interesting develop- 
ment of an art practiced centuries 
ago. Better quality of metal, devel- 
opment of new machinery, and im- 
proved technique and craftsmanship 
are the chief factors responsible for 
the versatility and diversity of the 
output from the modern wire mill. 
In modern practice, wire is pro- 
duced from rod by successive cold 
reduction through dies. Rod in 
turn is obtained from billets, by hot 
rolling. The smallest size to which 
steel is hot rolled is No. 5 rod 
which has an average nominal diam- 
eter of sy in.; the largest commer- 
cially designated rod size is 4} in. 
Sizes smaller than No. 5 rod, are 
therefore obtained by cold drawing 
this hot rolled rod mill product, the 
procedure followed and the number 
of stages, or drafts, depending on 
the size and characteristics required 
in the finished product. Heavier 
wire, intermediate within these rod 
sizes, is produced from the appro- 
priate rod size. Gages above those 
for which a 4] in. rod is not suitable 
are drawn from hot rolled bars. 
Because, technically and funda- 
mentally, rod is primarily a product 
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intended for further processing by 
cold drawing into wire, the rela- 
tively close dimensional tolerances 
important to bars are not necessary. 
This has made possible the econ- 
omy provided by the higher speeds 
and lower costs of a modern rod 
mill, compared with its contem- 
porary bar mill, all of which has 
resulted in important savings to the 
ultimate consumer. Standard di- 
mensional tolerances for rods is 
maximum @y in. plus or minus on 
nominal diameter, and 0.025 in. 
maximum out of round is permitted. 
When closer tolerances are required 
hot rolled bars or cold drawn stock 
are available. 

The first American wire mill was 
established in Massachusetts in 
1831. Production of wire rod by 
hot rolling on continuous mills dates 
back over 70 years, to 1867, when 
the first mill was put in operation 
in England. Two years later a 
similar installation was completed in 
the ‘United States. Improvements 
have appeared from time to time 
until a high degree of perfection 
has been attained in the streamlined 
high speed rod mill of today. 

Quality production of bars, rods, 
wire and wire products demand 
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THE ABC'S 


STEEL 


By A. P. SPOONER, METALLURGICAL ENGINEER, 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


that the manufacturing operations 
proceed in orderly sequence, one 
step following another in a direct 
line. Highly mechanized opera- 
tion, reduction in the distance of 
travel, and increased speed of travel 
have a marked effect upon the effi- 
ciency of the operation and the 
quality of the product. 

Although wire and rod making 
operations may be said to begin in 
the billet yard, the actual prepara- 
tions required in the manufacture 
of quality products must go back 
to the steel making, and progress 
through the intermediate operating 
steps in blooming and billet mills. 
The foundation for good wire is laid 
in the steel producing units. Care- 
ful selection of raw material, scien- 
tific control of temperature and 
slag conditions, proper deoxidation 
in the steel making and close con- 
trol of soaking pit and furnace prac- 
tices in the mills are all essential. 
Blooming mill and billet mill oper- 
ations must be definitely planned 
and carefully controlled, and proper 
attention must be given to reduction 
in section, from ingot to rod mill 
product, without damage to surface 
or sacrifice in internal soundness. 
All heating operations must be care- 















a 


fully supervised with the same ob- 
ject in view. A continuous rod 
mill generally consists of sixteen 
stands operating in tandem and ar- 
ranged in two groups, six roughing 
stands, and ten finishing stands. The 
number of stands may vary slightly 
from the figures given. Two strands 
of rod are often finished simultane- 
ously in a mill of this type. 

In another arrangement the line 
of finishing stands is offset from 
the line of roughers, with several 
intermediate stands between the 
two lines, to permit looping the rod 
from the first group of stands to the 
next. A recently completed rod 
and bar mill of this type is designed 
to roll four strands at a time and has 
a monthly capacity of 20,000 tons. 

Billets from which the rod is 
rolled are received in standard 
lengths of 30 ft., generally from 
1} to 3 in. square. They are first 
brought to rolling temperature in 
heating furnaces with full automatic 
temperature control. The cold bil- 
lets are charged at the upper end 
of the furnace and are slowly pushed 
down an inclined hearth toward the 
final heating zone and discharge end 
of the furnace. This insures uni- 
form heating. One by one, as they 
are needed, the billets are then 
pushed from the furnace into the 
“bite” of the roll paid in the first 
roughing stand which operates at 
a low speed, about 10 r.pm. As 
the rod passes from stand to stand 
its cross section is reduced, and the 
length increased correspondingly. 
Gradually the steel picks up speed, 
until it leaves the last finishing stand 
at 40 to 50 miles per hour. At this 
time the length may be increased to 
nearly a mile, depending on the cross 
section. The whole rolling opera- 
tion requires slightly more than a 
minute. 

The reduction in cross-sectional 
area in the different passes varies 
from 35 per cent maximum to a 
minimum of 9 per cent in the last 
pass. The first two passes are gen- 
erally oval; the remaining passes 
are alternately square or diamond 
and oval, except for the last pass 
which obviously is round. Upon 
leaving an oval pass the rod is 
twisted 90-deg. before it enters the 
next square pass. Use of alternate 
square and oval passes gives an 

(Continued on page 121) 


In this rod mill view two strands are being rolled simultaneously. Rod enters 
heating furnaces and roughing stands at left, proceeds out toward the right 


(Above) Cooling table for bars, continuous rod and bar mill. 
conveyor transporting rod coils in a continuous rod mill 


(Below) Chain 





THOUGHT FOR THE WEEK 


No hocus-pocus about the 52 weeks’ selling course at the Don F. Johnson Co. It's based on results. 


Started as an experiment, it has boosted product knowledge, sales, and even customer interest! 


efforts of 

suffalo, N. Y., 
revolve around a plan called the 
“Thought of the Week.” It works 
this way: Every Monday night, the 
entire personnel of the firm 
down to an intensive study of a par- 
ticular product which is to be their 
chief sales topic for the rest of the 


SUCCESSFUL SALES 


Don F. Johnson Co., 


sits 


week. And at each session a manu- 
facturer’s representative explains in 
detail his products, its features, op- 
eration and perhaps a new selling 
twist. 

“It takes careful planning to make 
these meetings successful,” said Don 
F, Johnson, 


: president. “Every 


salesman receives a memo a few 
days in advance from Howard Neu- 
This 
coming 
‘Thought’ and includes a quantity 
of literature on the product or line 
which the distributes 
among his customers during the fol- 


week. This 


nouncement gives the 


becker, secretary of the firm. 


memo announces _ the 


salesman 
lowing advance an- 
salesmen a 
chance to determine just what they 
want to know about a product and 
get any bothersome questions off 
their chests.” 

ight after a product has been 
turned inside out for them by the 


President Don F. 


found what he considers the 


Johnson who has 
quickest 
way fo edu lle dad Salesian ona produ 4 


30 


In the huddle planning the next week's “Thought” are, clockwise: George Yung, 
Walter Leney—treasurer, J. C. Snyder—vice-president, Don. F. Johnson and 


H. A. Neubecker—secretary 
factory man, the sales organization 
goes into a huddle and discusses the 
product featured the previous week. 
This interchange of experiences is 
helpful because it gives new ideas to 
all the men and in that way keeps 
the sales force from going stale. 
“When the meetings were first 
started,” Don Johnson said, “‘sales- 
men were not at all in favor of the 
idea. You couldn't them. 
Why should they give up a night a 
week which might be used for pleas- 
ure? As time 
curves kept climbing, 
and 


blame 


on and sales 
they cheered 


went 


it on we've been at it ever 
since. 

week 
“has been so 
the minds of 
many of them 


wilt ask our men what the thought 


“Our thought of the sales 
he continued, 
v fixed even in 
our customers, that 
of the week is.” 

Take the case of Walter Leney, 
treasurer of the company and a star 
salesman. Jacobs’ chucks was the 
theme for one seven-day period and 
Mr. Leney, in talking of them to one 
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of his customers, received the reply 
that some were used occasionall\ 
and Mr. Leney would be remem- 
bered when a chuck was needed 

A few weeks later the same cus- 
tomer phoned and queried, “What's 
the thought of the week, Walter?” 

“Why, Budgit replied 
Leney. 

The customer retorted with, “Oh 
hell, I guess I can’t give you this 
chuck then.” When the 
horseplay ended, Mr. Leney had 
written 
$700. 


week ! 


hoists,” 


order, 


down an 


What 


for about 
that 


order 
a thought for 
Great gobs of orders may not 
always come in during the con- 
period, but 

lingers on” to 


centration often the 
“melody 


results later 


pre duce 


Like many other distributors, the 
Johnson company realizes its major 
profits from the products and lines 
in which it 


Through 
these weekly sales meetings the firm 


specializes. 


expects to become adept at selling 


every important line. 





& 


MARKETS OF THE MONTH 


Road machinery, agricultural implements, and tractor manufacturers are hard at work, taking care of orders for Spring. 
They're buying supplies typical of those you see in use here in a tractor-engine plant 


Where to drive for supply sales during March and April 


FuRNACES, STEEL WorKS AND 
RoLLtinc MILLs are at it 24 hours a 
day now, with the combination of 
orders resulting from war piled on 
top of the usual Spring demand for 
steel for buildings, bridges and the like. 
You ought to be able. to sell them 
hoist and crane cable, hoists, motors 


BLAST 


and controls, refractories, mainte- 
nance tools and small tools, to name 
only a few. 
RoAp- MACHINERY, \GRICULTURAI 
IMPLEMENT AND TRACTOR MANUFA( 
rURERS are asking for some of that 
steel to take care of current stocking 
their dealers. expected 
planting, the 
better farm product prices of last Fall 
ind [ 7 
combining to make farmers buy. The 
pl ints 


t 


Spring is 


to show heavy with 


1 


prognostications for this year 


mechanical-transmission 
equipment and_ rods, 
toolholders and 
and other production items. 


buy 
ems, welding 
lrills, 
tools, 


bits, portable 


SERVICE STATIONS are dusting off the 


oad maps and getting out the wind- 
hield to handle the 


ts’ early-Spring urge to travel. Try 


washers motor- 


toolkits (like 


screwdrivers ), 


‘em on 
socket 
portable 


and 
and 


compressors, 


tool 


wrenches 


sets 


spray-lacquer- 
ing outfits, and oil cans. If you have 
local truck companies or bus repair 
shops, don’t forget them. 
\rr FIeLp Ii ELDSs ) 
beginning to 


Your Loca 
is probably 


(OR 
consider 
shovels, wheelbarrows, buckets, picks 
and so on to repair the ravages of 
» add that 1000 ft. of 
way that’s been needed this winter. 


winter or t run 


WELL AS 


AND 


~As 


J 
BRASS 


PLANTS 
COPPER, 


LIARDWARI 


OTHER BRONZI 


FABRICATORS—are getting ready for 
inticipated building too. They ought 


markets for punches, 


tO be Oo vd 


die sets, 


dies, 
drills, 
buff- 


threading 


foot BUILDERS AND SHIP 


MACHINI 
RUILDERS 
last 
| 


more big 


peak for the 


Here 


with 


umpteen 
are 
widely diversified re 
They'll take all 


chain, hoists, 


sh ps, 


quirements. sorts of 


belting, she ives, and s 
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should be mentioned. They’re 


machine 


) 


on, and the individual machinists will 
all be after more precision tools. And 
the shipyards, like aircraft plants, just 
must have portable tools, because their 
purchases of portable tools have to 
match additions to their working force. 
CLOTHING PLANTS oF ALL Types 
(Even Kwyittrep UNpberwear!) hit 
their year’s peak late this month. See 
if you can’t sell the local ones some 
like rope, 
chain, piping and insulation, ete. 


maintenance items hose, 


GLASS AND PorTrery, FERTILIZER, 
RuBBerR-Goops MAKERS 


AND 
their 


are 


are at 
annual These 
markets for 


handling, and mechanical-transmission. 


‘ 


now too. 


peaks 


maintenance, materials 


RAILROADCAR AND STREETCAR PLANTS 


rushing ’em out these days—and 


everything 


are 


buying from machinists’ 
tools to hoists, 


from brooms to portable tools. 


from paints to rivet 


AND WATERWHEEI 
UILDERS are sort of pushing to keep 
up too. 
power has filled them up with orders. 
They're and 
so take the whole list. 


NGINE, TURBINI 


| , 
’ 


Improvement in demand for 


big elaborate machine 


sh ps, 





AUTOMOTIVE INDUSTRY'S CURRENT BOOM PUTS 


TREMENDOUS as the big automobile 
plants are, they are only a part of 
the automotive industry. The big 
plants often buy direct, it’s true, 
but how about the hundreds of ac- 
cessory and specialty manufacturers 
who make auto parts, the truck and 
bus builders, the big garages 





as 
well as the local assembly and 
“unit” plants which so many makers 
They 
all offer first-class markets for the 
local supplier—who can _ provide 
from stock the things which might 
otherwise strangle production for 
days. The industry is so complex, 
combining as it does metal-working 
plants, die shops, upholstering shops, 
forge plants and so on, that it is 


are putting in these days? 


impossible to give anything like a 
complete picture of it. But here 
are some typical views. 


NOW AIM YOUR SALES=> 





Equipped with respirator, gloves, and 
paint-spray equipment, this workman 
paints the insides of bumpers. Be- 
fore they get to him, they must be 
pressed, trimmed, punched, and plated 
—requiring a variety of punches, dies, 
shears, buffing 


cleaning — brushes, 


wheels, and plating equipment 
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There must be a heat-treating department—with meters, carburizing boxes 
and compounds, salts, hoists, trolleys and rail, as well as such common supplies 


as chain, goggles and gloves 





<— 400 pistons per hour leave 
this rotary drill, which rough 
drills the cross holes. Notice 
the drills, locking fixtures, 
guards and special lighting, as 
well as coolant piping, valves, 
and so on 


Back of almost every automo- 
tive part 1s a series of dies, 
jigs, fixtures, metal patterns and 
templates which must come from 
a tool and die shop. And the 
toolmakers? They buy all sorts 
of precision hand and bench 
tools, including tool chests to 
keep ’em in! _ 





THEHED SUSPENDER 
PHILOSOPHER 






Sales Meetings— 
Morning Meetings— 


“Oh Yeh”, says the sales manager, 
“How you gonna get ’em there—and 
how you gonna keep ‘em awake.” 
[ don't know—that’s your problem. 
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But, here’s a formula that never 
fails. Give me a steam shovel and a 
vacant lot. I can hold a sales meet- 
ing at any hour of the day or night 
Three-fourths of the men who lean 
on the fence and help dig holes in 
the ground will be carrying little 
black portfolios. 

Hard-working salesmen—thanking 
the little gods of alibi for a place to 
rest the instep. And—any salés man- 
ager who can’t draw a morning shot 
from that doesn’t deserve to have his 
men stay awake. 

I have slept so hard through many 
meetings myself that I was hardly 
drowsy in the picture show in the 
afternoon. 





ST 














Hand and portable tools, conveyor parts and special lighting crowd the assembly 
conveyor, which is the nerve center of every auto plant. This one ts for engines 
—other similar ones handle axle assemblies, chassis 











Portable Tools Are 
“MUSTS” In Any Plant 


No matter what the industry, there 
is a crying need for small portable 
tools of some sort, whether air or 
electric. he need may be in pro- 
duction or maintenance and the role 
that these tools can fill is versatile. 
Operations on wood, metal or stone 
can be speeded up by the use of 
portable power tools. They are sim- 
ple to use, easy to transport and sav- 
ing of space. Keep posted on the 
new products constantly being devel- 
ped in this line and see if your cus- 
tomer isn’t a natural for this item. 





Selling Hose Can Be 
Made Game with Profits 


Steam hose used to be sold on price 
only—a customer wanted so many 
feet of such and such ply hose and 
that was all there was to it. The 
fellow that came through with the 
lowest price got the order. In a 
great many instances this is true 
today. Sut there is a bigger and 
more profitable job ahead for the dis- 
tributor’s salesman who can and will 
analyze his customer’s problems and 
turn them into benefits for himself. 

Making a game of this job of ana 
lyzing your customer’s hose needs is 
i sure way of keeping your eyes 
open for other sales possibilities in 
the same plant. No score card is 
necessary, but it will help consider- 
ably to note down one or two points 
to observe closely whenever you get 
the chance to see hose in action. 

30th steam and air hose are sub- 
jected to abrasion and pressure in 
most plants. Operating conditions 
sometimes make it impossible to treat 
the hose as carefully as necessary. It 
it has to be dragged over hot floors 
or sharp edged surfaces, the wear 
will take a terrific toll on the life of 
the hose. It may not be possible to 
suggest a correction of this condition 
without a drastic revision in plant 
layout, but it will certainly pay you 
dividends to recommend top quality. 
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DISTINGUISHED 
SERVICE 


First tale to reach us this year de- 
scribing a battle with the elements in 
the cause of good service is the one 
given below. It cops this month's 
Distinguished Service award—a hand- 
somely framed certificate plus a check 


for $10. 





It was one of those nastiest of 


nights, not fit for man nor beast to 
be out, when the telephone jangled 
to awaken A. J. Wommack, R. J. 
Bearings Corp., St. Louis. Solidly 
enjoying real comfort beneath a_ pile 
of blankets, Mr. Wommack heard: 

1. That the caller was the C. W. & 
KF. Coal Co., world’s largest bitumin- 
ous coal mine, at West Frankfort, 
Ill., 135 miles distant. 2. That a 
150 hp. main tipple motor was badly 
in need of an important bearing. 
3. That, unless this bearing were to 
be delivered* with promptness the next 
shift of miners, some 1,000 strong, 
would be unable to go on duty. 

There could be only one answer to 
that for Salesman Wommack, who 
bounced to the cold floor, scrambled 
into his clothes, stopped to pick up 
the needed bearing and was on his 
way. The cold was bitter, a blinding 
snow was sweeping across the slip- 
pery road... but he made it in 
time, the bearing was installed and 
the mine avoided a shutdown. 


33 





CUSTOMER'S CHRONIC ‘NO’ MELTS AT LAST FOR 


SALESMAN WHO RANG THE BELL (LITERALLY) 


Ben Currie, salesman for Brown 
Roberts Hardware & Supply, Alex- 
andria, La., is the latest to report with 
glee the conversion of one of those 
outfits that persistently say nothing 
but “No!” The problem child was a 
large saw mill operation, a juicy ac- 
count, practically a complete company- 
owned city. Its president was sym- 
pathetic to Currie’s argument pointing 
out the inefficiency of buying direct 


and from two large supply houses 
more than 200 miles away—when 
3rown Roberts was only 40 miles 
distant. 


But the stumbling block was the 
store manager of the main commissary 
who had a set opinion that B-R serv- 
ice and facilities were just short of 
nil. In spite of repeated kicks in the 
teeth, Currie kept calling on his man, 
hoping for the break. And when it 
came, it was dressed up so one would 
scarcely recognize it as 
related to good luck. 


anything 


Faced With a Challenge 


This day the store manager’s outer 
shell was crustier than ever as he 
looked up at Currie and _ snapped, 
“You've been hollering for an order 

. okay, here’s where you get one. 
And remember this, unless you fill it 
a hundred per cent—with prompt de- 
livery—don’t your 
Understand ?” 


show face here 
again. 

In a haze the salesman uttered his 
thanks, not looking at the long list in 
his hand until he reached his car. 
Then he saw: “Materials for Domes- 
tic Science School—casseroles, glass- 
ware, pots, pans, bench clamps, tools.” 
Odd stuff for a mill supply salesman 
to lay hands on quickly. But the final, 
stunning blow was the order for “one 
large church bell.” 

Well, there was nothing to do but 
try. Currie raced for headquarters, 
filled all of the order he could from 
his firm’s stock, then started making 
the rounds of retail hardware stores, 
the five-and-ten and other 
suppliers for his motley list. Finally, 
everything was in hand except, of 
course, the bell. He got on the phone, 
tried without success all over his own 
community, then went to long distance. 
\t last—the jackpot! An organiza- 
tion in a nearby town had a bell for 
disposal. 

At 4:30 the 


schi r y] or 


possible 


same afternoon the 
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order was unloaded on the porch of 
the commissary—everything but the 
bell, and that would be along next 
morning. The store manager first 
blinked, then gasped, then began to 
laugh heartily. “Hell,” he said, “I 
just stuck that in to stump you. I 
need a bell, sure. But I never thought 
one could be found around here, so 
I ordered it weeks ago from Louis- 
ville.” 

This little touch was enough to 
cement a bond of respect that has 
lasted ever since. As Mr. Currie puts 
it, “I came to know my man very well 
through this incident, and very few 
were the times afterward that he 
didn’t have an order for me when I 
called.” 

In This Business 
Count that day lost, 
Whose low descending sun 
Sees quotations made at cost, 
And business done for fun. 


I felt sorry for myself because I 
had no shoes. . . . Until I saw a man 
who had no feet. 





Contractors Are His Dish 


Ready to go on the job is V. L. 
Houston, new salesman for the Riech- 
man-Crosby Co., Memphis, Tenn., 
who began his duties October 1. Mr. 
Houston will travel the Mid-South 
specializing in the construction field. 





V. L. Houston 


He comes to his new connection well 
qualified for the role, with 10 years 
background in the field. Mr. Houston 
was formerly manager of the Vicks- 
burg, Miss., branch for J. E. Dillworth 
Co., Memphis. Previously he was con- 
nected with the National Dry-Kiln 
Co., Indianapolis, as sales engineer, 
covering all of the United States, Can- 
ada and Mexico for several years. He 
is married and has a nine-year old son. 
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“Take off another three cents for mailing you 
the purchase order and you've made a deal!” 
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KEEPING UP WITH BUSINESS 

























































+h mill operations, supported greatly by from domestic industries and foreign 
d export trade, are still at peak levels. customers has kept metal working 
; Inventories are being reduced in plant operations on an even keel, ac- 
most cases, but are not likely to be cording to American Machinist. Most 
allowed to reach the low points of a companies continue to work extra 
year and two years ago. shifts and have the largest number 
of employees on their payroll in years, 
not excepting 1937. Though some 
Metal Working Plants machine tool builders report sales con- 
. . tinuing at abnormally high levels, 
Siadines Maas Ucn ba Continue At High Level others say bookings are off consid- 
esy Moore-! 0 Lines ° e . ry : 
United States freighters are carrying A generous outpouring of national erably from January, and particularly 
the load as South eat con off defense contracts, plus brisk demands from the fourth quarter average 
from Europe, clamors for goods 
Manufacturers Report Gains ACTIVITY FIGURES 
In Trade With Latin America (As of Feb. 24, 1940) 
Surveying ten items on which com- Business activity 97.4 Steel activity 67.1% 
petition for South American trade Automobile Production 102,670 Carloadings 607,924 
1 has been keenest between United — . — thile the Sales Indie: 
‘ States firms and those of Great Brit- Both January figures given below are up, while the Sales Indica- 
1 ain and Germany, Business Week re tor (Page 38) records a drop. This is due to the fact that the 
< « « “ ~ v -” e ° . . - - 
4 ports that our exports to the region number of reporting houses has been increased since the first of the 
" south of the Rio icc mm Septem- year, hence changing the total number of salesmen included in the 
- ber were 24 per cent ahead of Sep- monthly survey. After this first adjustment these charts will con- 
1 tember, 1938: in October they were tinue to follow the trend of the Sales Indicator. 


up 44 per cent, in November 53 per 
- cent and in December 16 per cent. 
e The trend is further accentuated in 
% 1940. During January, South Amer- 
ica more than doubled its imports of 
United States goods, compared with 
January, 1939. Best showing was 
made by electrical equipment, iron 
and steel lines, office appliances, tex- 
tiles, drugs and industrial chemicals. 
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P.A.’s See Bright Spot in 
Period of Lessened Business 


Reporting a general concensus that 
the level of industrial turnover is 
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definitely lower than a month ago, Volume per salesman in January—$6490 
the February bulletin of the National 
' Association of Purchasing Agents ie ge ce se ee 


nevertheless pointed to several factors 
on the optimistic side that must be 
considered, 

For want of a better word present 
conditions may be termed “recession” 
but not in the sense of the 1937-1938 
debacle. “During the splurge last 
fall,” says the report, “the trend of 
commodity prices was not run up 
radically. Under the more normal 
movement of trade at this time values 


ORDERS PER SALESMAN PER DAY 





are not apt to fluctuate widely.” 
Two bright spots where wheels are 
turning at top speed are the San 
Francisco territory, with business 
somewhat better during the past few Orders per salesman per day in January—15 
weeks, and Birmingham, where steel 
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SALES MEETING IN PRINT 





Subject MORE ABOUT PUMPS. How much do you know about them? Can 


you answer 18 out of 25 questions on this page correctly? If so, give yourself 


a passing mark. If not, you'll find answers on page 122. 


1. What are the two general types 
of pumps? 

2. In which 
pumps belong ? 


class do reciprocating 


3. How about rotary-gear pumps? 

4. What kinds of jobs: is the latter 
type used for? 

5. What is a double-acting pump ? 

6. Essentially, what is a centrifugal 
pump ? 

7. Where is the water admitted to a 
centrifugal pump. 

8. How does it leave the pump? 

9. Which is less complicated, cen- 
trifugal or reciprocating pump? 

10. Which is smaller, hence cheaper ? 

11. Which has the higher efficiency ? 

12. What happens with a centrifugal 


pump when a stoppage occurs in the 
discharge line? 

13. What would happen under the 
same circumstances with a reciprocat- 
ing pump? 

14. Which type has the more uni- 
form discharge ? 

15. How about pumping small quan- 
tities at high heads? 

16. Which type can be started with- 
out priming? 

17. Which are larger, suction lines 
or discharge lines on a pump? 

18. Is there a formula for deciding 
maximum suction-pipe size? 

19. How about discharge-pipe di- 
ameter ? 

20. What is a simple formula for 






































“The boss says he’s gonna stop these fellows comin’ in late . . 
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. or else!’ 





estimating the capacity of a single 
double-acting pump? 

21. How is suction lift on a pump 
figured ? 

22. What is the maximum allowable 
suction lift? 
23. How can it be measured? 
24. What is the difference between 
volute and a turbine pump? 
25. Why are air chambers bulb- 
shaped ? 


> 


Sam Gets on the Square 


“Lookee here, my fran’” said Sam 
Supplier’s friend, the P.A., “I need a 
square of copper around 24x24 ft. 
Got any 16-gage that size?” Sam 
wanted to please, but the only piece 
he had was shaped like this: 
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So he phoned the P.A. back, and said, 
“Will a 21x21 ft. square do the trick?” 

“Nope,” said the P.A., “It’s gotta be 
bigger than that, but not much.” 

“Well,” says Sam, “Can it be 
soldered up?” 

“O.K.,” says the P.A., “But I want 
a neat job—not a bunch of scraps 
soldered together.” 

So Sam went to work, and in about 
a half hour had the square on its way. 
He’d made only two cuts—and had 
used every bit of his odd piece. Can 
you do as well? 

(lt you can’t, look on page 123.) 


Better Welding Rods Mean 
More Repeat Business 


Welding is as_ individualized 

process as anything in all industry 
Strength, neatness and speed with 
which a weld is made depends very 
much upon the workman. Yet, tests 
have proved that there is a difference 
in working speeds between two rods 
as great as 15 per cent. In an eight- 
hour working day using the inferior 
rod this difference represents a loss of 
an hour and twenty minutes in pro- 
ductive time per welder. Thus the 
supply man who recommends a good 
rod to begin with need never worry 
about the repeat business coming his 
way. That will come automatically. 











NO. 5 IN THE “OSBORN BUSINESS BUILDER” SERIES FOR SALESMEN 


@ You’ve heard the story of the salesman who was making his 
seventh call on a dour-faced prospect who always gave some excuse 
for not placing an order. This time the prospect said: 


“Next time you call I may do business with you.” 


The salesman thanked him and left, but returned in five min- 
utes. The surprised prospect actually smiled at the salesman’s 
resourcefulness and gave him his first order. 

5 ij 7 

The way to many an order for Osborn Brushes is paved with 
a smile thru the right use of Osborn Business Builders. These 
cheery folders are a real help for Osborn Distributor Salesmen 
who give them to brush buyers. 


The Osborn Business Builder folder for March is illustrated. 
It’s a pleasant way to lead up to the time-saving, cost-cutting 
advantages of Osborn Brushes. 


OSBORN MASTE 


FOR CLEANING. 


R WHEEL BRUSHES 


--BUFFIN G. 
Where Power is available 
in poftable tool, th 

2. see: € Osborn Master 


Ww 
. which do. 
fi es its job ef. 
++. th 
Kom | herons « 


* €Conomical] 
Y . . “a 
here's literally no end ¢ 
! ° 
its usefulness | 


POLISHING... BRUSHING 


at bench o,f 





- and On 


€very job it SAVES] 


ae Osborn Brush Carries the well 
*vertised OSBORN 

{ TRADE 
MARK as 4 Guarantee to 


i the user 
complete Satisbaction 


MANY OTHER 
TYPES OF 
BRUSHES 


PUSH 
VARNISH WHEEL WHEEL SWEEPING CLEANING COUNTER SCRATCH 


|: PAINT AND WIRE FIBRE FLOOR WINDOW BENCH OR WIRE 
BROOMS 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES 





THE TREND OF SUPPLY SALES 
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Because so many distributors were unable to 
furnish suitable ‘normal’ figures for the years 
1923-25, and because many have grown to such 
an extent as to create distortion, it has been 
decided to change the base of the Sales Indicator 
to the average month for the years 1934-38. 

The bars and curve shown above were taken 
from the old curve and have been adjusted to the 
new normal. Note that the bars indicate high 
and low months in the year indicated. 








JFMAMJJASOND JFMAMJJASOND 


1940 


DOLLAR VALUE, AVERAGE ORDER 
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Orders 
Sales Per Volume | 
Area Indi- |Salesman| Per | Average |Working 
cator | Per Day | Salesman| Order | Day 





North Atlantic) 141.1 13 | * $6,520 | | $18. 02 | | 996 


Seuthen 109.5 | 14. | $6,310 | 


Middle West 116.2 20 $7,570 | 


Western 109.1 * ow 


Pacific 129.9 10 


$4,250 $19.69 | 
| 





% Omitted because of insufficient data. 


The January figure of 120, although some- 
what lower than December, is well above Janu- 
ary, 1939. Both size and number of orders 
dropped off accordingly. North Atlantic States 
distributors led other groups by a wide margin. 

Since many additional companies are report- 
ing sales on the new basis, it is probable that the 
“Trend of Supply Sales’’ will be an even more 
accurate indicator of supply house business condi- 
tions than it has been in the past. 
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SHORT CENTERS FOR SPACE SAVING. 


Texrope V-belt Drives permit 
putting source of power close to 
machine being driven. There’s no 
waste space ... no unsightly 
shafts to keep out light! 


INDIVIDUAL DRIVE PRINCIPLE CUTS 
POWER COSTS. When each ma- 
chine has its own drive, power is 
consumed only when machine is 
producing. This is a big sales 
point ...especially in selling plant 
modernization. 





FLEXIBILITY OF LAYOUT... EASY TO 
INSTALL. It isn’t necessary to 
change over machines or exist- 
ing layouts to fit Texrope V-belt 
Drives. They’ll operate in practic- 
ally any position without losing 
their efficiency . . . and they’re 
easy to install. 


These are powerful sales arguments . . . argu- 
ments that have already sold thousands of in- 
dustrial executives on Texrope “full-measure”, 
money-saving performance! It will pay you to 
get this complete sales story . . . how selling 


Vari-Piteh Speed Changers @ Texrope V-Belts © Duro- 


Texsteel Sheaves @ 2-3-4 Combination Sheaves e Para- 
ne Automatic Motor Bases e Oil Field Drilling Rigs. 


Belts = Goodrich 





Brace Texsteel Sheaves @ Vari-Pitch Sheaves @ Stand- 
ard Cast Iron Sheaves @ Adjustable Pitch Diameter (aC) 


SAFETY. . . EASILY AND ECONOM- 
ICALLY GUARDED. Danger spots are 
eliminated when Texrope Drives 
are installed. Because of their 
short centers, it’s easy to slip a 
small, inexpensive guard over 
them. 


SHOCK-PROOF FEATURE PROTECTS 
MOTOR AND MACHINE. Texrope 
Drives do not vibrate... actually 
absorb shocks even when the load 
is a pulsating one. Lower belt 
pull means longer bearing life... 
reduced maintenance costs. 


EFFICIENCY HIGH ... MAINTENANCE 
LOW. With Texrope Drives, trans- 
mission losses from motor to ma- 
chine are cut to a minimum. 
There’s no belt slip . . . no un- 
necessary wear and tear on belts 
a need for belt dressing. 4 1204 


the Texrope line will help you increase your 
sales ... give you bigger profits. For full in- 
formation about the fast-selling Texrope line, 
call the district office near you . 
Allis-Chalmers, Milwaukee, Wisconsin. 


. . or write to 








ALLIS-CHALMERS 


MILWAUKEE-WISTONSIN 


SALES TIPS g& 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


facts through digesting. 


originally appeared, 


Hard Sheaves Increase Service 
On Wire Rope 


It is false economy to operate wire 


rope over badly scored and corrugated 


sheaves. Watch your sheaves—keep 
them smooth—and get longer wire 
rope s¢ rvice. 

Contradictory as it may seem, a 


soit iron sheave that wears rapidly 
will cause more wear on a wire rope 
than sheaves of harder materials. A 


sheave of than the 


ype is likely to take an impression 


softer material 


and become deeply scored and corru- 


gated, presenting a ragged surface 


which damages the rope and causes 
excessive wear. A new wire rope 
used on a corrugated sheave will not 


in the corrugation made by the 
previous rope; it will wear rapidly 
and fail to give service. 
The groove also will wear deep and 
the flange of the sheave will 
excessive wear. 


maximum 
cause 


Sheaves made of harder materials, 
such as carbon steel, manganese, other 
alloys, or “work-hardening” steels, 
wear smooth, last longer and allow the 
rope to give the best The 
smooth surface of a hard 
sheave gives the rope a smooth bear- 
ing surface that lengthens the life of 


service. 
wearing 


both sheave and wire rope.—Coal Age, 
January, 1940 


Racket With A Racquet 


“Chief, maybe you had better put 
Stubbins. His in- 
grouch is curdling mv sweet 
lisposition,” were the words I heard 
yne morning from our No. 1 salesman. 


man on 


“Don’t give up the ship,” said I. 
“Speak to me again about it tonight, 
vbe I'll dream a new slant on it 

f unch 
That morning a telephone call put 
in touch with the sales managet 
ie firm from which Stubbins had 


: 
nother city to take over 


answer. I next called Stubbins—just 
a friendly call from one brass ‘hat to 
another. He was unacquainted in 
town and probably he would like to 
attend an Ad Club luncheon, or better 
still—meet some fellows at the Coun- 
try Club with me as sponsor? Just a 
trifle chilly at first, but warmed up to 
i definite invitation two evenings later 
for the Country Club. 

\t the club I merely suggested that 
sill, our salesman, played a pretty 
good tennis game and was a real en- 
thusiast. Stubbins struck at that bait 
faster than a bass to a spinner. 

A year later—Stubbins and Bill are 
cronies; we enjoy their AAA-1 busi- 
3ill, the salesman, lost the spare 
tire around his tummy; feels like a 
million and everybody is happy—for 
what? Only a long distance call, a 
dinner and the faith in the fact that 
all men are human.—E. H. Barling 
(Sales Manager, United Advertising 
Corp.) in Sales Scrap Book. 


ness; 








Fixing Commutator Trouble 


A direct-current generator, belt- 
driven from a steam engine, had 
acute attack of eccentric commutat 
wear. About every two months th 
armature had to be removed for tru- 
ing the commutator ina lathe. A ne\ 
armature was purchased and installed, 
but its commutator would also wear 
out-of-round and required frequent 
truing. The trouble was finally traced 
to the pulley on the armature shait 


being out-of-round, because its hub 
had been drilled off center. A new 


pulley cured the commutator trouble. 
—H. W. Hodgson in Power, 
ary, 1940. 


“ebru- 


Recommended Reading 


MINING BUSINESS— Review and 
outlook for 1940 in the mining of tin, 
silver, copper, lead and zinc is given 
in February, 1940, issue of Engineer 
ing and Mining Journal. 


MARKET FOR ELECTRIC SUPPLIES- 
February issue of IVholesaler’s Sales- 
man surveys industry’ electrical 
needs, describes how to sell and tells 


of the distributor’s place in this 
picture. 
BREWERY EFFICIENCY UP — How 


and accessories 
brought the refrigeration system of 
Jacob Ruppert Brewing Co., into line 
with best practice is told in “Mod- 
ern Refrigeration Equipment Boosts 
3rewery Efficiency”, Power, Feb- 
ruary, 1940. 


new compressors 





ADJUSTABLE AXLE LIFT 


Because an adjustable lift was badly 
needed for removing and _ installing 
Twin 40 rear axle assemblies, such a 


ievice 


was made in the shops of the 
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Fort Worth With this 
lift (illustrated above) one man ca! 
easily remove or install the assembly 
—Transit Journal, February, 1940. 


Transit Co. 
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Electric Drills 


A wide line including heavy duty drills— 
balanced power, sturdy construction— 
needle and ball bearings throughout—all 
designed for greater efficiency, lightweight, 
increased power, and improved handling. There are types to sell 
for every need—for example, No. 1505 [illustrated) is for drill- 
ing stainless steel, monel and other hard metals. There's No. 1495 
that you can sell for use in aviation, automotive, radio, furniture, 
refrigeration, marine, electrical, plumbing, air conditioning, sheet 
‘i metal and wood work of all kinds. Find out about the many 
other types—it'll pay you. 


The sales trend is UP—more distributors 
find it pays to keep behind Sioux Tools 
and their sales go UP—UP—Sioux Tools keep 
selling themselves as they keep performing and 


are a factor in making their sales go UP—UP 


—UP. 


" Electric Grinders 


¥y Bench Grinders—Grinding Wheels 
—Wire Wheel Brushes—Flexible 
Shafts—Portable Electric Grinders 
—Phenol Abrasive Discs—Portable 
Electric Sanders and Polishers, 
etc., etc.—a line that offers you every opportunity to really get 
in there and push grinder sales up where you want them. For 
example, there is one type that is ideal for foundry work, for 
welding and body shops, blacksmith, railroad shop, shipyards, 
etc.—but find out about all of them—it'll pay you. 


Electric Sanders 


Safety—protection for the worker 
—freedom from the danger and 
nuisance of dust and grit blown 
into the face—selling points 
galore for these sanders—here's 
more, the new Cyclone Fan de- 
livers four times the usual volume 
of air at working speed—the Cushion Drive absorbs shocks and 
vibrations—find out more about these Sanders—it'll pay you. 


Sioux Tools have been doing a job for industry 
for more than a quarter century—distributors 


always had exceptional quality to sell—as the 






years advanced distributors found that Sioux 
improvements came along to meet new condi- 
tions and new requirements—today Sioux Tools 
offer every advantage for users—they make 
possible quality jobs and do them in minimum 
time—to use Sioux Tools means saving for the 
users and that is something, Mr. Distributor 
that you can really talk about. 


Distributors’ Policy—tThere's protection for 
you in full because ours is a carefully made dis- 
tributor policy that doesn't vary—it's designed 
to protect you and it does—it's one you can 


value. 





stributors for more 
} t te for particulars. — 


STANDARD THE sian WORLD OVER 
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HOW THE NATIONALLY-ACCEPTED ANTI- FRICTION 
BEARING COULD BE USED TO PUT OVER SALES 
IN THE POWER TRANSMISSION FIELD, WAS TOLD 
IN AN INTERESTING STORY BY ANDREW G. 
CAREY, VICE PRESIDENT AND SALES MANA- 
GER, CAREY MACHINERY & SUPPLY CO., 
BALTIMORE. 








“COOPERATE WITH THE MANU- 
FACTURER, AND HELL COOPER- 
AT€ WITH YOU; THAT 1S THE 
GIST OF AN ARTICLE WRITTEN 
BY AG RUDDELL, PRESIDENT, 
CENTRAL RUBBER & SUPPLY 
CO., INDIANAPOLIS. 








POURING IN 2 THE 
BOVER- CAMPBELL 
CO. OF DETROIT, 
MICHIGAN WERE 
LETTERS, WIRES 
AND PHONE MES- 
SAGES CONGRAT- 
ULATING THE FIRM 
ON (ITS NEW 4- 
STORY BUILD- 
ING LOCATED 
AT 6540 AN- 
TOINE ST. 





SOttit tvTEMS 


C.W. MARWEDEL OF SAN FRANSISCO HAD ESTAB- 
LISHED A NEW STORE IN OAKLAND AT ELEVENTH 
ANDO ALICE STS. MK 
FRED W. SWANSON. PRESIDENT AND GENERAL 

MANAGER OF THE GLOBE MACHINERY & SUPPLY 
CO., DEF MOINES, WAS ELECTED PRESIDENT ANDO 
COMMISSIONER OF THE NATIONAL PLUMBING & 
HEATING INSTITUTE. 

aXx 


— ORGANIZATION WAS COMPLETED OF THE STAN- 
| FRPLEY, ELECTRIC TOOL CO. NEW BRITAIN, CONN., AND 
te]! THE COMPANY WAS MANUFACTURING AND SELLING 


A COMPLETE LINE OF ELECTRICALLY OPERATED 
HANO TOOLS «Kx 








WENDELL H. CLARK, NOW PRESIDENT, SAMUEL 


HARRIS & CO., CHICAGO, GAVE CONVINCING ANNOUNCED WAS THE DEATH OF GEo. W. CLEMSON, 
PROOF THAT INDUSTRIAL PAINT, HANDLED 


PRESIDENT, CLEMSON @ROS., VICTOR SAW WORKS 
AND SOLD AS A PART OF MAINTENANCE PREVIOUSLY OF SPRINGFIELD 
SUPPLIES. WAS A LOGICAL AND PROFIT: F SPR LD, MASS., NAPIER 


SAW WO N , 
ABLE ITEM FOR THE MILL SUPPLY HOUSE TD Or ety ny or TE MSON SAW CO. ALL OF 
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Oil Mill Show to Be 
Held in Memphis in June 


\nnouncement has been made that 
the Oil Mill Machinery & Power 
show will be sponsored by the Tri- 
States Cottonseed Oil Mill Superin- 
tendents’ Association, June 6, 7, 8 in 
Memphis. Two large exhibit halls at 
the Memphis auditorium will house 
the exposition, which will be attended 
by machinery men all over the coun- 
try. Those who have made reserva- 
tions for exhibit are: Riech- 
man-Crosby Co., Memphis, who will 
have the largest single exhibit of 18 
spaces to display their manufacturers’ 
products; Lewis Supply Co., Mem- 
phis, will have 16° spaces; 
Pidgeon-Thomas Iron Co., Memphis, 
8 spaces; Hays Supply Co., 5; J. E. 
Dilworth Co., Memphis, 6. 

Richard Alcott, Riechman-Crosby 
Co., is exhibit chairman. 


spaces 


1 
who 


Edgerly Elected by 
Construction Distributors 


D. M. Edgerly, vice-president, In- 
terstate Machinery and Supply Co., 
Omaha, Neb., reelected a direc- 
tor by the Associated Equipment Dis- 
tributors at its Chicago meeting, Jan- 
uary 26 and 27. 


Was 


During the week following this 
meeting E. J. Fehrs, John Pollard, 
George O’Brien and John Gill of 


Interstate joined Mr. Edgerly at the 
Road Show held at the Stock Yards 
Exhibition Building. 


Disston Employes’ Club 
Holds 4th Annual Dinner 


Three hundred and _ forty-eight 
employes, wives and family members 
ittended the fourth annual dinner of 


the Disston Emploves’ Social Club in 


Philadelphia January 11. Observance 
f the centennial 
was the feature of 


celebration 
the evening. Em- 
century plant to 


firm's 


ployes presented a 

the company 
Speakers f the 

Charles R 


; - 114 
the Philadelphia 


evening 
Grakelow, president of 

Poor Richard Club, 
Smith, mayor of 

. where the club last 
yuting. 

\n interesting feature of the dinner 


were 


nd Courtwright 


vear held its annual 
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These Pulver employees and officials worked hard looking after the wants of their quests at 


the firm's I5th birthday party. 


Standing, left to right, Joe Berg, purchasing agent, J. 


Cherbo, W. Schram, C. DeVol, H. Mayer, C. Bergner, Harry Pulver, treasurer, A. Johnson, 
Fred Pulver, president, W. Gross, E, Sukacz, W. Maresk. Front row, W. Papke, C. Kolconay, 
S. Berg, Madelyn Lawrence, Johanna Landauer, V. Schetter 


was the table made up of the Thomas 
Woodfield family. Mr. Woodfield, the 
65-year-old superintendent of the box 
shops, brought his mother, 100 years 
old; his sister, aged 71; his wife, 50, 
his niece, 40, and her daughter, 16. 
The combined age of the group of six 
totalled 342 years. (The group may 
be seen in the photo on this page, at 
the table in the left foreground. ) 


Death Takes Edgar Stilley 


Edgar Stilley, sales department, 
Link-Belt Co., Atlanta, was killed on 
January 13 in an auto crash. Mr. 
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Stilley entered the company’s employ 
in Philadelphia in 1905. He was par- 
ticularly well acquainted among can- 
ners, and throughout the Atlantic 
coast line states from Philadelphia to 
the tip of Florida—territory that he 
had over a period of years served, with 
headquarters in either Philadelphia, 
Baltimore or Atlanta. 

In the capacity of Link-Belt foreign 
representative, he had also made trips 
to Europe, Africa, South America and 
the Far East, then being attached to 
the company’s executive offices in 
Chicago. Later he became a part of 
the New York office sales organiza- 
tion. 




















DON'T FORGET TO 


‘LINE UP 
with HEWITT 
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R. A. Wilcox and Horace Fuller (Boston Woven Hose) held forth R. A. Brown (Black & Decker) captures the interest of a group of 
in the W. J. Holliday section at the Indianapolis, p. a. show visitors at the Indianapolis show. (See story, Page 26) 


Kinsey Moves 
Indianapolis Branch 


The Indianapolis branch of The 
E. A. Kinsey Co., Cincinnati, has been 
moved from 235 So. Meridian St., to 
725 No. Capitol Ave. The new 
building has been constructed espe- 
cially to meet Kinsey’s needs. It has 
ibout 1250 sq.ft. of office space at the 
front and 7000 sq.ft. of warehouse 
space. W. P. Burt is manager of the 
Indianapolis branch. Operating from 
this office are three machinery sales- 
men and two mill supply salesmen. 


Giant Samsco Catalog Issued 


Catalog No. 7, a volume of 1138 
pages, is being distributed by the San 
Antonio Machine & Supply Co., San 
Antonio, Texas. 

The ‘book is dedicated to the com- 
pany’s founder, M. Krueger, who died 
in 1927. The dedication is followed 
by twelve pages of pictures taken in 
the company’s offices and warehouses 
in San Antonio, Corpus Christi, Har- 
lingen, Waco and Austin. 

\ large section in the back of the 
book is devoted to oil well supplies, 
some of which are manufactured in 
Samsco’s own shops. High speed 
drill, reamer and cutter prices are 
printed in red. 

This new catalog, one of the largest 
in the United States, was compiled 


> > 


by R. R. Donnelley & Sons Co. 


Specialist With Ulmer 


C, A. Ahlstrom has joined the Theo 
C. Ulmer company in Philadelphia 
to concentrate on the sale of: grind- 
ing wheels and abrasives. Mr. Ahl- 
strom was formerly connected with 


Manning, Maxwell & Moore 
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Crowd gathers at the International Heating agd Ventilating Exposition in Cleveland to 
witness a demonstration of the ‘Model B" portaBle pipe and bolt threading machine, new 
this year in the Beaver Pipe Tools line 





The new "Thor-nado” hammer made its debut over an international telephonic hookup with 
distributors and salesmen of Independent Pneumatic Tool Co. gathering in key cities to 
listen. Here's Neil Hurley, vice-president, surrounded by an interested group as he finishes 
his script at Chicago 
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AND YOU’LL MAKE SALES QUICKER 
("17 Show your customers how Disston Di-Mol Hack Saw Blades will 
A - help them keep up-keep down... and you'll make sales easier. 

Tell them how Disston Di-Mol Blades meet trying feeds and speeds de- 
veloped in machine sawing, need no coddling in the hands of shop men... 

How Disston High Speed Steel Blades are successful in cutting materials 
of extreme toughness. 

Henry Disston & Sons, Inc., Philadelphia. Branches: Boston, Chicago, 
Detroit, Memphis, New Orleans, Seattle, Portland, Ore., San Francisco, Van- 
couver, B.C. Canadian Factory: Toronto. Australian Factory: Sydney, N.S.W. 


SELL Disston Metal Cutting Band Saws for accuracy on the widest range of materials, sizes 


and shapes ever cut on a band saw machine. Made of Disston Steel, in three different styles of 
set: ‘‘S’’ straight tooth; ‘‘R’’ raker tooth; ‘‘G’’ group set. 
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“Our Customers 


Are Standardizing 
on YARWAY Traps’ 





Mr. C. J. Lohrey of 
Eastern Steam Specialty Co., Inc., 
New York City, says: 


“Steam processing plants in my 
territory have found the Yarway 
Trap an efficient performer. Many 
of our customers have told us 
they are standardizing on Yarway 
Traps and whenever more traps are 


/needed — we will get the orders.” 


Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 


Republic Rubber Holds 
Two Zone Meetings 


Following the pattern set in its 
recent Milwaukee meeting, the Dis- 
tributors’ Council, made up of Repub- 
lic Rubber Division distributors, held 
two very successful zone meetings, 
one in Youngstown, Ohio on January 
31 and the second in Memphis, on 


February 7. (See pictures for list 
of those attending. ) 

Matters of mutual interest to dis- 
tributors in the distribution of me- 
chanical rubber goods were discussed 
at both meetings. Similar points are 
being covered at all zone meetings, 
in order that definite conclusions may 
be arrived at on major points at the 
conclusion of territorial gatherings, 








In Youngstown, Republic Rubber officials met with several distributors. Left to right: G. A. 
| Voorhies and W. F. Burr (Youngstown Rubber Products Co., Youngstown), C. W. Lesher and 
| M. C. Meyer (Republic), E. L. Fink (Edgar L. Fink and Co., Detroit), H. P. Schultz 
| (Republic), Harrison Somerville (Thos. Somerville Co., Washington), O. S. Dollison (Repub- 

lic), G. H. Hartman (Raub Supply Co., Lancaster), J. N. Succop (Republic Rubber Co. of 
| Pittsburgh), T. P. Steele (M. |. Wilcox Co., Toledo), C. R. Case (Republic), H. M. 
Pritchard (Root, Neal & Co., Buffalo), J. H. Vandawarker, H. H. Sprinkle, G. L. Smith 
and C. R. Conklen (Republic) 





At Republic Rubber's Memphis meeting were standing: W. A. Link (Tafel Electric & Supply, 

Louisville), F. J. Hofacker (Evansville Supply Co., Evansville), T. H. Voss (Republic), H. L. 

Bauni (O'Neill-McNamara Hardware Co., Vicksburg), H. W. Sanford (Dixie Mill Supply 

Co., New Orleans), J. E. Conaway (Republic), E, C. Efurd and H. H. Allen (Peerless Sup- 
| ply Co., Shreveport) and Herman Sanders (Simmons Hdwe. Co., St. Louis). Seated, left to 
right: W. R. Moore and T. C. Guinee (Reichman-Crosby Co., Memphis), J. K. Dyer 
(Doherty Hardware Co., Baton Rouge), Richard Aloctt and J. A. Reichman (Reichman- 
| Crosby Co., Memphis), H. P. Schults, R. M. Gattshall, J. F. Vogt (Republic) and W. E. 
| De Miller (Patterson Hdwe. & Supply Co., New Orleans) 


Allis-Chalmers Names 


neering Department where he served 
Binder For New Post 


until 1917, at which time he joined 
the 9th Field Artillery of the regular 
H. P. Binder has been appointed army. At the conclusion .of the war 
assistant manager of the Centrifugal he resigned with the rank of Captain, 
Pump Division of the Allis-Chalmers and returned to Allis-Chalmers in 
| Mfg. Company. Mr. Binder,a gradu- 1919, 
ate of the Schoo! of Electrical Engi- In the company’s Centrifugal Pump 
neering of Purdue University, was Division he took up sales-engineering 
selected to enter the Allis-Chalmers work, which required him to visit 
graduate training course in 1911. In various Allis-Chalmers district offices 
1912 he entered the Hydraulic Engi- to assist salesmen on local problems. 
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Cross-Rolling Does... 











teel rolled one 
= way splits more TILLAGE STEEL 
» HL easily. For 60 years, Ingersoll has specialized in produc 
Supply ik ain tn Y steels for the great Farm Implement Companies 
ss Sup- ways resists ‘ America. Today, the discs used on most plows, harro 
cultivators and grain drills, give a service undreamed ofa 


left to splitting. 

years ago. The big reason is... TEM-CROSS Steel...cross-ro 

to give an interlocking, mesh-grain, split-proof structure, ¢ 

Electric Heat-treated to give that tough, springy qua 

Available in all types "5 which insures keen-cutting edges and amazing serv 

and grades, round and That's the kind of steel you get in Ingersoll Shovels. That’s why the edg 

square points, black or won't curl. That's why we cdn guarantee the blade edges won't sp 

polished finishes. All Write for further information. Address our New Castle Plant. Dept. M. S. 


8 INGERSOLL STEEL & DISC DIVISION "°"scw*muvLecsnsnin 


joined d are heat-treated. 
, Plants: New Castle, Ind.; Chicago, Iil.; Kalamazoo, Mich. 
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ems SHOVELS - SPADES - SCOOPS 
“THE BORG-WARNER LINE” 


A Message of Interest 


SELL THE STEEL THAT EVERYBODY KNOWS 


During 1940 your customers, steel fabricators and the public will be reached by U-S-S maga- 
zine advertising totaling close to 130,000,000 impressions. That’s equal to the entire popula- 
tion of the United States. In addition, all the direct mail advertising you need on U-S-S products 
is available on request. You can make this advertising work for you by handling U-S-S Steel 
Products. Write to any of the companies listed for complete details. 





to every steel distributor 





1939 was a profitable year for distributors of U-S-S products. 


1940 should be even better because we are backing up our 
distributors with one of the largest advertising and sales promo- 
tion campaigns in our history. The chief purpose of this increased 
effort is to step up the sales of all U-S-S products and products 
manufactured trom U-S:S Steels. 


Already this campaign has shown great success. More and 
more manufacturers are building with U-S-S Steels and using the 
U-S-S label on their products. You, too, can profit from this pro- 
motional campaign by selling as many as possible of the products 
listed here. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


US'S MILL SUPPLY PRODUCTS INCLUDE: 


MERCHANT BARS GALVANIZED SHEETS 

COLD FINISHED STEEL BARS TIN PLATE 

PLATES STEEL MINE TIES 

STRUCTURAL SHAPES NAILS AND SPIKES 

HOT ROLLED SHEETS WIRE ROPE AND FITTINGS 
COLD ROLLED SHEETS ELECTRICAL WIRES AND CABLES 
COPPER STEEL SHEETS OTHER STEEL PRODUCTS 


UNITED STATES STEEL 











eps Ae 

“RED END 

HACK SAWS 
3 GRADES 


BRIGHT BLADE 


Full High Speed Steel for toughest 
kind of Production Cutting. 


RED BLADE 


Molybdenum Steel Blade. Long 
wearing. Exceptional cutting quality. 


BLACK BLADE 


Regular Tungsten Steel Blade for 
general work. 


The RED END trade-mark is a guarantee of 
quality for each grade of blade. Write for 
booklet ““Hacksaw-ology.”” 


SIMONDS 


SAW AND STEEL COMPANY 
Fitchburg, Massachusetts, U.S.A. 
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only takes a second to check it," says Roy 
G. Rennacker (left), president of the Chi- 
cago Engineer Supply Co., Chicago. Carl 
W. Witt, purchasing agent, agrees thor- 
oughly with that policy 


Pidgeon Heads 
Memphis Chamber 


Phil Pidgeon, president of Pidgeon- 


Thomas Iron Company, has_ been 
elected president of the Memphis 
Chamber of Commerce. He succeeds 
W.-H. Jasspon. His father, the 


late Phil Pidgeon, Sr., was president 
of the Chamber of Commerce about 
1905, and his son just naturally grew 
into the Chamber of Commerce work, 
having been a member since he was 
21 years old. 

Mr. Pidgeon was vice-president in 
charge of the Industrial Division the 
past year. He has served as a di- 
rector and as member of the Con- 
vention Bureau Executive Committee 
and the Inland Waterways Committee. 


N. B. Hess, president and sales manager, 
York Machinery & Supply Co., York, Pa., 
doesn't believe in executives being married 
to a desk. He is shown here with R. H. 
Coleman (right) of The Wapakoneta Mea- 
chine Co. out plugging for business in 
Waynesboro 


MILL SUPPLIES © MARCH, 1940 





“Don't guess about a specification when it | 
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All Greene, Tweed Packings are built 


| for performance far beyond the nor- 
| mal. 
| five brands cover the field better than 
| a line of hundreds of “special” pack- 


That’s why Greene, Tweed’s 


ings. The elimination of inventory 
“dead heads” makes it possible to fill 
orders promptly, from active stock. 
You can give your customers better 
service and at the same time assure 
greater turnover. 





PALMETTO 


for steam, air, hot fluids 
PALCO 
for water 
PELRO 
for solvents, olls 
CUTNO 
for alkalis 


GLASO 
for acids 











GREENE, TWEED & COMPANY 
101 Park Ave. New York, N. Y. 


self-lubricating 
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Meet and 


Beat Competition with 
this New Van Dorn 


ra ‘“ 
PORTABLE 
a 44 

‘“ “ % % 
ELECTRIC 


a 


SAW 





























You can now meet...and beat... portable 
electric saw competition in your territory 


—with this brand-new Van Dorn No.95 Portable dle. Automatic safety guards completely enclose 
Electric Saw! Read these features! ... Sells for blade regardless of adjustments for depth of cut 
$40 less than the Van Dorn Saw which it re- or angle cutting. Ruggedly built with powerful 
places; is 7% lbs. lighter, 8%4’’ shorter in length universal motor and trouble-free worm drive. 
than the former model. Has a 3%’ depth of cut Carpenters, builders,contractors and woodworking 
for extra deep cutting! New features include: _ plants are “natural” prospects—and this new Van 
Fast and easy depth of cut adjustment, quick Dorn Portable Electric Saw makes a grand dem- 
angle adjustment from vertical to 45° for accurate onstration! Get busy now. Van Dorn Electric Tools 
bevel cutting, detachable fence for ripping, “Saw (Division of Black & Decker Mfg. Co.) 717 Joppa 
Grip” switch handle and convenient front han- Road, Towson, Maryland. 


PORTABLE 





THE “RED- HEADED” PORTABLE ELECTRIC TOOLS 
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ws Advertising 
Builds Acceptance 


FOR LYON’S 
Complete SHOP EQUIPMENT LINE 


Easy to Sell Because 
Profitable to Use 


LYON 


Steel Work Benches 
Steel Bench Legs 
Portable Tool Stands 
Tool Toters 
Tool Cabinets 
Stock Handling Carts 
Shop Desks 
Tool Trays 
Steel Bar Racks 
Small Parts Cases 
...and scores of other items of 
time-proved value in speeding 
up production, improving work- 


manship and reducing upkeep 
expense. 








LYON 


SHOP EQUIPMENT 


ad + 
eS ie 





ee 4 


Chae 


@ With general industrial activity maintain- 
ing a confidence-creating tempo (many plants 
are now running 24 hours a day) there’s an active 
demand for top quality Shop Equipment to meet 
urgent replacement and modernization needs. 

That means profitable sales for suppliers fea- 
turing Lyon Shop Equipment. There’s hardly a 
plant in the country that hasn’t practical and 
immediate use for one or more of the industry- 
proved items in this complete line. 

And remember—no pioneering work is neces- 
sary in selling Lyon Shop Equipment. Lyon prod- 
ucts and Lyon quality have been known through- 
out industry for forty years. They are “tops”’ in 
their field! They are priced right! Widespread 
and aggressive advertising in leading business 
papers, and effectively timed direct-by-mail pro- 
motion, maintains user familiarity with...and 
acceptance of... these quality, time, money and 
space savers. If you haven't already investigated 
Lyon’s money-making proposition for mill supply 
distributors, write today. 


LYON METAL PRODUCTS, INCORPORATED 
5303 River Street, Aurora, lilinois 


Service 


LYON METAL PRODUCTS, INCORPORATED, 
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NEW LINES 
taken on by 


Distributors 


Cuas. H. Harpen & Co., Seartte, 
Wasu., has been appointed North- 
west distributor for safety equip- 
ment manufactured by the E. D, 
Bullard Co., San Francisco. 


THe Cuarctes C. Lewis Co., Sprinc- 
FIELD, MAss., now handles the com- 
plete line of the Barber Asphalt 
Corp. 


BeELLAMY-Rosikz, INc., CAMBRIDGE, 
Mass., has taken on the distribution 
of Automatic trucks in the New 
England territory. 


MARSHALL-NEWELL Suppty Co., San 
FrANciIsco, has been appointed 
distributor in Northern California 
by A. P. de Sarmo & Son, Ine. 
This company is also handling 
“Pabco” industrial paints, manufac- 
tured by The Paraffine Co. 


Wititiams & Witson, Ltp., Toronto, 
has been appointed distributor for 
Fiske Bros. Refining Co. in Toronto, 
Montreal and Quebec. 


Rettty Bros. & Raus, LANCASTER, 
Pa., has taken on the line of steel 
shop equipment, lockers and shelving 
manufactured by Lyon Metal Prod- 
ucts Inc. 

Frey INDUSTRIAL SuppLty Co., Los 

ANGELES, and the SCALLAN SUPPLY 

Co., CINCINNATI, now handle the 

Graton and Knight line of leather 

belting. 


Freck Bros., Ltp., VANCOUVER, 
distributors for Fiske Bros. Refining 
Co. in that district. 


are 


Alamo Opens San Angelo 


| Branch 
The Alamo Iron Works, San An- 
tonio, Texas, opened a branch at 


San Angelo, Texas, on March 1. [hi 
new building, of fireproof construc- 
tion, has about 15,000 sq. ft. of floor 
space. A general line of industrial 
supplies and heavy hardware will be 
carried in stock. 

T. W. Allee, who has travelled for 
Alamo for some twenty years, is man- 
ager of the new branch. F. T. 
Leary, with the organization for fi- 
teen years, is his assistant. 
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all grinding jobs - - 


LINE OF DEFENSE 


A grinding wheel for every grinding purpose .. ."To Protect Your Production”. . . on 


is a MACKLIN Wheel ready to grind your problems away. 





PART OF MACKLIN’S UunFAILING 


No matter what type of grinding wheel you require there 


This second line of defense backs up stock carried by the following distributors: 


ALABAMA 
Jefferson Brick Supply Co 
Birmingham 


CALIFORNIA 
Miller & Stern Supply Co. 
San Francisco 
Union Hdwe. & Metal Co 
Los Angeles 


COLORADO 
Johnson Supply Co. 


Denver 


CONNECTICUT 
L. L. Ensworth & Son, Inc. 
Hartford 
F. Hallock Co. 
Derby 
Lindquist Hdwe. Co 
Bridgeport 


DISTRICT OF COLUMBIA 
Noland Co 
Washington 
FLORIDA 

J. G. Christopher Co. 
acksonville 
GEORGIA 

Granite City Tool Co. 

(Stone Industry) 
Elberton 


Pye Parker Supply Co. 
Atlanta 


ILLINOIS MASSACHUSETTS 
Charles Products Co. G. R. Armstrong Mfrs. Supplies 
ecatur Boston 
C. E. Paulson & Co 
Rockford MICHIGAN 
Clifford Peterson Tool Co Bard Steel & Mill Supply Co. 
icago Kalamazoo 


A. L. Holcomb Co. 
Grand Rapids 
Kendall Hdwe.-Mill Supply Co 
Battle Creek 
Lakeshore Machinery & Supply Co 


INDIANA 
G. E. Meyer & Son 
South Bend 
Plumbers Supply Co 
Svansville 


cad Muskegon 
Tools & ; Supplies, Inx Utility & Industrial Supply Co 
Indianapolis Jackson 


Watzek Sales & Saw Service 
Bloomington 


MINNESOTA 


7 Granite City Tool Co. 
IOWA . ’ (Stone Industry) 
Iowa Machinery & Supply Co. St. Cloud 
Des Moines 


KENTUCKY 
Dehler Bros. Co. 


Minneapolis 
Smith-Sharpe Co. 


Louisville Minneapolis 
LOUISIANA MISSOURI 
Dixie Mill Supply Co. Manufacturers Sales Co. 
New Orleans St. Louis 
Hollis & Co. Machinery & Supplies Co. 
Shreveport ansas City 
MARYLAND NEW HAMPSHIRE 


Cohen Machinery Co. 
Manchester 


James Walker Co. 


Baitimore 


Northern Machinery & Supply Co 


NEW YORK TENNESSEE 


M. E. Avery Co. 


Watertown noxville 
Baldwin-Hall Co. Nashville Machine & Su 
Syracuse ashville 

Pidgeon-Thomas Iron 
Haverstick & Co. femphis 


Rochester 
H. D. Taylor Co 


chattanooga 


Knoxville Belting & Supply Co 


pply Co. 


Co. 


Rogers Bailey Supply Co. 


Buffalo TEXAS 
Granite City Tool Co. 
OHIO (Stone Industry) 
Erie Tool & Supply Co. Llano 
Toledo Oliver Van Horn Co. 


Fort Worth 
Oliver Van Horn 
Houston 


UTAH 


W. T Johnston Co 
Cincinnati 


Ross Willoughby Co. 


Columbus 


Co. 


Mine & Smelter Supply Co. 


Ross Willoughby Co 
Springfield 

Tool & Supply Co 
Cleveland 

OKLAHOMA 

Consolidated Mine Supply Co 


Salt Lake City 
VERMONT 
Granite City Tool 
(Stone Industry 


W hite 


Barre 
VIRGINIA 


Co. 
) 


Industrial Supply Corp. 


Picher Richmond 
. Noland Co. 
OREGON Norfolk 
R. Hoe & Co., Inc. ‘ WEST VIRGINIA 
Portland McJunkin Supply Co. 
charleston 
PENNSYLVANIA WASHINGTON 
R. Hoe & Co., Inc. 


Alden Supply Co. rate 


Philadelphia WISCONSIN 
United Hdwe. & Supply Co. Rundle-Spence Mfg. 
Erie Milwaukee 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS—JACKSON, MICHIGAN, U. 
Distributors in all principal cities 


Sales Offices :—Chicago - New York - Detroit - Pittsburgh - Cleveland - 
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Co. 


Cincinnati - Milwaukee - Philadelphia 
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Leads the Profit Parade 


WITH A COMPLETE, FIELD-PROVEN LINE OF 


| PUMPS & WATER SYSTEMS 
(HOQOUODOUOUUOUUUUQUOUUUOUUUULUQUUUNOQOQGOOQQQ0Q000000000000OROEOOOOLEUUUUU TT 













You'll sell more, earn more . . . when 
you climb on the Westco bandwagon 

because Westco offers you a 
complete line . . . with every model 
backed by over 135,000 actual instal- 
lations. You get established equip- 
ment... built by “the originators of 
turbine-type pumps". You get pat- 
ented, exclusive features that put 
Westco years ahead of competition! 
And you get a ful/ profit on every 
sale!! It'll pay you to investigate 
today!! 


@ Only one moving part 
. operates without 
metal-to-metal contact. 


@ Patented all - bronze, 
renewable liners. 


@ No belts. No gears. 
No pounding or ham- 
mering. 


right) are quiet, dependable easy to install. 


Literature upon request. 


Built especially for 
liquid transfer work, 
circulation jobs and 
boiler feed service, 
W estco Industrial 
Pumps feature wide 
operating range, 
simplicity in design. 
Westco Cellar Drain- 
ers (left) handle 
10% to 50% more 
water... are 
equipped with pre- 
cision machined, 
bronze pumps. 


MICRO-WESTCO, INC. 


27003 Stete St. . - se eevee Bettendorf, lowa 


SM 
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| with the assistance of one helper, put 
up their shingle in a small store on 


Westco Turbine-Type Pumps for shallow wells (above 
ties to 3000 G.P.H. Westco Deep Well Jet Pumps | doors at 2 p.m. Three boulevard cafes 
(top left) can be installed away from the well, require 
no lubrication, have no working parts below ground! 














Don Brisbin, vice-president, Columbus-Mc- 
Kinnon Chair Corp., has just been reelected 
president of the Motor & Equipment Manu- 
facturers Association. We use this picture 
so that Don will be sure to remember just 
how he felt when he "ran a late" for the 
tender at Bermuda and had to be hoisted 
aboard in the skipper's gig 





Pulver Celebrates Birthday 
With Large Customers’ Party 


Between 2500 and 3000 customers . 
and guests crowded the grand ball- 
room of the Midwest Athletic Club, 
Chicago, on the afternoon and evening 
of February 10 to wish the Pulver 
Machinist’s Supply Co. “Happy Birth- 
day.” For just 15 years ago, Fred 
Pulver, Harry Pulver and Joe Berg, 


West Lake Street. Today they hold 
forth in spacious quarters at 27-29 N. 
Jefferson Street with a staff of 35. 
Pulver customers and their wives 
from metropolitan Chicago opened the 


brought memories of Gay Paree, and 
“Accordion Ann” was present to sing 
and entertain. There was a 40-ft. bar 
and food galore for those who would 
eat. 

Dancing was enjoyed all evening to 
the strains of a popular orchestra 
whose leader became master of cere- 
monies of two floor shows. 





| Joe Bell (Bell & Thorne Machine Works) 


goes down for a low note as “Accordian 
Ann" gets a few of the early comers 
warmed up 








eas in a Tod! 


American Cable 
TRU-LAY Preformed Wire Rope 


> Uniform in Quality—is a universally acknowledged char- 
Safes acteristic of American Cable’s Wire Ropes. 


Uniform in Service. Being uniform in quality American Cable’s Ropes 
are naturally uniform in service. When American Cable introduced 
TRU-LAY Preformed, in 1924, we gave all industry a rope that far out- 
lasted ordinary non-preformed, our own make included. Here, too, in 
increased service, is seen uniformity, for when one TRU-LAY Pre- 
formed Rope does a job unusually well, the second or twenty-second 
TRU-LAY Rope will do equally well. 


Uniform in Safety. TRU-LAY Preformed is a safer rope. Its crown 
wires lie flat and in place so that there is less danger of their wickering 
out and jabbing workmen’s hands, which often causes blood-poisoning. 
TRU-LAY handles easier and faster, resists kinking and whipping, 
spools on drums better and rotates less in sheave grooves. TRU-LAY 
requires no seizing when cut and will not fly apart when broken. 
Specify American Cable’s TRU-LAY Preformed for your next line. 


SELL ACCO QUALITY—whether in American Cable Division’s Ropes— 
American Chains (Weed Tire Chains and Welded or Weldless Chains)— 
Campbell Abrasive Cutting Machines—Page Wire Fence—Page Welding 
Wire—Reading-Pratt & Cady Valves—Wright Hoists ar any other of the 137 
ACCO Quality Products. 


AMERICAN CABLE DIVISION 


WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Francisco 





In Business for Your Safety 
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Well Show You the 
=I oad to oer 








a, 


Bronze and Iron 


Valves 


When you sell the Fairbanks line you have the advantage of offering 
valves for which there is a ready-made demand. Not only are thousands 
of users repeatedly buying more Fairbanks Valves, but the powerful, 
convincing advertising we 









We feel 


assertion 


this 
yet 


safe in making 





because we have 


to learn of a distributor who 
did not make more money when 


he switched to Fairbanks Valves. 


have been running for years is continually 
creating new buyers. 

But even if you occasionally find a man who is not thoroughly “sold,” 
it is easy to convince him that “Fairbanks” are the most dependable and 
Just let him compare a Fairbanks Valve with others, 
will sell itself. 

What’s more, we give Fairbanks distributors the assistance of our 
salesmen in creating a demand. 


economical make. 
part for part, and the “Fairbanks” 


And our selective distribution policy gives you the advantage of 
protected territory. 


Get the facts about the unusual Fairbanks franchise today. 


THE FAIRBANKS COMPANY 
19 EAST 4th St. NEW YORK, N. Y. 


Boston, Pittsburgh — Distributors in Principal Cities 
Factories: Binghamton, N. Y., Rome, Ga. 








Fig. U-Ol Fig. 0201 Fig. 0304 Fig. 0417 
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Houston Belting & Supply Corp, 
Organized by J. O. Long 


The Houston Belting & 
Corporation, a new distributing house 
with headquarters at 1115 Austin 
Street, Houston, Texas, has been re- 
cently organized by J. O. Long, 


Supply 


of 


J. O. Long 


Dallas, who for the past 31 years has 
covered the Central Texas territory. 
Associated with Mr. Long are J. T. 
Jenkins and D. Y. Wilson, both of 
Houston, who have had many years 
experience in the belting and supply 
business. 


As distributor in the Houston ter- 


ritory for The Manhattan Rubber 
Mig. Division of Raybestos-Manhat- 
tan, Inc., a complete stock of belting, 
hose and other mechanical rubber 
goods will be carried. The company 
will also carry a complete line of 
power transmission equipment and 


will manufacture and market a line of 
packing. 











Al Messenger, Silliter-Holden, 
Hartford, Conn., is shown in the company’s 
new office with Barbara Keaton, 


Mattson and Priscilla Pike 


secretary, 


Margaret 
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THE POINT OF PROFIT 


TWIST DRILL AND 
MOR MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST. = - = - CHICAGO STORE: 570 WEST RANDOLPH ST. 


rgaret 
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“On Job 35 Years and Still In Action,” 
Says Chilton Paint Company About 
Their YALE CHAIN HOIST 


To Yale Distributors and Salesmen: 


This is No. 1 in a series of Yale Chain 
Hoist fact stories appearing in a large 
group of leading trade publications to 
help you sell. Follow this series. Each 
ad is full of testified sales arguments. 


35 years on the job—and still go- 
ing strong! That's something of 
a record—a testified record. 


Says Chilton, “Day in and day 
out for 35 years this hoist has 
been lifting ton vats of paint. 
We've probably saved enough 
in that time to buy ten others 
like it.” 


Which certainly ought to be an 
incentive to look into Yale 
hoists. Particularly when they 
can bring you exactly the same 
sort of service. Contact your 
local Yale distributor. He has 
the facts at his fingertips. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


n Hoists 


IN CANADA: ST. CATHARINES, ONT. 


Electric Hoists, Electri 


| and 
died in 1935. 


Wallace 
| president and manager, “it is inter- 
| esting to note that the fundamentals 
| haven’t changed at 
| has shown changes and modernization 
| but the principles of success and sane 
| business are the same as they were 
| fifty years ago.” 


civic 


| 


| sylvania and West 


| Corp., Wheeling, W. Va., 


Campbell Hardware 
Fifty Years Old 


Fifty years ago, John Campbell es- 
tablished himself in business virtually 
on the ashes of the great Seattle fire. 
Twenty-five per cent of his 
went to pay the first month’s 
very small quarters. 

Successively he specialized in equip- 
ment for the miners going North for 
the Alaska gold rush, logging equip- 
ment and industrial supplies. That he 
built soundly is evidenced by the im- 
posing building now occupied by the 
Campbell Hardware and Supply Co. 
and managed by his sons, Wallace 


ipital 


rent on 








John, 


Jr. 


John Campbell, Sr., 


“Looking back over the years,” 
Campbell, 


says 


executive vice- 


all. Each 


year 


John Campbell, Jr., is 


secretary 


| treasurer of the company and activ 
| sales promotion. 


Wallace, in a 
to his company duties, is acti 
affairs. Last month he 
elected a vice-president 
Chamber of Commerce. 


Ebbert Promoted 


\rthur Ebbert, sales manager, Penn 


Virginia 


vice-president of the 
February 10. 


company 


was elected 





of the Seattle 


Supply 


| 
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This gentleman's wife made Charlie Cham- 
berlain, Jenkins Bros., promise to send her Th (| 
a print of this picture, taken on the Ber- ’ 
muda cruise. Charlie's in a fix because 
he can't recognize the sleeping countenance. 2 
He offers a slight reward : a a — wg 

>/ bd SS —— 
apeeeneme amnmeeneneaie PuoTo rarts > = 
~ > & 

Congdon & Carpenter jm INDUSTRIES * 
Catalog Unique saving Wee 


YALE 
Celebrating its one hundred and 

fiftieth anniversary, The Congdon & “Our Cable King Reduces Operating 

Carpenter Co., Providence, R. L., has Time Over 90%," says the Chilton 

just issued a unique steel stock list Paint Co. 

and industrial supply catalog com- 

bined with a beautifully written and 

illustrated history of this interesting | To Tete DissRutes and Scloenem 

company from 1790 to 1940. This is No. 2 in a series of Yale Chain 
The spiral bound book, 54-in. by Hoist fact stories appearing in a large 

7 group of leading trade publications to 
help you sell. Follow this series. Each 
ad is full of testified sales arguments. 


9-in., is die cut to provide a quick 
index to sections on various steel 
classifications, metal working tools, 
drills, taps, dies, reamers, files, abra- 
sives, chain, wire rope, contractors’ | 90% saving in time is almost un- 
supplies, nuts, bolts, rivets and weld- believable—but the records 
my supplies. | give the facts! 


The condensed catalog was com- 

i piled for Congdon & Carpenter by Chilton testifies, “Before we got 
= mR. Donueticy & Sone Co, the Cable King, it took one man 

inter- — five minutes to perform this job. 
nentals Now he does it in 30 seconds. 
Bea ’ And aside from the money 
d sane ALS saved, the operator never 
; were 2 ~& turned out so much work with 
so little effort in the 32 years 


he’s been with us.” 


Testified facts like this certainly 
merit your investigation of the 
Cable King. Contact your local 
Yale distributor. He'll tell you 
how you can save in exactly the 
same way. 










LEATHER 


Mr. and Mrs. Irving Lemaux, Jr., Indianapo- 
lis Brush & Broom Co., were interested | THE YALE & TOWNE MFG. CO. 


visitors at the Indianapolis Purchasing east wane 
' PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
Agents’ show 


IN CANADA: ST. CATHARINES, ONT. 












62 





ABRASIVE &@ 


COOL 
As A Green Oasis 


ie a 


In A Desert of BURKING SAND 


Ao 


NEW 1» Ler Freak : 


INSULATED GRINDING DISC 


YOU’VE HEARD your customers cuss as ordi- 
nary grinding discs soften and fill and glaze in the 
blistering, burning heat of hard work ... you know 
that, more than anything else, friction-generated 
HEAT wastes the money they spend for discs. 

THAT’S WHY you'll get a welcome with this 
new AP Disc —“Silver-Streak” Insulated. When 
friction shoots the temperature up to 1200 — 1500 — 
1700 degrees — roasting heat at which ordinary discs 
would be “all through,” “Silver-Streak” still spins 
cool, crisp and clean; tearing into the work! 

TAKE A SPECIAL Aluminum Oxide grit, capable 
of at least 25% more work. Bind it with an exclu- 
sive compound that high temperature won’t faze — 
and you’ve got “Silver-Streak” — another plus for 
distributors who handle the AP line! Follow up the 
dominant AP advertising that’s telling your cus- 
tomers about “Silver-Streak” Insulated and make 
your disc business more profitable than ever! 
Write for full details. Abrasive Products, Inc., 
South Braintree, Massachusetts. 


SOUTH BRAINTREE “Gling 
JEWELOX « JEWEL EMERY + JEWEL GARNET = nice 


MASSACHUSETTS 
JEWELITE «+ JEWEL FLINT « 








PRODUCTS 


NEW PROCESS 
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A. D. "Swede" Carlson (K. O. Lee & Son) 
and B. O. Schmaling (Factory Supplies Co., 
Rockford, Ill.) are deeply engrossed in that 
new grinder perched in the back of the de- 
livery truck. Further inside the car is a new 
electric welder 








Bigelow, Yale & Towne 
Sales Manager, Dies 


W. C. Bigelow, who was associated 
with The Yale & Towne Manufactur- 
ing Co. for nearly half a century, 
died January 21 in the Roosevelt 
Hospital, Larchmont, N. Y. He was 
75 years of age. 

Mr. Bigelow was born in New 
Britain, Conn., June 4, 1864. In 1892 


he joined Yale & Towne as a sales- 
man in the cabinet lock department. 
In 1913 he was appointed sales man- 
ager of the specialties department of 
the Stamford Division of the com- 
pany, which position he held to the 
time of his death. 


E. L. Hertenstein, field engineer for the 
Lunkenheimer Co., explaining features of a 
valve before 75 members of the National 
Association of Practical Refrigerating Engi- 
neers at their February Meeting in Mem- 
phis. The program was sponsored by the 
Lunkenheimer Co. and Reichman-Crosby, its 
distributor 




























—_ nl 








Son} 
; Co., 
| that 
e de. 


) new 


lated 
ctur- 
tury, 
evelt 


Was 








A type for every 


regular operation on 
lathe, planer, 





4. 4. WILLIAMS 


& CO. 


shaper, etc. 








@ Machine output, in the final analy- 
sis, depends upon the performance 
of the cutting tool. Williams’ Tool 
Holders are so designed and con- 
structed as to contribute speed, effi- 
ciency and greater profit to every 
regular operation on Lathe, Planer, 
Shaper, ete. Their construction as- 
sures a solid cutter seat and a chatter- 
proof, clean-cutting tool. 


Williams’ Improved Line provides 
Holders for turning, boring, thread- 
ing, knurling, cutting-off, facing and 
side work, and includes Carbide 
Turning Holders for square and flat 
cutters, and Spring ,Cutting-off Hold- 
ers. Get the facts on the Williams 
line. 








HEADQUARTERS FOR 225 LAFAYETTE ST., NEW YORK 
“C” CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 
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Four Best Sellers of 1940 


% Best sellers of industrial supplies because they reflect 
the craftsmanship of skilled compiling and good printing. 
% Best sellers because of the built-in quality which wins 
acceptance as the dependable source of accurate informa- 
tion in uniform and quickly usable form. y& In the words 
of one of these four distributors: 

“It would have been impossible for this book to have been 

compiled and printed without the facilities of your organiza- 

tion.” 
% You can protect your own catalog investment by insist- 
ing on the same standard of skillful compiling, careful check- 
ing and fine printing. For complete information, without 
obligation 


Write: Catalog Compiling De partment 


R. R. DONNELLEY SONS CO. 


350 EAST TWENTY-SECOND STREET CHICAGO, ILLINOIS 


& 
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Manufacturers Win Awards 
In Packaging Competition 


Among those manufacturers re- 
ceiving awards in this year’s “All 
America Package Competition,” spon- 
sored by Modern Packaging, are the 
Nicholson File Co., Providence, R. I., . 
and Fayette R. Plumb, Inc., Philadel- 
phia. The Nicholson Co. won out in 
the plastic containers group, while the 
Plumb citation was in the floor dis- 
play group. The prize-winning 
packages and display are seen in the 
photos below. 














Harvey Merchandising 
Department Head 


J. T. Harvey has been appointed 
manager of a new department to han- 
dle all merchandising activities by the 
Superior-Sterling Co., Bluefield, W. 
Va. He will have John Light as his 
assistant. 


Carruthers Named by Republic 


J. G. Carruthers, formerly with the 
Bethlehem Steel Co. as assistant mana- 
ger of western sales, has been 
pointed sales manager of the tin plate 
division of the Republic Steel Corp. 
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... AT A FRACTION 
OF CUSTOMARY PRICES 


Here is another "sure fire” hit for Delta dis- 
tributors. 

A powerful, accurate Abrasive Cut-Off Ma- 
chine designed by Delta and bu'lt according to 
best engineering practice—now available for less 
than half the usual price of machines of this type! 
That's news—good news! It can be used every- 
where, in large shops or small, where material of 
any kind has to be cut to accurate length on a 
production basis. 


Cuts Practically Any Material 


This new Delta unit has an unusually wide 
range of applications. It will cut speedily and 
accurately to exact lengths such materials as 
steel, brass, copper, cast iron, monel metal, bake- 
lite and all plastic materials, pipe, wire rope, 
stellite, tool steel, manganese steel, fibrous ma- 
terial such as brake linings,—tile, brick, carbon, 
porcelain, slate, hard rubber, concrete coping 
and sand cores. On metal it leaves the 
cut with a polished surface, thus elimi- 
nating many burring and finishing opera- 
tions. By switching to a saw blade—this 
unit can also be used for wood-cutting. 


Tie In With National Promotion 


This remarkable new unit will be featured in 
full page and double-page advertisements this 
month in leading trade publications that blanket 


every type of industry. The response to the - 


advance announcements have been extraordi- 
nary! Every indication points to the fact that 
Delta has scored another success. Be first in 
your locality to cash in on the big market that 
awaits this tooll Get going NOW! 
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$6 5° 


Model 1600 com- 
plete without teqs, 
motor, belts, motor 
pulley or abrasive 
wheel. 


DELTA Mfg. Co. 


628 E. VIENNA AVE., MILWAUKEE, WIS. 


“SPECIFICATIONS?” 


EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS 





This is the only Buying Guide published 
exclusively for industrial distributors — and 
has several unique features of unusual 
value to supply men. 


Ist —It is built to specification for the 
DISTRIBUTOR and for nobody else. 


2nd — It lists only machinery, tool, sup- 
ply and equipment items which industry 
buys from distributors — consequently, 
MILL SUPPLIES Buying Guide is not 
bulky and cumbersome but of convenient, 
easy-to-handle size —can be kept in top 
desk drawer. 


3rd — Every attempt is made to list only 
those manufacturers who have an estab- 
lished discount policy favoring distributors. 


4th —Over six hundred advertisements 
provide product information, which in 
many cases eliminates the necessity of dig- 
ging into general catalog files. 


5th — The trade name index enables you 
to locate manufacturers of branded prod- 
ucts. 


TIP! Keep your new issue of MILL 
SUPPLIES’ BUYERS’ REFERENCE DI- 
RECTORY within arm’s reach all through 
1940. Use it as your first buying reference. 
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First President Southern 
Association Dead 


C. Bissil Jenkins, president of 
Cameron & Barkley Co., Charleston, 


Ss. C., until his” retirement about | 
twelve years ago and first president | 


of the Southern Supply & Machinery 
Distributors’ Association, died in 
Charleston, January 21. 


Mr. Jenkins joined Cameron & | 


Barkley when he was 19 years old 
and was made general manager after 
four years. Two years later, he be- 
came vice-president and on the death 
of Rufus C. Barkley, became presi- 
dent, an office which he held for 29 
years. 

Mr. Jenkins, together with Levin 
Jones, George A. Smith, J. G. Chris- 
topher, J. A. Riechman, A. D. Scho 
field, Peter E. Blow, R. Libby and 
S. Milnor Price, founded the South- 
ern Supply & Machinery Distribu- 
tors’ Association in Charleston in 
April, 1902. Its first meeting was 
held at the Gayoso Hotel, Memphis, 
November 12, 1902, with Mr. Jen- 
kins presiding. 





Good housekeeping speeds order filling at 
the Kansas City Rubber & Belting Co., Kan- 
sas City, Mo. Racks for flat belt (above) 
and well labeled bins for packing and tub- 
ing (below) take care of large stocks in 


small space 


































LINK-BELT 


SUPER SALEM 


*READ THESE REASONS WHy! 


Seven Super Salem “Service-Spelling’’ Statements 








| [s pot-welded to body after being folded over, top edge is integral 
— part of metal body... no parts to become loose. 





: E ixtension of reinforcement around two front corners of bucket creates 
a more strength, resulting in longer life. 






‘ g leinforcing lip stiffens bucket against distortion and offers additional 
+ resistance to wear. 






; V ery smooth flat surface is afforded for attachment to chain or belt 
‘ because of spot-welded reinforced back. 






: t injury to belt is eliminated, and free flow of material is assured 
m1 because there are no protruding rivets. 






i Cc llose folds and perfect shaping for true operation on belt or chain 
eno are results of modern die equipment. 






i E lconomical too, considering first cost, length of, service, and capacity 
7 in operation. 





@ The Super Salem Steel Elevator Bucket offers many opportunities 
for business, not only from new customers but for replacements. It 
| will pay you to get complete information and be in position to supply 
| the demand for this popular bucket. Folder No. 1805 gives all the 
details. Send for it. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia Atlanta San Francisco Toronto 
Offices in principal cities \ 8023 
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Let This Line of 
LIFETIME PRODUCTION AIDS 
Earn Profits for You Too 


Watt ie ae 


STEEL SHOP EQUIPMENT 


“HALLOWELL” STEEL BENCHES “HALLOWELL” STEEL STOOLS 





Fig. 1334 
Pat. Applied For 








Pat'd. and Pat's. Pend's. 
Fig. 732 *% 


Pat. 
Drawer is extra — 


Fig. 1249 

The exceptional and lection rigidity < 
Buy re « i these all welded stools makes repeat sale 
edventages + only be eliowell” a certainty. “Hallowell” Stools are anes 
Benches. The fact that you can supply in a complete selection of styles — Ss 
them with a bench that will exactly fill more than satisfy your most discrimina 
their need right from stock is usually a ing customers. 
deciding factor. “Hallowell” Benches ™ 
have smooth steel tops—rigid flanged legs “HALLOWELL 


—ample shelf space and  pilfer-proof STEEL LIFT TRUCK PLATFORMS 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 





These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 





“HALLOWELL"” 
STEEL SHAFT 
Fig. 754. Pat. Applied For COLLARS 
Unbreakability 
If you want to supply your prospects 


and machine 
finish combined 
with low price 
give these collars 


with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 









won't chip or splinter... all parts will a world-wide 
stay rigid . . . wheels and hubs are made Fig. 1432 popularity. 
for easy rolling, and they’re supplied in 
wide variety. 
sega — SARK 
” . a = PyponeE&e 
HALLOWELL' Sor ioe 

STEEL of 

TOOL STANDS 
"PIONEER" 
Fig. 705 


STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger 

and the only 
hanger with inte- 
gral feet. Mil- 
lions in use the 


Moves” easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes. 











world over. Fig. 300 
Write for 
LITERATURE STANDARD PRESSED STEEL Co. 
2 BRANCHES JE TOWN, P BRANCHES 
DEALERS — NKINTOWN, PENNA. a 
PROPOSITION + DETROIT ST. Louis 
INDIANAPOLIS Box 519 SAN FRANCISCO 
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The Dallman Supply Co., with headquarters 
in Sacramento, Calif., recently established 
a branch in San Francisco, taking over Mer- 
rill-Hubbard & Co., its good will and stock 
of valves, pipe and fittings for indust-ial 
use. This is Fred Schneider, manager, who 
was formerly purchasing agent for Merrill- 
Hubbard. They have six salesmen 


National Screw Names 
Four New Directors 


Approximately 50 stockholders at- 
tended the annual meeting of the 
National Screw & Manufacturing Co., 
Cleveland, when four new directors 
were elected to the board. 

The new directors are C. I. Ochs, 
president of Eaton Manufacturing 
Co.; Charles M. Lemperly, advertis- 
ing manager of Sherwin-Williams 
Co.; T. R. Goodridge and Dr. A. W. 
Lueke. Herbert P. Ladds was _ re- 
elected president ; Charles F. New- 
pher, vice-president in charge of sales, 
and E. E. Griese, secretary-treasurer. 
D. Ff. Zehrung was named controller. 





Concrete evidence of good manufacturer- 
distributor relations is given by Jack Carl- 
sen, manager of Skilsaw's Philadelphia 
branch and Ed Steckler of Fulton, Mehring 
& Hauser Co., York, Pa. 
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“SKILSAW TOOLS 
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; Fe e “Thought of-the-W eck” mee’ ing at the 
T DOWN F. JOHNSON COMPANY. Buffalo. 
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Skilsaw Tools are Sold 
Exclusively Through The rapid srowth of the Don F. Johnson Company of Buffalo 
. I & wl . . . . . 1 E . 
Recognized Distributors is the result of specializing 0” profitable lines - + * and, in 
handling SKILSAW TOOLS, this progressive distributor 
SKILS AW> finds a ready-made acceptance that makes selling easier and 
9 Models orders more profitable. “| like to sell SKILSAW TOOLS”. 
. says Mr. Johnson, “my customers know them and I sell with 
SKILSAN = confidence because they are the quality tools of the field!” 
2" This attitude is ty sical of the 850 distributors who are 
SKILSAW. DISC SANDERS pushing the SKILSAW line . + - and are profiting by our 
% Models aggressive program of advertising, product development and 
. whole-hearted cooperation that is building volume, profits 
SKILSAW BELT SANDERS and satisfied customers: 
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° ne SKILSAW. INC., 5033-43 Elston Avenue, Chicago 
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—_ © Street, Oakland + 29 North Ave N. W , Atlanta ” Canadian Itranen 
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@ Spring in handle of “Yankee” 
Quick-Return Driver keeps bit in 
screw. Right and left ratchet adjust- 
ments, and rigid. Standard, Heavy, 
Light patterns. With or without spring 
in handle. Available in various sizes 
—lengths (extended) with bit, from 
271" to 12%". Three different size tested 
“Yankee” bits with each driver. 


‘*Yankee’’ Tools save time and labor. 


SELL “YANKEE” SPIRALS, VISES, 
DRILLS—AND SATISFY CUSTOMERS 


For “YANKEE” Tool Book, write North Bros. Mig. Co., Dept. ML, Philadelphia, U.S.A. 


NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. 
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Philip F. Smith, assistant manager, brush 
division, the Osborn Manufacturing Co., is 
reputed to have been after whale whiskers 
for brushes when he hooked this 7-ft. sailfish 
at Fish Haven, Florida 


Concentrates Promotion 
On Sawmill Customers 


Cunningham Machinery — Corp., 
Shreveport, La., has every right to 
be proud of—and to expect results 
from—its promotional efforts directed 
toward its sawmill customers. 

This firm, which handles a wel 
rounded line of industrial supplies 
well as larger equipment and m 
chinery for the sawmill, derives much 
of its business from this class of ac- 
counts. Every alternate month it pub- 
lishes “The Modern Sawmiller”, a 16- 
page magazine. In each issue one or 
more of the leading mills in the terri- 
tory is given flattering editorial atten- 
tion. Also, much catalog information 
concerning the supplier's products is 
listed, as well as pictures and text to 
highlight the men who sell for Cun- 
ningham and the kind of service 
rendered. 

“Some Mighty Fine Lines”, is a 
slogan frequently used, but with each 
reference to it the distributor lists 
the nationally known manufacturers 
whose lines are handled. An effective 
poster which won good reception 
among customers was titled, “Don't 
Gamble!” It displayed a humorous 
photograph showing three darkies e1 
gaged in a poker game. One _ has 
} 


] 
|- 
is 
\- 
1 


removed his shoes and is using his 
bare toes to slip an ace to his cor 
federate across the table. Underneath 
the photo the “mighty fine lines” wer 
listed above the Cunningham signa 
ture. This poster was tacked up 
nearly every plant in the firm’s terri 
tory. 

Smaller reproductions of “Th 
Modern Sawmiller” contain phot 
and details of the individual salesmat 
and are utilized by him in makin 
himself better known to his customer 
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orga HIS group fan drive insures dependable operation of a foundry 
te te dust collector system and has eliminated costly and bothersome 
xt to maintenance . . . The bearings are Dodge-Timken Type “C” . . triple 


Cun- 
rvice 


steel sealed against abrasive dust. The drives are Dodge “D-V” with 
“Matched Quality” Sheaves and Belts to insure true running, long life 
is a and low maintenance . . . A Dodge-Diamond “D” Clutch provides for 
each operating fans individually when both are not required. Concrete 
piers provide rigid support for drives . . . Dodge Bearings, Clutches 
and “D-V" Drives team-up on this job to provide free flowing and de- 
tion pendable power at low cost. The Dodge line is complete and includes 
every type of appliance necessary to insure the selection of “The Right 
Drive for Every Job.” Specify Dodge for low-cost power transmission. 


3 DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 


cath Think of 


EVERY JOB 





re ... when planning a new plant... when adding a new department . . . when installing 
er new machinery ... when modernizing old equipment ... when designing new products. 
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BELMONT 
°ACKINGS 


Everything has been narrowed down to its simplest 
form. All the material about any given packing is 
grouped on one page—service qualifications are 
clearly indicated—vunique layout arrangement 


instantly spotlights packing construction. 


There are other features too in this latest Belmont 
Catalog. Send for your copy today. It's an invalu- 
able reference book wherever packings are used. 


coe =o Wy 
Sg BE LMonT 





Papi an tw 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


ELMONT 


oe 


THE BELMONT A & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 


at an Fae 
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Wissler Made Assistant 
to Bright 


Edward Wissler, 


formerly with J. 
Fegley and Son, 


Pottstown, Pa.. ha 
been appointed assistant to |. ¢ 
Bright, manager of the mill supply 
department, Bright and C€ ny 
Reading, Pa. 


Mpany, 


7 
Larrabee Treasurer Dead 


E. Warner Leavenworth 
and manager of John E. 
Inc., Anwgterdam, Nn, ¥., 


9 of pneumonia. 


» treasurer 
Larrabee Co., 
died January 


4 





R. E. McCune (above) and J. B. Merifield 
(below) have been appointed district sales 
managers by the Wm. Schollhorn Co. Mr. 
McCune travels out of San Francisco, cov- 
ering California, Nevada, Utah, Colorado, 
Arizona, New Mexico, El Paso and Hawaii. 
Mr. Merifield's territory includes Oregon, 
Washington, Idaho, Montana, Wyoming, 
Alaska, British Columbia and Alberta. His 
office is in Seattle 

















FOR 50 YEARS THE LEADING 


STEEL PIPE 


in value 
in usefulness 
in sales 


* LEADING 
* LEADING 
* LEADING 


changing needs of industry, NATIONAL 
Pipe, though still fundamentally the 


same strong steel pipe of fifty years 


IFTY years ago, steel pipe began 
its phenomenal growth. Many 
builders and industrial engineers soon 
found that this “new kind of pipe” was 
what they wanted — strong, durable, 
and low in cost. It proved so practical 


for so many applications that it moved 


to leadership in the following years. 
Today finds steel pipe still setting 
the pace—still ahead of the field—the 
world’s largest-selling pipe—the most 
practical to use in the vast majority of 
applications. 
During all these years, to satisfy the 


ago, has been constantly improved. 
NaTIONAL Pipe today is cleaner, 
stronger, more uniform, easier to work, 
Higher quality steels, processes for re- 
moval of scale, methods of retarding 
corrosion — all have contributed to 
give the greatest value per dollar of cost. 

Distributons, located in strategic 
parts of the country, are at your service, 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, ae ae Distributors + 


UNITED STATES 


#4 Pa ise oh pls 2 Pity ne 


ea. 


PITTSBURGH, 


4 
the seis 5 Slatin. 
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United States Steel Export Company, New York 


“STEEL 














The American motor car industry has an invested capital of one and one-third billion dollars, 


provides em 
consumer of steel, rubber, plate las, u 
Its plants run at high speed, lea 


are most satisfactorily ac hieved, you'll find Barnes Hack Saw Blades and Band Saws on the job. 


BARNES 


To serve the motor industry—and a score of other important industries— 
Barnes Hack Saw Blades and Band Saws are carefully made in a plant devoted 
exclusively to metal-cutting blade manufacture. Tooth cutting, setting, 
heat-treating, drawing and quenching employ the most modern machinery, 
electrically controlled furnaces, expert supervision backed by years of experi- 
ence in quality blade production. 





Just TRY Barnes Hack Saw Blades. 


T he thove advertisement reprinted J 
from four leading industrial papers. 


18)—Besnec Hack Saw Blades and Band Saws 


are fine products. 


2nd—they are distributed only through 


recognized Industrial Distributors. 


3rd—they are widely advertised (as above) 


to all the metal working industries. 


That's why they're a_ profit- 
able item for you to handle! 





loyment age J or indirectly) for more than 6,000,000 men, and is the country’s largest 

photseery, mohair, nickel, lead, gasoline and lubricating oil. 
the world in production efficiency. Its metal cutting requirements 
call for an increasing deg ree of accuracy and a constant lowering of costs. Wherever these twin results 
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K. Schmidt Rejoins Rasmussen 

W. P. Reilly, sales manager of the 
Julius) Rasmussen Co., Milwaukee, 
has announced the addition of Kurt 
Schmidt to the sales staff. Mr. 
Schmidt formerly was with the Mor- 
man Belt and Supply Co. of the same 
city. Previous to joining Morman, he 
had spent ten years with Rasmussen 
He is well-known and well-liked 
the field, having spent the past 3 
years in the business. 


n 


Muskegon Distribuior Moves 


©n March 1, the Factory Supply 
Co., Muskegon, Mich., moved to a 
new bui.ding at Terrace and Concord, 
Muskegon. The new quarters are 63 
feet by 130 feet, thus doubling the 
company’s former floor space. In 
addition to larger warehouse area, 
the building has a beautiful display 
room. 


Quaker City Changes Name 


The name of the Quaker City Rub- 
ber Company was changed on Feb- 
ruary 1 to Quaker Rubber Corpora- 
tion. The company has retained the 
former name also for its exclusive 
use, thus covering merchandise now 
in the hands of distributors. 


J. D. Maxwell (left), foreman of the ma- 
chine shop and T. R. Grady, stock record 
clerk, Reichman-Crosby Co., 
almost perfect attendance records at Ameri- 


Memphis, have 
can Legion conventions. Our reporter fails 
to state whether the company has found any 
way to utilize those bugles in the supply 
business but there might be an idea there 
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A New Jersey distributor’s customer needed 
some special wire brushes for cleaning a tapered 
hole in cone shaped castings . .. a hole that 





measured only 5/32” diameter at the small end. It was a 
tough assignment but MILWAUKEE Industrial Brush 
Specialists did the job! The picture shows how the problem 
was solved with these efficient, quick cleaning brushes that 





created new business for an alert distributor. Performance 
points to profits . . . this specialized service—in addition 
to a wide range of brushes for all standard industrial 
requirements—is typical of MILWAUKEE co-operation: in 
helping you to “come through” where ordinary brushes 
fail. The Milwaukee Brush Manufacturing Company, Mil- 
* waukee, Wisconsin. 







applied to the expertly trained MILWAUKEE brush 
engineering staff whose job it is to assist you in 
ny handling industry's many and varied brushing 
problems. 


* INDUSTRIAL BRUSH SPECIALISTS is a term 
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How You can solve 
pumping problems 
ae, and make 


MORE 
MONEY! 


Here is a book for 





the salesman who 
wants to know more 
and sell more! 


You don’t have to 
be an engineer be- 
cause this book is 
written and illustrated 
in non-technical fash- 
Pecos ion. You can quickly 


ROCKFORD * # KLLINOIS, U.S A 


; sada learn from this 
seated a — book— 
How to determine right size pump... . 
How to compute suction lift......... 
How to compute discharge head ...... 
How to estimate horsepower........ 


How to install rotary pumps........ 


Cngf In addition there are 19 important 


data tables invaluable to the be- 


= 
L > ginner and experienced pump 


man alike. 
READ WHAT Os 


USERS SAY: VF, 


“Each man would like a 
copy because we have 
been unable to find this in- 
formation under one cover 
in any other publication.” 





- 
" : GEO. D. ROPER CORPORATION  : 
a wonderful piece of - ate s 
mrp . ROCKFORD—ILLINOIS : 
sales material. s . 
= : : s Send me a free copy of “You Don’t Have to be & 
— this catalog is very s an Engineer.” : 
valuable and much desired : : 
by most pump users.” © Name .......-cceccccersrcccecceccssssccesereees : 
“ it contains a lot of : Address COCHHO EHEC SOE SEES OE ESE EEE ELESESES®S : 
valuable information that : CA Ae dae acED EER EN eeOnDeNsneeneawe : 
is not readily available e : 
hy SD SE OU kos c0crvnevesanctcaiecesinensesses ° 
otherwise. ITT IIIT IIIT tititiiiiititiiiiiiiiitiiitiiiititi titi iti 
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Black & Decker Opens 
Los Angeles Branch 


Realizing the tremendous  iniport- 
ance of Los Angeles as an industrial 
center, and in view of the general 
acceleration of business throughout 
the Southern California area, the 
Black & Decker Mfg. Co. has an- 
nounced the creation of a new sales 
and service branch at Los Angeles, see 
page 102. Territory includes southern 
California south of the Tehachapi 
Mountains and the State of Arizona. 

Waldo Bair, who has been con- 
nected with the company for the past 





Waldo E. Bair 


25 years, and who for the past 12 
years has been active in the Los 
Angeles district, has been appointed 
manager of this new branch. The 
Los Angeles office, at 1941 S. Flower 
Street, will be headquarters for the 
new sales branch. 

Coincident with the establishment of 
this new territory, the service per- 
sonnel in Los Angeles has been in- 
creased to render more complete and 
efficient service to the users of the 
company’s products. Distributors in 
the new Los Angeles territory will 
receive shipments of all products from 
the company’s West Coast warehouse 
in Oakland, as heretofore. 


Harper Representatives 
Change Name and Location 


Announcement is made of the 
change in name of Thomas A. Troy 
& Son to T. A. & D. A. Troy and 
the removal of the business.to a new 
location at 69 Murray street, New 
York City—ground floor with good 
window display space. T. A. & D. A. 
Troy are New York representatives 
for the H. M. Harper Co., Chicago, 
manufacturers of brass, bronze, Ever- 
dur, Monel and stainless steel bolts, 
nuts, screws, washers and accessories. 
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1640 


KING-CLIP 








Fig. 1640 is the original clip 
valve with drain channels and 
bronze thread bushing in bonnet. 


The exterior construction 
clearly indicates the large drain 
channels; of ample size to thor- 
oughly drain the bonnet of even 
fluids which tend to clog. 


The bronze thread bushing 
cast in the bonnet has excellent 
wearing qualities and provides 
non-corrodible contact for stem. 





Fig. 1640 “King-Clip” also 
has other important features:- 


Bronze stem-— perfectly 
aligned, with repacking seat 
above threads. 


Extra strong stuffing box 
with hexagon head gland. 















Bronze disc and rolled-in 
bronze seat rings—bronze to 
bronze contacts throughout 
which prevent corrosion. 


ESTABLISHED 1862 


TE LUNKENHEIMER co 


—— QUALITY’ 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGQ 
BOSTON PHILADELPHIA 


ae 
EXPORT DEPT. 316.322 HUDSON ST, NEW YORK 


LUNKENHEIMER DISTRIBUTORS: The new Lunkenheimer Circular No. 
504 will help you sell “King-Clip” Gate Valves. Send for a sup- 


ply and place copies with all your customers and prospects. ° 
ARE RON RII RANEY RE IRS 
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UF KIN 
CHROME FACE STEEL TAPES 


—— 


SiETELLLL 





CHROME FACE The new 
and most practical Steel Tape 
ever made is now on the 
market. An accurate steel 
tape built up by Chrome 
plating, it combines the easy- 
to-read features of jet black 
markings on satin-chrome 
background, with a durability 
far exceeding anything yet 
developed in a steel tape. 


Look at these features. Then 
judge for yourself what a 
“seller” this item will be. 


FEATURES 
Easy-to-read markings 
that are durable 
Metal throughout 
Satin Chrome Face 
Jet Black Markings 
Resists Rust 
Extra strong 
Easy to clean 
Will not crack, chip 
or peel. 


AVAILABLE IN TWO STYLES 
Both in 25, 50, 75 and 100 foot lengths. 


“Leader” The Popular Priced tape in an attractive 
and durable black imitation leather case. 


“Anchor” Genuine leather case, mahogany color, 
hand stitched. 


This attractive display furnished FREE with order 
for one 50 foot ‘Leader’ Say “With Display Easel’ 





NEW YORK = THE JUFKIN RULE (0, <order Fo 


106 Lafayette St WINDSOR, ONT 


SAGINAW, MICHIGAN 


TAPES — RULES — PRECISION TOOLS 
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R. J. Creamer (left) who came in third in 
a national tube bending contest sponsored 
by the Imperial Brass Mfg. Co. of Chicago 
(in conjunction with second All-Industry Re- 
frigeration and Air Conditioning Exhibition) 
is shown receiving an electric shaver from 
vice president W. A. Leonard of Imperial 


Shasta Dam to Have Nine 
Mile Conveyor System 


Shasta Dam which is being built 
for irrigation purposes in the Central 
Valley of California by the U. S. De- 
partment of Reclamation will soon 
have a 9.6 mile belt conveyor installed 
to furnish the aggregate used in the 
construction. Chain Belt Co., of 
Milwaukee was awarded the contract 
to furnish the belt conveyor idlers. 

Over 16,000 Rex troughing and re- 
turn belt idlers will be used in mak- 
ing up this transportation system, 
which is said to be twice as long as 
any previously built. 


N.1.A.A. Discusses Promotion 
Through Distributors 


Industrial distributors are essential 
to effective, low-cost distribution of 
industrial products and should receive 
intelligent cooperation and help from 
the manufacturer, Fred Bannister, 
sales promotion department, Fafnir 
Bearing Company, New _ Britain, 
Conn., stated in opening the discus- 
sion meeting of the Industrial Adver- 
tising and Marketing Council, Chap- 
ter of the National Industrial 
\dvertisers Association at Waterbury, 
Conn., February 8. Mr. Bannister led 
the discussion of various phases of 
promoting the sale of products 
through distributors in which 27 in- 
dustrial advertising men took part. 
Particular stress was laid on the im- 
portance of keeping in close touch 
with the distributor’s salesmen as a 
means of moving the product off the 
stock shelf. Other factors were dis 
cussed, such as effective methods of 
holding meetings of jobbers’ salesmen, 
equipping a new jobber with sales 
promotion literature, and direct mail 
to the distributor’s mailing lists. 
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BEAUTY ano rae BEAST 


both benefit from new 


G-E Sunlamp! 





‘ LADIES AND LITTLE PIGS both benefit from a new inexpen- 
sive G-E sunlamp, one of many new-type lamps recently 
developed by General Electric. Using scarcely more current 
than an ordinary 100 watt bulb, it provides three times as 
much ultra-violet as noon June sunshine. Tests show that 
ultra-violet speeds growth in pigs; cures rickets and builds 
sound bones and teeth in human beings. 


HE G-E Sunlamp described above is only one 
of more than 9000 different types and sizes 
of lamps that General Electric makes. Yet, as one 
of the many new developments from the General 
Electric research laboratories at Nela Park, Cleve- 
land, it is an indication of the extensive research 
that is behind every lamp in the G.E. line. 














Whether you run a factory or supervise some 
manufacturing process, General Electric can tell 
you exactly what kind of lamps you need to get the 
best possible kind of lighting. 

Our research and experience in manufacturing all 
types of lamps has enabled us to make our stand- 
ard G-E MAZDA lamps give more light every 
year for the same amount of current. How can G-E 


LIGHT WHERE YOU WANT IT! New G-E MAZDA Projector lighting service help you? Ask your G-E lamp man. 
lamp gives concentrated localized light where it’s need- a Perera, , 
ed in shops and factories. A lens, reflector, and filament General Electric Co., Nela Park, Cleveland, O. 


are combined in one complete hard-glass unit. New 
low price 150-watt size $1.40. 





HERE ARE SOME OF THE 9000 DIFFERENT 
LAMPS THAT G.E. MAKES FOR ALL LIGHTING NEEDS 


q 4 SS 
é ) ‘, 


SILVERED BOWL REFLECTOR LAMP MERCURY H LAMP 100 WATT G-E 
Hermetically seal- LiketheG-EMazda A highly efficient, MAZDA 
edcoatingofmirror Projector lamp rugged, long-lived lamps give7% more 
silver provides in- (above) but made mercury lamp, well light than 2 years 
direct light. of regular glass. suited to industry. ago, cost only 15c. 


DEATH CELL FOR LAMP BULBS is this G-E Lamp Develop- G-E MAZ DA LAM PS 


ment Laboratory, where enough G-E MAZDA lamps burn 


night and day to light a town of 4000. These life tests GENERAL @ ELECTRIC \ 


help assure the increasingly high standards set by G-E ; : i = 
research and development . . . one of the reasons why YEAR BY YEAR, BETTER LAMPS FOR EVERY PURPOSE 


G-E MAZDA lamps stay brighter longer. 
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CONTROLLED POWER 
FOR TOUCHY JOBS 











HERE’S AN OUTSTANDING 
NEW VALUE 


Do you know some good customers or 
prospects who could use an extra fast, pro- 
duction screw driver with a velvety, adjust- 
able automatic clutch that makes it no trick 
at all to set screws to just the right tension? 

. . with such cleverly designed switch con- 
trol that even women operators can work 
it full time with minimum fatigue? .. . 
so versatile that it is equally efficient hung 
by the bail on a suspension spring, clamped 
in a bench stand with foot treadle, or fixed 
to a gooseneck stand? 


If you do, the new Millers Falls No. 50— 
a production tool of the finest type—will 
fill the bill exactly. There’s almost no limit 
to the profitable production jobs this tool 
can do. One feature alone—the rapid 
reversing switch (optional) doubles its 
adaptability. 


Check the specifications. Then stock No. 50 and 
offer it for free trial in your customers’ and 
prospects’ plants. And watch them go for it! 


COMPARE! 











W eight: 4} Ibs. 
Length: 124” overall 
Capacity: # 12 machine screws 
#10 14” wood screws 
Speeds: 800, 1200, 2000 and 3000 r.p.m. 
Amps: Full load 1.2 
Motor: Universal D.C. or A.C. 25 to 60 cycle 
Clutch: Millers Falls ‘“Adjustomatic” SS pers FALLS 
. cis jlectric Screw 
Gears & Pinion: Heat treated alloy steel Driver No. 50 
Bearings: Ball bearing armature and spindle 
Switches: Muin switch C.H. fully enclosed, sin- 


gle pole. Reversing switch (optional) 
C.H. fully enclosed, double pole, 


double throw 


Cord: 12 feet 3 conductor, rubber covered, 


unbreakable rubber plug 


i 





a 





GREENFIELD 


MILLERS FALLS 


MILLERS FALLS 
TOOLS 


COMPANY 


MASSACHUSETTS 
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Channon Hires Three Salesmen 


H. Channon Co., Chicago, has 
added three men to its sales force. 
J. D. Ownbey, who will be engaged 
in specialty sales work, has had eight 
years of selling experience. 

Benton Gallup, with three years of 
sales experience and five years in 
construction work, will concentrate 
on construction sales. 

A. J. Metevier, who will sell the 
general line, has been selling for 25 
years. 


Buhl Sales Force 
Honors Smith 


At a two day sales meeting, held 
between Christmas and New Year, 
over one hundred salesmen for Buhl 
Sons Co., Detroit, watched the pre- 
sentation of a beautiful radio set by 
C. H. Buhl, president, to Leon Smith, 
who in February had served the com- 
pany for 60 years. 

The meeting was followed by a 
dinner and entertainment at the Fort 
Shelby Hotel. 


City of Flint Blues 


When a shipment of steam traps 
cleared for England aboard the now 
famous City of Flint, and was taken 
to Bergen, Norway via Murmansk, 
Russia, it put another wrinkle in the 
war-weary brow of S. E. Adams, ex- 
port manager of the Strong, Carlisle 
& Hammond Co., Cleveland. 

The original shipment, consigned to 
the British representatives for Strong 
steam specialties, Butler & Son, Ltd., 
was urgently needed and had to be 
replaced while the ship was held in 
Russia. 











"You can't tell the buyers without a score 

card" seems to be the story R. B. Morrow 

(Ingersoll Steel & Disc Co.) is putting across 

to John M. Galm (Vonnegut Hardware Co., 

Indianapolis) as they recheck MILL SUP- 
| PLIES’ 1939 Sales Guide Issue 
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THE NEW 
“TOLEDO” No. IR 


F.O.B. TOLEDO, OHIO 
OR DISTRIBUTORS’ STOCKS 





THE SIMPLEST AND EASIEST TO OPERATE 
OF ALL 1 TO 2’ RATCHET THREADERS 





0oO0 


THE NEW "TOLEDO" NO. 1R COMPLETE 
WITH DIES, BUSHINGS AND HANDLE 









Die segments lie 
loose in their slots, 
the rear ends rest- 
ing against hard- 
ened steel taper 
pins. They are con- 
stantly relieving 
themselves from 
friction by backing away 
from the pipe making the 
labor of threading pipe with 
“TOLEDOS” easier. 





The dies in the “TOLEDO” No. 
1R contain only enough teeth to 
form a thread. They are care- 
fully hobbed with proper clear- 
ance and cutting angle for each 
size assuring easier cutting. 


No complicated rear guide — it's 
as easy as A B C to center a 
“TOLEDO” No. 1R on the pipe. 
Separate bushing for each size. 
Tool held firmly to the pipe by 3 
heavy thumb screws. 


Positive die control—no cams or 
levers—easy, quick, positive ad- 
justment. Separate dies for each 
size assures ease of operation and 
smooth, standard taper threads. 
2” dies are high speed steel. 


Strong tubular handle 24” long 
assures extreme cutting ease. 


Your customers are assured 
of finest performance and low- 
est maintenance costs with a 
“TOLEDO” No. 1R. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO 


New York Office, 72 LAFAYETTE ST. 








THEY’LL 


@ 


DO BETTER 


WITH A “TOLEDO” 
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YOU BENEFIT 








by Stressing These 


VISE features 
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These are 

the seven features 
EXCLUSIVE with PARKER 

AND HERE’S MORE DETAILED 
DATA ON FEATURE No. 2 


—SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base is POSITIVE in action! It is designed 
on the principle of the automobile brake — “shoes that grip the 
sides.” Turning the wrench 
wedges the shoes against the 
sides of a circle in the base pro- 
viding a gripping power of 360°. 
The hexagon wrench is easier to 
operate than the old style binder 
bolt. It can also be readily 
changed to the opposite side of 
the vise for use by left-handed 
mechanics. Write for complete 
catalog giving full information. 








THE CHARLES PARKER CO. Meriden, Conn. 


















PARKER VISES 








| 
| 
| 


America’s Oldest... & ... Established 1832 | 
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Johnston Co. Takes On 
Three Salesmen 


The William T. Johnston Co., Cin- 
cinnati, Ohio, has added the following 
men to its sales force: W. F. Phlor, 
Julius Beiser and John Vetter. All 
are new men in the supply business. 

A new room has been built at this 
company in which to hold sales meet- 
ings. It has been fully equipped for 
this purpose. 


Timmer Moved By 
Manufacturers’ Supply 


Ralph Timmer, salesman, has been 
transferred to the Holland, Mich., 
branch of the Manufacturers Supply 
Co., Grand Rapids, Michigan. 


Reilly Bros. and Raub 
Plans Exhibit 


Reilly Bros. and Raub, Lancaster, 
Pa., will hold an industrial exhibit on 
April 10, 11 and 12. Forty manu- 
facturers have signified their intention 
of cooperating. 


New Distributor in Phoenix 


The Arizona Hardware Co., formed 
through the purchase of the Arizona 
Hardware Supply Co., and the absorp- 
tion of the wholesale division of the 
O. S. Stapley Co., will stock con- 
tractors and industrial equipment and 
heavy hardware, in addition to shelf 
hardware, sporting goods and appli- 


ances. 





S. R. Noble (right), vice-president of the 
Maurey Mfg. Co., stops on a trip through 
Michigan to talk things over with C. G. 
Vanderwier (left), and W. H. Mclntyre, 
sales executives of Lakeshore Machinery & 
Supply Corp., Muskegon 
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334”-4, 19” overall, that's a pretty 
special tap. It took a 53-pound piece of 
steel to make it! 


The distributor who wired this order to G.T.D. 
Greenfield was pretty happy when he found the 
finished tap was on its way to his customer within 
20 hours. 


Naturally, every delivery can't be a "record" one, 
but distributors can count on G.T.D. Greenfield to 
be pretty consistent, due to its two factories and six 
strategically located warehouse stocks. It pays to 
remember that service is important in getting and 
keeping today's business. 


Greenfield Tap & Die Corp., Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario 





TAPS + DIES » GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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CASE HISTORY 
OF A 


Following is an excerpt from a 
report handed in by a Field En- 
gineer of the Plymouth Cordage 
Company. The test was held in 
Detroit under actual working 
conditions. More complete de- 
tails will be given on request. 


Photograph shows rope reduced to 4 actual 
size 


“A 1” diameter 3-strand Plymouth Manila Rope was 
used to raise a 1,000 Ib. Transformer. One strand was 
then cut, the full weight of the Transformer being then 
suspended on the two remaining strands. Turns on the 
winch were suddenly loosened to give the heavy load a 
slight amount of fall and thereby subject the rope to a 
sudden jerk. Notwithstanding, the two strands held 
perfectly. 

The Transformer was again raised and the second 
strand cut and the Transformer dropped about two feet, 
but the single strand held it without difficulty and again 
the line was jerked to demonstrate the large factor of 
safety which is built into all Plymouth Manila Rope.” 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 


Sales Branches: New York, Boston, sy Philadelphia, Chicago, Cleveland, Houston, 
San Francisco 
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Between George Hopf (left) and Walter 
Gebhart (right) is James M. Owens, who 
will cover the Northwest for Henry Disston 
& Sons, Inc. His home is in Seattle 





Whyte's Celebrate Golden 
Wedding Anniversary 


George S. Whyte, chairman of the 
board, Macwhyte Co., familiarly 
known as Sandy Macwhyte, and his 
“ovuid” wife celebrated their golden 
wedding anniversary February 15. 

Mrs. Whyte, as beloved by all em- 
ployees of Macwhyte Co. as_ her 
partner, Sandy, invited all company 
employees and their wives to a strictly 
informal dinner, and more than 650 
attended. 

The employees presented to Mr. 
and Mrs. Whyte a handsome grand- 
father’s clock on which was an en- 
graved gold plate reading—‘“Pre- 
sented to Mr. and Mrs. George S. 
Whyte on their golden wedding anni- 
versary by the Macwhyte employees 


February 15, 1940.” 


New England Group 
Hears Marsh 


Dr. Daniel L. Marsh, president, 
Boston University, was the principal 
speaker at the annual banquet of the 
New England Iron and Hardware 
Association, held at the Somerset 
Hotel, Boston. 

Among those seated at the speakers’ 
table were Richmond Lewis, Charles 
C. Lewis Co., Springfield, Mass., pres- 
ident of the association and Marsena 
3utts, Butts & Ordway Co., Cam- 
bridge, vice-president. 


Stow Acquires Whirlfiex 


All rights to manufacture and sell 
Whirlflex, a mechanical cleaner for 
piping in paper mills, have been ac- 
quired by Stow Manufacturing Co., 
Inc., Binghamton, N. Y. The trans- 
action was negotiated with the Whirl- 
flex Co., Buffalo, N. Y., which holds 
all patents to the device. Stow is now 
in production on Whirlflex and is 
planning a promotion program in 
various countries throughout the 
world, excepting Canada. 
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THESE BIG GUNS 


DUTRANGE COMPETITION 














| 


IM. 


ON WASTE 





IN THE WAR 






AND HERE IS SURE-FIRE SALES AMMUNITION: 


The FLEXIBLE REZISTOR is the only Special-Alloy High-Speed Steel 
blade that completely eliminates Breakage . . . the big waste in the use of tungsten 
high-speed hand blades. 

In power blade usage, wherever breakage is not an important prob- 
lem, the ALL-HARD REZISTOR saves 20% of the cost of tungsten high-speed blades. 

Only MILFORD blades have Easy-Starting Teeth ... the most practical 
advance in hand blade design. 
© DISTRIBUTORS: The Milford Line is going places 


this year with a powerful sales promotion program 
that will boost your hacksaw profits. 









Milford and 
other brands manufac- 
tured by us are, and Write for details today. 


have been for six 


alll the euiy bacteow THE HENRY G. THOMPSON & SON CO. 
Sass 998 water © NEW HAVEN, CONNECTICUT, U. S. A. 


definite sales. policy 
supported by a legal 


contract, guaranteeing 


our adherence to 
this policy. 





HAND AND POWER HACKSAW BLADES * BAND SAW BLADES 
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IMPERIAL 
FITTINGS 


@ The Impe- 
rial set-up on 
fittings plus 
the practical 
sales aids en- 
able the sup- 
ply house to 
develop this business with minimum 
effort and to service customers’ or- 
ders with maximum profit. 

The Imperial line includes Hi-Duty, 
compression, S.A.E. flare, inverted 
flare and solder fittings to solve any 
connection problem in copper, Shel- 
by, aluminum, Bundy, Bundy Weld, 
Monel or steel tubing. 


TUBE WORKING TOOLS 


@ This Impe- “tag 
| 


rial tube cutter 

is widely used 

by service and repair men and for 
industrial work. The tube rests 
against two rolls, with vertical 
groove, making it possible to re- 
move flare, when desired. Brass 
forged body, chromium plated finish. 
Knurled handle. Complete with 
reamer. 

No. 174-F—For 3/16" to ¥%" O.D. 
tubing. List each.......... $2.75 


' 


ee 





= @ This Impe- 
. rial flaring tool 

flares copper 
or brass tubing to make S.A.E. joints 
without cracking or splitting tubing. 
Perfect flares prevent leakage and 
can be made in less than thirty 
seconds. 


No. 93-F Flaring Tool, complete 
with bar and yoke. 
Ge OE Racesdecocieanee $3.00 


@ TheNo. 364-F 
Imperial Hand _— 
Tube Bender is g , 
a one piece, ‘ —@ 
open side C— 

bender; can be used to make bends 
at end or any part of tubing. Espe- 
cially handy where tubing has been 
partially connected. Form is calibrat- 
ed to show degree positions so that 
duplicate bends may be made. 
Four sizes for 3/16", Vs", 5/16", 
Ye", Va", Ye" and ¥%" O.D. Tub- 
ing: List prices $2.95, $3.25, $3.50, 
$3.75, $5.25, $7.50 and $9.00. 


IMPERIAL 4.4stiil Droducts 
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— they will 
all add to your 
profits during the 
next few months 





















ay IMPERIAL 
' MOLYGATE 
— @Don't pass 
/ up this new, 
© revolutionary 
© dispenser for 
— lubricating oils 
Ay and other vis- 






























4. Fae "ia 


No. 1178 WELDING OUTFIT 


@ The new Imperial No. 1178 Outfit 
has the improved heavy duty type 
regulators. Improved torch balance 
—a new mixing principle with indi- 
vidual taper seating mixer for each 
tip. Designed for cooler operation 
- no gas starving even on the 
largest jobs. 
Imperial No. 1178 Welding Outfit 
as shown above. List..... $57.00 


With Cutting Attachment added, 
ae ee eee $77.00 


Yj Ped 


oka ebvl 





@ This is an 
all - purpose 
outfit. Fur- 
nished com- 
plete with 4 
different soldering tips and a solder- 
ing iron, all used inter-changeably 
on the torch handle. Excellent for 
use with solder fittings. Torch con- 
sumes acetylene only, the tips draw- 
ing oxygen from the atmosphere. 

No. 32 Hi-Duty Outfit. List. .$8.95 


Sie 


cous liquids. 
Flows faster, 
shuts off quicker without diname, 
will not leak, can be locked and 
sealed. Directs flow straight down. 
No. 271-G ¥%4""1.P.T., List, ea.. $1.10 





IMPERIAL AIR NOZZLE 


@ This air noz- 
zle has wide 
use in shops 
for blowing 
dirt and metal chips and for clean- 
ing machines and blowing out tubing 
lines. 

No. 42-A Air Nozzle. 

List each 


No. 32 HI-DUTY 
SOLDERING AND 
BRAZING OUTFIT | 
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Norton Makes Changes 
On Pacific Coast 


Norton Company of Worcester, 
Mass., has announced changes effec- 
tive March 1 in its sales organiza- 
tion for the Pacific Coast. 

P. S. Wiswell, who has been look- 
ing after the interests of both Norton 
Company and Behr-Manning, will de- 
vote all of his time to the sale of 
Sehr-Manning products. 

Warren H. Turner, who has been 


field engineer for Norton Company in 


the Detroit area, will take over the 
southern California territory, includ- 
ing the states of Arizona and New 
Mexico, with headquarters in Los 
Angeles. 

EK. G. Petherick, formerly grinding 


wheel specialist for C. W. Marwedel, 
Norton distributor in San Francisco, 
join the Norton” organization 
with headquarters in San Francisco 
and take over the northern California 
district, including the 
Nevada and Utah. 

A. M. Pitts, with headquarters in 
Seattle, will continue as the Norton 
representative in Washington, Ore- 
Idaho, Montana and western 


W voming. 


also states of 


gon, 


| American Asphalt Buys 
| Casein Paint Division 


The Casein paint division of the 
Beatrice Creamery Co. has been pur- 
chased by the American Asphalt 
Paint Co., Chicago. 


Casino Paint, the brand name, will 
be carried on by the new owners. 
The product is now being manufac- 


tured at the Kankakee plant of Ameri- 
can Asphalt. Sales of this product 
will be under the supervision of J. G. 


Brown, vice-president, who is in 


charge of the present Casein division. 





D. J. Seyler, vice-president of H. P. 

Weller Supply Co., Erie, Pa., looks up 

from his work to say hello to MILL 
SUPPLIES readers 
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SATISFIED CUSTOMERS, INC. 


OT individuals to be given service in 
proportion to size or pocketbooks— 
but one big corporation where the largest 
and the smallest stockholders have the same 
privileges and receive similar treatment. 
This is what R B & W means by using the 
term “Satisfied Customers, Inc.” 
Hundreds of customers who have been 
on our books for 50 years or more know 
this—others of less than 50 days have soon 
learned it. Those purchasing by the box, 
the keg or the carload soon appreciate that 


EMPIRE 
ayy 


54 6h) = 


R B & W service is the same to all—that it 
stands for customer satisfaction. 

In these days of changing business con- 
ditions, price fluctuations and broken 
delivery-promises, this reputation, built by 
R B & W for 95 years, means more than 
ever before. Since 1845, R B & W has built 
a name for fair dealing, quality and service 
—backed by adequate plant and production 
facilities to meet most of the bolt, nut and 
threaded fastening needs of today, as well 
as tomorrow. 





BURDSALL & WARD 


BOLT AND-NUT COMPANY 





PILLOW BLOCKS 


“Duck Soup!” 


“Apple Pie!” 





Here's a distributor's salesman who's getting 
a big kick out of a sale he’s just made. You 
can't see his face, or you'd observe a big 
smile of satisfaction. For it's a pleasure to sell 


the fast-moving line of SSS Ball and Roller 
Bearings and Transmission Appliances. 


It's always that way when you handle a high 
quality product that’s backed by sound adver- 
tising, merchandising, and engineering. Those 
are the things that make “duck soup” and 
“apple pie” out of selling the S8°SF line. 


mne 


SoS” Industries, Inc., Philadelphia, Penna. 
4538 


oJKE 
PILLOW BLOCKS 
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Manhattan Rubber's 
Founder Dies 


Colonel Arthur Farragut Townsend, 
chairman of the board of Raybestos- 
Manhattan, Inc., and general manager 
of The Manhattan Rubber Mfg. Divi- 
sion, Passaic, N. J., died January 14, 
at the age of 74. : 

As a young Massachusetts Institute 
of Technology graduate, Colonel 





A. F. Townsend 


Townsend started as shipping clerk 
with the New York Belting & Pack- 
ing Co., rising to assistant manager at 
Passaic, serving nine years with that 
company. 

With Frank Cazenove Jones, W. W. 
Dashiell, Peter Reid, Samuel J. Wat- 
son and George Woffenden he organ- 
ized The Manhattan Rubber Mig. Co. 
in 1893, was sucessively secretary and 
vice-president, and succeeded Mr. Jones 
as president ten years later. From 
1903 until 1929, when Raybestos- 
Manhattan, Inc., was organized, he 
was president of Manhattan Rubber. 
Since 1929 he had been chairman of 
the board of Raybestos-Manhattan, 
Inc., and general manager of the Man- 
hattan Rubber Division. 


Barnes Appointed 
By Hajoca 


Charles E. Barnes has been named 
industrial representative in the Al- 
lentown, Pa., branch of the Hajoca 
Corp. Mr. Barnes has specialized 
in industrial sales for twenty years. 


Great Lakes Elects 
New Officers 


At a recent meeting of the board of 
directors of the Great Lakes Supply 
Corp., Chicago, the following officers 
were elected: Martin G. Hausler, Jr., 
chairman of the board; C. A. Chan- 
non, president; W. G. Ritzenthaler 
and L. R. Niep, vice-presidents; R. E. 
Nelson, secretary-treasurer; Stanley 
E. Nelson, assistant secretary-treas- 
urer. 

All of these men except Mr. Haus- 
ler are actively engaged in the opera- 
tion of the business. 





nsend, 
estos- 
nager 
Divi- 
ry 14, 


stitute 
f yf nel 


clerk 
Pack- 
ger at 
h that 


V.W. 
Wat- 
rgan- 
x Co, 
‘y and 
Jones 
From 
eSTOS- 
d, he 
ubber. 
an of 
lattan, 
Man- 


named 
e Al- 
Tajoca 
ialized 
ars. 


ard of 
Supply 
yfficers 
er, J r., 
Chan- 
ithaler 
R. E. 
stanley 
-treas- 


Haus- 


( ypera- 









CAV 150 pounn 


oF _—— STEEL 


VOGT LEADS AGAIN .... with a new 
line of 150 Pound A. S. A. drop forged steel gate 
valves ranging in sizes from 2" to 8" inclusive. 

The design features . . (1) Body and bonnet 
flanges forged integral . . (2) Round bolted bon- 
net . . (3) Full port opening thru valve . . (4) Drop 
forged for extra strength and SAFETY. 

GET HIGH VALUE for low pressure 
service .. Use Vogt 150 Pound A. S. A. Gate 
Valves. 

Write for supplementary page 157-A 


HENRY VOGT MACHINE CO., INC., LOUISVILLE, KENTUCKY 


BRANCH OFFICES: NEW YORK © PHILADELPHIA © CLEVELAND © CHICAGO © BALLAS 
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»HOLD STRONGLY TOGETHER 








Sure support at the home front 


ig DISTRIBUTOR wins and holds his position by maintaining a 
steady flow of supplies for the regular needs of Industry and for 
emergencies. His resources in his customers’ emergencies intrench his ser- 
vices as indispensable. 

You keep your stocks in readiness for sudden demands, so your 
customers’ plants may not run short of standard products and parts, tools, 
fittings, odd-lots of raw materials etc. Without your provision and pre- 
vision, there would be far less flexibility in plant operations and less profit. 

You in turn must rely on your suppliers for dependable deliveries 
of dependable products, both for routine inventory requirements and 
special needs. By having loyal sources of quick supply you reduce not 
only the complexity of your stock; you reduce delays on emergency 
orders and satisfy calls for special items impractical for you to carry. 

Rely on ALLEN’S responsibility as that of the /argest producer of 
hollow screws, the fastest supplier, the most adequately equipped and 
skillfully manned, so-constituted by 30 years’ specializing on hollow 
screws. We make anything you may need in hollow screws and we will 
DO anything possible to make them available, to support your position 
in the “front line”. 


THE ALLEN MANUFACTURING COMPANY 


ARTFORD, CONNECTICUTL USA. 
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“Buck” Neal Rides Again; 
Hunts Camera-Shy Lions 


Ray C. Neal, president of the R. ¢ 
Neal Co., Buffalo, N. Y., left Febru. 
ary 22, for a three-weeks’ lion hunting 
trip in the unexplored Carmen moun. 
tain wilderness in the State of Coa- 
huila, Mexico. Much of the hunting 
will be done with cameras rather than 
rifles. 

In the party will be Joseph M, 
Ramsey, president, F. M. Barton Pub- 
lishing Co., E. Aurora, N. Y., a crack 
amateur photographer, and W. Reuen 
Fisher, Universal Engineering (Co,, 
Frankenmuth, Mich., who also has ex- 
cellent movies of caribou, antelope, 
and other wild life taken on previous 
trips. There will also be Roy §, 
Osmun, chief chemist, Dow Chemical 
Works, Midland, Mich., and Thomas 


\. Sindelar, sales manager, Truscon 


Steel Co., Cleveland, Ohio. 
With the party will go a United 
States government-employed _ profes- 


sional lion hunter and his pack of ten 
lion-trained Walker hounds. Native 
guides, cooks, wranglers and_ helpers 
will be taken. Approximately a dozen 
mountain bred saddle-horses and 
twenty or more burros to serve as 
pack animals will be required to get 
the party to its base camp, far back 
in the canyons of the lion country. 
Following the lion hunt, the party 
will pack down into lower, semi- 
barren country, famous for its speedy 
and savage peccary or wild boar. The 
unpredictable action of the boar when 
disturbed, his speed when aroused and 
the difficult terrain in which he is 
found make him practically camera 
proof. Should the party secure motion 
pictures of peccary, they will be 
among an extremely limited number 
of such pictures to have been made. 





and Disston's oldest 
employe in years of service, 69, is con- 
gratulated by W. D. "Will" Disston at @ 
luncheon of the Congress of American In- 
dustry in New York where Metzger and four 


George Metzger, 83, 


other men were honored as representatives 
of the dependability of industry's veteran 
workers. Metzger is foreman of the black- 
smith shop 
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=| With the new INCREASED BELT 
1 RATINGS of MEDART V-BELTS 


Chemical 
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Serve as 


ed 10 NEW OPPORTUNITIES FOR DISTRIBUTORS 


. poe. The increased belt ratings of Medart drives enable you to increase V-Belt 

ng —- Drive sales through lower cost installation. These new ratings assure econom- 

its spéedy ical, as well as more efficient, V-Drive performance. 

boar. The 

sah por IT 1S EASY NOW FOR YOU 

ich he is to determine the correct belt and sheave combination from the data shown in 

a pene ee the new Medart V-Belt Drive Catalog. This simplified catalog eliminates com- 
will be plex mathematics ... intricate engineering computations. Just simple arithmetic 


d number 
n made. 


and a few minutes time gives you the exact V-Drive combination to fit the 
customer's specific drive problem. 


WRITE TODAY 


For a copy of the New Medart V-Belt Drive Catalog. See for yourself how 
Medart Engineers have arranged for Medart Distributors to be able to give 
better engineering service and provide lower cost V-Belt Drive installations. 


YOU MAKE MORE MONEY when you sell more drives. Medart makes this easy 
... by giving you the advantage of pioneering activities, both in products, 
and, in the service you are able to perform for your customers. And, Medart’s 
Distributor Policy is sound ... meets the requirements of your territory. 


Write for complete details today. 


THE MEDART COMPANY 
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HOTEL ADOLPHUS 
Dallas’ largest and 
leading hotel . . . 
compares with the 
finest in the country 


WELCOME to Dallas and 


the Great Southwest—A pril 21-24, 
1940—Triple Mill Supply Convention 


The HOTEL ADOLPHUS extends a cordial invitation to mill supply men 
from the four corners of the country to make this hotel their center of 
operations during the convention. It has been selected as the “official” hotel 
convention headquarters. 


Dallas is a delightful place—and the weather is ideal in April. THE 
ADOLPHUS has the finest convention facilities in the Southwest—with air 
conditioned meeting rooms, acoustically treated. Three large restaurants 
serve the finest quality food, tastily prepared, at popular prices. Nationally 
known bands play in the Century Room during luncheon and dinner. 


You'll have a great time and a great convention in Dallas. And may we 
suggest your visit to Mexico after the convention. 


Advance reservations secure the most desir- 
able accommodations ... make yours now! 


HOTEL Apotruus 


DALLAS 


Member American Hotel H. FULLER STEVENS 
Assn. Texas Hotel Assn Managing Director 
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A candid shot of Daniel P. Quinn salesman 
for F. K. Blanchard, Inc., Troy, N. Y., taking 
a drill order from A. M. Walker, who owns 
and operates a machine shop in Manches- 
ter, Vt. The picture was taken by Ernest 
Lamb, Simonds Saw and Steel Co., while 
doing missionary work with Quinn 


Concentrates Promotion 
On Sawmill Customers 


Cunningham Machinery Corp. 
Shreveport, La., has every right to 
be proud of—and to expect results 
from—its promotional efforts directed 
toward its sawmill customers. 

This firm, which handles a _ well- 
rounded line of industrial supplies as 
well as larger equipment and ma- 
chinery for the sawmill, derives much 
of its business from this class of ac- 
counts. Every alternate month it 
publishes “The Modern Sawmiller,” 
a 16-page magazine. In each issue 
one or more of the leading mills in 
the territory is given flattering edi- 
torial attention. Also, much catalog 
information concerning the supplier’s 
products is listed, as well as pictures 
and text to highlight the men who 
sell for Cunningham and the kind of 
service rendered. 

“Some Mighty Fine Lines,” is a 
slogan frequently used, but with each 
reference to it the distributor™ lists 
the nationally known manufacturers 
whose lines are handled. An effective 
poster which won good reception 
among customers was titled, “Don’t 
Gamble!” It displayed a humorous 
photograph showing three darkies en- 
gaged in a poker game. One has 
removed his shoes and is using his 
bare toes to slip an ace to his con- 
federate across the table. Under- 
neath the photo the “mighty fine lines” 
were listed above the . Cunningham 
signature. This poster was tacked 
up in nearly every plant in the firm’s 
territory. 

Smaller reproductions of “The 
Modern Sawmiller” contain photo and 
details of the individual salesman and 
are utilized by him in making himself 
better known to his customers. 
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pice: \\ > Bassick’s long record of consistent advertising 
of ac- ge — steps up again in *40 with a broader, more 
ath & > Be powerful schedule. Every message is aimed at 
aga? ze building even greater acceptance and making 
nille in \\ ” 4 Bassick Casters easier for you to sell. 
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Mein ; et st f know Bassick Industrial 
cies en- \ ae: Casters as the outstanding 
ne has ; " Ses quality line—the complete 
ing his —_— line, with the correct size 
U : on and type of caster to meet 
tis a oe a every customer's specific 
: needs—at prices that are 
right. 


YOU CAN “BUILD BETTER BUSINESS WITH BASSICK”’ 
THE BASSICK COMPANY > Bridgeport, Connecticu! 


Division of the Stewart-Warner Corp... Chicago, Hl. 





Canadian Factory: Mewart-Warner-Alemite Corporation of Canada. Lid... Belleville. Outario 
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pranocrapnen CATALOGS 






NOW SELLING 
SUPPLIES FOR 


NEAL & BRINKER CO. 
of 
NEW YORK CITY 


An tools of high speed steel are priced in red to facilitate pricing. 
Action illustrations demonstrate the applications of many products. 


Le assure the buyer that items represented in this catalog are genu- 
ine articles of manufacturers with a national reputation, the listings 
are identified by factory trade marks. 


I you want your next catalog to contain these modern features, then— 


For Details Write Today to : 


WEINBERG & MCKEE, Inc. 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS 


The FAIRBANKS 


“GREEN LINE” 
didn’t just happen 






























“You can 
bank on 


FAIRBANKS” 


Fairbanks made a big investment in 
time and care to find out what truck users 
would do if they built their own trucks. 
The consensus of many opinions, based on 
user experience, was this: “We want 
wooden trucks that are as strong as steel”—in other words, 
trucks that would stand up under long, hard service and still 
be sufficiently light weight to be easily handled. 

And that’s just what Fairbanks offers in the “Green Line” 
—trucks of resilient wood, reinforced with steel for strength. 

The Fairbanks “Green Line” has actually been built to 
users’ specifications. Naturally they’re easier to sell because 
they not only meet a demand, but are competitively priced. 
They offer greater value to users—a more profitable line for 
distributors. 








A complete line of standard and special hand and platform 
trucks, wheelbarrows, casters and rubber-tired wheels. 


Write for catalog No. 50 


THE FAIRBANKS COMPANY 
19 East 4th St. New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 
Factories:—Binghamton, N. Y¥., Rome, Ga. 


ee 
aa 





ew ° Hand and Platform 
Fairbanks i) "is 
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Price Bulletin Carries 
Events Calendar 


A new monthly price bulletin, issued 
by the Chandler-Boyd Co., Pittsburgh, 
carries on the first of four pages a 
calendar. For each date, events of 
interest in Pittsburgh are listed. 

The second and third pages are de- 
voted to current discounts. The folder, 
printed on cardboard, can be tacked 
up or filed. Holes for hanging are 
punched. 


L. H. Gilmer Co. 
Holds Sales Conference 


The new “Gilmer Guide to Efficient 
V-Belt Practice” was foremost among 
the features on a varied program dis- 
cussed by a sales conference of Gil- 
mer district managers in Philadelphia, 
February 20 to 23. Gilmer develop- 
ment engineers also gave advance pre- 
sentation of a new design of endless 
flat belt designed for service at high 
speeds. 


Kready Promoted By 
Smith Bros. Hardware 


S. L. Hall, president, Smith Bros. 
Hardware Co., Columbus, Ohio, an- 
nounced at a general sales meeting, 
held just before the first of the year, 
that Harry Kready, former territory 
salesman, was to be manager of the 
mill supply division for both city 
and country sales. 





With Dumore. The young gentleman 
pictured above is R. B. Voelker; who has 
been in the advertising department of 
the Dumore Co. since last June, when 
he was graduated from the University 
of Notre Dame, where he had majored 
in Journalism. Bob also does some sales 
promotion work and handles publicity, 
besides being involved in the sale of 
Dumore dental equipment 
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“ENDWELDUR’ 
~. CHAIN 
































PROOF COIL TWIST LINK “ENDWELDUR" 
& BBB CHAIN COIL CHAIN SLING CHAIN . 
Because American Chain engi- 
neers perfected the art of welding chain 
links on the ends instead of the sides— 
' and because they developedanewalloy 
\ ing “4tol1 hai 
ELWEL COIL TENSO ; AMERICAN —users are getting to l longer chain 
& MACHINE CHAIN NY PATTER Patyenn lifein tough service.” Endweldur Chains 
stand up under elevated and subzero 
temperatures, moderate impact load- 
WELDED RINGS - . ° 
REPAIR LINKS 2 ings and bending and gouging. 
commen Contin ones S S S 8 This chain hinges perfectly at every 
LOCK LINK ' ; 1 ; ; ; 
ee — cane link. Each link is entirely normalized 
—all internal strains removed. Uniform 
quality provides maximum safety. 
A? swivel SNAPS ’ 
Send for this FREE booklet - 
Ox It gives all the facts about End- ] 
</> weldur Sling Chain. Tell our engi- / 
MALLEABLE SWIVEL SLIP HOOK GRAB HOOK MALLEABLE CASTINGS neers of your chain problems. They j 
will be glad to offer suggestions. 

















Also Chain, Chain Fittings and Attachments for Every Purpose 


In the American Chain line, largest and most 
complete in the world there are welded and 
weldless chains of all types, sizes and materials 


and attachments. All these chains, fittings and 
attachments are designed for your safety, econ- 
omy and convenience and are thoroughly pre- 





—and every conceivable kind of chain fittings tested in our laboratories. . 

SUMMARIZED: American Chain offers a full line of welded and weldless chain—also cotter pins, eye bolts, cold 
shuts, lap links, round eyes, malleable castings, grab hooks, slip hooks, sash chain fixtures, screw hook hangers, 
shackles, S hooks, sling chain hooks, snaps, special attachments, swivels, toggles, utility jacks, welded rings, etc. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 





a. AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION # FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 

4 DIVISION @ HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION « OWEN SILENT SPRING COMPANY, INC, © PAGE STEEL AND 

ACCO Y WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
ea ie? CHAIN COMPANY, LTD. # IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. ¢ THE PARSONS CHAIN COMPANY LTD. « In Business for Your Safety 


-~ 7 - — 
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New Tool Announced By 
Telephonic Broadcast 


In a globe-girdling telephonic broad- 
cast the Independent Pneumatic Tool 
Co., Chicago, announced the “Thor- 
Nado,” new portable electric hammer, 
to distributors throughout the world 
on February 6. 

To Syndey, Australia; Manila, P. I, 
and Caracas, Venezuela; as well as to 
fifteen key cities in the United States, 
news of the product was carried ina 

SELF-LOCKING half-hour program, the first of its 
Hollow Set Screws || “";; er 

The program originated from a 
WITH THE KNURLED POINTS studio in the Chicago offices of the 
tool company and was relayed to the 
various points where distributors and 
Increasing “Unbrako” sales indicate that industry the company’s own men were assem- 
is demanding the set screw that, once set up, can’t bled to hear it via public address sys- 
jar loose no matter how severe the vibration. tems. The hook-up was pre-arranged 
“Unbrako” Self-Lockers prevent accidents and to allow distributors at each receiving 
breakdowns and reduce maintenance expenses. Yet point to communicate in turn with 
they’re easily applied, as easily removed and may | every point, giving their reactions and 

be used over and over again. Write us for other asking questions about the product. 
wg selling points, samples and distributor’s proposi- The actual sound of the hammeg 
mA we tion. was picked up on the program, which 
was prepared by Vice-President Neil 
C. Hurley, Jr. and Advertising Man- 


STANDARD PresseEp STEEL Co.| ‘*“ 
Hl 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON 
DETROIT BOX 519 
INDIANAPOLIS SAN FRANCISCO 





























Safety Belt Hooks and Lacers 


REG US PAF OFF 


Give You More Profit! 
In the New York office, G. K. Heyer, gen- 
eral manager, power apparatus, (Graybar 
: Electric Co.) “goes on.” Others listening 
Let us explain, in are, left to right, Henry Sievers (Graham 


| quote you and Industrial Supply, Lodi, N. J.); W. A. Sine 
nA . Mi outline our sales (Wiley-Hughes, Trenton, N. J.); A. W. 
wv co-operation. | Snyder (Graybar); Elmer Wyler (N. Y. 
ad | manager, Independent Pneumatic Tool Co.) 
/ and E. L. Graham (Graham Co., Lodi) 
See Those Jaws 
SAFETY Not fiat, but RIBBED N.A.M. Makes Study of 
Portable Lacer ‘ Each Rib Contacts Business-Government Contracts 


A HOOK ONLY itt 
An analysis of the principles and 
The Best : | procedures relating to contracts  be- 
Belt-Lacing 2 tween government and private busi- 


|} ness, is contained in the combined 
System C% Ae wail Be N: 
oe - November-December issue of the Na- 


with the re : Hooks are easily tional Association of Manufacturer's 
Largest sunk below the Law Digest, just released to member 
Profit surface of belt ship of the association. 
Full 6” Capacity . The chief topics treated by the 
Stouter These two features N.A.M. publication are: 1. General 
oppeal to principles and procedures on entering 
mechanics. into government contracts; 2. Stand- 
Sales are easy! ard contract forms and typical provi- 
sions; 3. Laws which may be part otf 


Safety Belt-Lacer Co., Toledo, Ohio 5 inputs and appeals; 6 Wordly 


contracts. 


For You! 


Stronger 














MILL SUPPLIES © MARCH, 1940 





—$—$ 


» | —Youll find it PROFITABLE to Sell 
=: | BROWN & SHARPE SCREW MACHINE TOOLS 


the *Thor- 
ic hammer, 


Ls er because there's steady business from your customers who 
one all get Maximum Production by using these Quality Tools on 


well as to 


tl Sates their Brown & Sharpe Screw Machines 


rst of its 


| from a 
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ved to the 
yutors and 
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dress sys- 
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receiv ing 
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product. 
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leyer, gen- 
(Graybar 
s listening 
s (Graham 
V. A. Sine 
3 AL W, 
r (N.Y. 
Tool Co.) 
.odi ) 


ntracts 


Along with other items in 


our Extensive Line—here's = 
opportunity for added sa 
and profits. 

BROWN & SHARPE MFG. CO. 


BS Providence, R. 1. 














a 
MORGAN ::f:: VISES 


HAVE OUTSTANDING 
SALES FEATURES 
THAT WILL WIN 
NEW SALES AND 
NEW PROFITS FOR 


Me «ce we we ae 

















% Morgan Vises give you more to _ sell—dependability, 
strength, rigidity, and modern design—sales features that 
command the respect of users. SELL them for good sound 
business. Depend on them to get you a substantial increase 
in vise sales. Sizes and types are available for every class 
of manufacturing—fully guaranteed. Get acquainted with 


our protective distributors’ policy—it helps you make money. 


MORGAN VISE COMPANY 


108-112 N. JEFFERSON ST. CHICAGO, ILL. 














NOW! JUSTRITE SAFETY CANS 


Are Safer to Use - Easier to Handle - Lower in Up-keep 


Ot, Handle in center. 
Can always in per 
ect belance for 

Vj carrying of pour 

/ ar 








\ 

? \ 1'¢” Norrie. Fille 
: direct from tillieg 
\] station nose. No 


neal canal NON-SPLASH “POUR- 
ING” LIP cast on outer rim 


— f le, bel spout cap, 
NATURAL HAND GRIPS—three position ‘nds loss due to spilling 
“Swinging” Handle, shown above, is standard ends dangers of splashing 
on the large size (2, 3, 5 Gal.) a hy wen while pouring. 
Can. Small sizes (1 Pt. to 1 Gal., below) have 
“Trigger” type Handle . . . opened by pressure REPLACEABLE NON- 








easy and 








of the fingers. FLASH - BACK SCREENS 
All Justrite Safety Cans and (not required by Under- 
Justrite Oily Waste Cans are writers’ Laboratories, Inc.) 


Inspected, Individually are held in place by special 
Numbered and Labeled by locking-ring. May be re- 


UNDERWRITERS’ LAB- moved and replaced without 
ORATORIES, INC. and special tools. A damaged 
Approved and Labeled by screen does not prevent the 
FACTORY MUTUAL. safe use of the can. 

Tustrite Safety Products Are Sold by Leading Mill Supply Houses 


I 


Write for Illustrated Folders 


JUSTRITE MANUFACTURING CO. 
2079 SOUTHPORT AVE., CHICAGO, ILL. 
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News Of The 
Purchasing Agents 


Howard J. Flanders, former as- 
sistant p.a. for Todd Seattle Dry 
Docks, has been appointed p.a. for 
the new Seattle-Tacoma Shipbuilding 
Co., with headquarters in Tacoma. 
R. P. Gallagher, former p.a. for 
“Seattle Times” has been named as- 
sistant to Mr. Flanders. Succeeding 
Mr. Flanders at Todd’s as assistant 
to John Robinson is Gar Davis. 

Norman Matson has been appointed 
p.a. for Consolidated Olympic S.S. 
Co. 

Roy Mundy, city treasurer of Seat- 
tle, has been appointed by city council 
p.a. for Grand Coulee. 

As of January 1, James Kolbus be- 
came p.a. for University of Idaho. 

T. P. Parsons has been named 
Northwest district p.a. for Aluminum 
Co. of America. 

Continental Screw Co., New Bed- 
ford, Mass., has named Harvey F. 
Phipard, Jr., as p.a. 

Virginia Iron & Coke Co., Roanoke, 
has appointed Gordon H. Baker p.a. 

New p.a. of Murphy Diesel Co., 
Milwaukee, is William F. Stremke. 

City p.a. of Lowell, Mass., is Walter 
S. Connor. 

Successor to Marion C. Hargrove 
as p.a. for the District of Columbia 
is Roland M. Brennan, former secre- 
tary of the Board of District Commis- 
sioners. Mr. Hargrove retired re- 
cently after fifty years’ service. 

New secretary for the City Board 
of Purchase, Columbus, Ohio, is 
Maynard Hyland. 

Resigning as p.a. for Federated 
Metals, St. Louis, Harry Tanzer is 
now associated with Duquesne Smelt- 
ing Corp., Pittsburgh. 

Appointed p.a. of Erie Railroad is 
Thomas FE. Savage, who succeeds the 
late F. W. Holt. Mr. Savage’s assist- 
ant will be Frank J. Loughlin. 

Charles B. McClosky has joined the 
purchasing staff of the Ace Hardware 
Corp., Chicago. He recently resigned 
from Biddle Purchasing Co. 


Purchase Plath Equipment Co. 


R. M. “Russ” Smith of Strong, 
Carlisle & Hammond Co., Cleveland 
and William “Bill” Hadwin of Plath 
Equipment Co., Detroit, have pur- 
chased Plath Equipment Co. from the 
Hugo Plath estate. 

The firm name will be continued 
and it will be Michigan distributor 
for Strong steam specialties and 
Marsh heating specialties. 

Bill Hadwin has been with Plath 
Equipment Co. for the past 12 years 
specializing on Marsh equipment while 
Russ Smith has been factory repre- 
sentative in six midwestern states for 


| Strong steam specialties for the past 


14 years. 
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Industry Everywhere Approves 
THE WorTHINGTON Mutti-V-Drive Master MANUAL 
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IN THREE MINUTES you can determine 
the correct belt and sheave combination 
for any application. 


No tricky figuring or complicated engineer- 
ing calculations . . . just simple arithmetic 
and common sense. 


SEND FOR YOUR FREE COPY TODAY 


r 
| WORTHINGTON PUMP AND MACHINERY CORPORATION 


ith | Harrison, New Jersey 


irs | Send me a copy of the Worthington Multi-V-Drive Master Engineering Manual, V-1400-E2. 
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MORE A 
ARE LEARNING THAT 


"High-Speed" ” . 
B “Mo-Speed” Tungsten 
Molybdenum “Super-Flex" @ 


HACK SAW BLADES 
ARE THE BLADES TO PURCHASE 
YOU Can Sell Lenox Blades With Satisfaction and Profit, 
“THE BLADE IN THE PLAID BOX” 





IGHT YOUR CUSTOMERS. 
J. STOCK SAFE-LINE 


daw ae 
aa \gg. CLAMPS AND SELL 
5 N\THEM WITH A SMILE 


<~.NO MORE INJURIES 
Sharp Ends are Safely Enclosed 
—Streamlined for Safety —for 
Neat Appearance—for Security! 
No Fouling. Assemble it any- 
where, without special tools. And 


It's ECONOMICAL, TOO! 










TREMENDOUS HOLDING POWER! 


Look closely at this picture. Large spiral 


Stock grooves grip each strand, and fine vertical 
Sizes grooves grip each wire! : 

i It squeezes tight; never 

to slips and never cuts! Get 

aq” all the facts about this 


SAFE improvement. 


= WRITE TODAY! 
WIRE ROPE 


SAFE-LIN CLAMP 


NATIONAL PRODUCTION CO. 4583 St. Jean Ave . Detroit Mich 


SAFE-LINE CLAMP DIVISION 
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| Binder Named for New Post 


H. P. Binder has been app ed 
assistant manager of the centrifugal 
pump division of the Allis-Chalmers 
| Mtg. Co., it was announced by Dr, 


ss William M. White, manager and chief 


lengineer of the company’s hydraulic 


@ | department. 


In 1912 Mr. Binder entered the }n 
| draulic engineering department wi! e 
lhe served until 1917, at which ti 
he joined the 9th Field Artillers 
the regular army. At the conelusior 
of the war he resigned with the 
of Captain, and returned to the All 
Chalmers Co. in 1919, 

In the company’s centrifugal pump 
division he took up sales-engineering 
work, which required him to 
various Allis-Chalmers district offices 

) assist salesmen on local problems. 
k he continued until his ap 
pointment to the new executive post 


Brocks Attends 


Westinghouse School 


C. F. Brooks, industrial salesman, 
Superior-Sterling Co., Bluefield, W 
Va., attended the Westinghouse Sales 
School in Easf Pittsburgh on January 
12 and 13. 


Mills Celebrates 
Seventieth Anniversary 


H. W. Mills & Co., Paterson, N. J., 
celebrated its seventieth anniversary 
in business with a dinner for two 
hundred employees and guests in the 
\lexander Hamilton 


Hotel on February 5. 


ballroom of the 








Carl P. Nolte, Florida representative for 
the Republic Rubber Division, Lee Rubber 
and Tire Corp., died January 26 at his home 
Mr. Nolte had been in 
the mechanical rubber goods industry for 


in Jacksonville. 


29 years, most of which time was spent in 
sales work in the Southern States 























Supply houses find Kennedy 
a profitable line 






because Kennedy offers... 








Some of the many 
Kennedy Valve types 








Bronze Bronze Globe 


Gate 





Valves and Angle Valves 


Bronze lron-Body 


Check Valves 





Check Valves 





lron-Body Gate Valves 


A complete line of types and sizes for all standard re- 
quirements ..... 


Valves and pipe fittings with attractive proportions and 
sturdy construction which win favorable attention from 
customers ..... 


Designs with definite superiorities and proven satisfac- 
tory performance which assure repeat orders ..... 


Large manufacturing facilities and conveniently located 
warehouses which provide prompt attention to orders, 
and quick deliveries ..... 


A 63-year policy of selling exclusively through supply 


houses to industrial plants, and standing squarely back 
of all products. 


SOME TYPICAL COMMENTS FROM USERS OF KENNEDY PRODUCTS 








"| install nothing but Kennedy 
Valves, as | find them the 
best." 


"Kennedy Fittings help us to 
do better work with less ef- 
fort.’ 


I find Kennedy Fittings to be 
the best that can be gotten 
and always use them in all 
our work.” 


"Il have used Kennedy Valves 
for 35 years and have had 
best service." 


“Both in finish and threads 
we find Kennedy Fittings the 
best we ever looked into, say 
our employes. We agree 
with them.” 





"We have used Kennedy Fit- 
tings for some time, and they 
have proved quite satisfac- 
tory. The tapping runs true 
both as fo size and direction. 
They are light, yet strong, 
and yet stand more tightening 
than any other fittings we 
have ever tried.” 


"Have been using Kennedy 
Valves and Fittings for years, 
as they are always reliable 
and stay tight.” 


"Il always insist on Kennedy 
Fittings, as | find them per- 
fect and easy to enter or con- 
nect with good tapping. Their 
machine work is all that can 


be desired.” 


Send for Complete Information and Dealer Helps 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
OVALVES witn Extra Value 
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Convince yourself that Bristo’s 
faster, easier, tighter set-up 
means speedier assembly, 
stronger construction, minimum 
assembly cost. All you have to do 
to get Bristo Socket Screws for an 
“on-the-job” tryout, is to mail in the 
handy coupon below. It brings you a 
tidy selection of Bristo Screws and 
Wrenches for you to set up—either 
on your products or your production 
machinery. 


BRISTO’S THE CHOICE... 

for good reasons! 
These easy-to-handle socket screws set up tighter, and 
with less effort. And they stay tight, too,— holding with 
a grip that defies vibrations. The exclusive fluted design 
of the socket head permits greater force without weak- 
ening, without donger of stripping or rounding out. 
Time and again a Bristo can be backed off and retight- 
ened without damage to the socket. Use of a Bristo 
reduces necessity of frequent replacements. Assembly 
time is saved. No wonder so many manufacturers have 
standardized on Bristos!! 


MAIL THE COUPON! 


Free Bristo samples, and Bulletin 8-838 which gives you 
facts on these labor-saving screws, ore ready for you. 
Send for both today. The Bristol Company, Mill Supply 
Division, Waterbury, Conn. 


QUICK BRISTO FACTS 


Lock-tight socket head, won't 
split, shear, round out, jam or 
strip . . . Set tighter with less 
effort . . . No loosening under 
vibration. Take wrench without 
fumbling . of skidding. 


BRISTO 


THAOE Mann # 





SOCKET SCREWS 





THE BRISTOL COMPANY, Mill Supply Division 
Waterbury, Conn. 


Send me sample Bristo Socket Screws and Bul- 
letin 8-838. 


Name 





Address___ - 
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Factory men and district sales managers who attended Coffing Hoist's annual sales con- 


ference in Danville, Ill. 


Top row, left to right: J. R. Perry; J. R. Coffing, general sales 


manager; F. W. Coffing, president; J. F. Bookwalter, factory superintendent and E. J. 
Heinen, district sales manager. The following are also district sales managers, center row: 


F. L. Dwiggins, E. A. Cramer, D. T. Gano and W. S. Morrow. 


Ray Doan and H. N. Hayes 











Birdseye Changes Hands 


Wabash Appliance Corp., Brooklyn, 
N. Y. has acquired complete control 
of Birdseye reflector lamps and will 
market these nationally along with 
their “Superlite”’ light conditioning 
bulbs and “Superflash” photolamps. 
Several new lamps are to be an- 
nounced. Lamp sales will be under 
the supervision of H: L. Bernstein, 
director of sales of Wabash Appliance 
Corp. Personnel of the former Birds- 
eye Electric Co. will function intact. 
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Bottom row: Mike Crowder, 








New Plant for Shim Company 


The Laminated Shim Co., Inc., 
Long Island City, N. Y., manufac- 
turer of Laminum shims, shim stock 
and small stampings, has just an- 
nounced that work has started on a 
new plant located at Stamford, Conn. 
The new building is to be a modern, 
one-story manufacturing building of 
about 30,000 square feet of floor 
space. Provision is being made in 


the structure for new general offices. 
Completion is expected in June. 
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Was Occasion vith Gates 


yaaa Loose. After ae ohibeck. the Plant 


Vulco-Ropes. oe. “| Haven't Had 4 

ears’ rouble Since they Were 
1 

Installed.” 


THE 


Concave Side 
IS A GATES PATENT 


"a Motor 















Heres a Simple Fact 


Prove it for Yourself and 


SAVE MONEY 


on V-BELTS ond POWER 


Pick up any V-belt having the ordinary straight sides and bend the belt. 
Three things will happen, right before your eyes. 


{24 





. : What Happens 
(1) The top of the belt is under tension and grows narrower. (2) The Ciena 


bottom is under compression and becomes wider. (3) The sides of the belt bulge V-Belt Bends 
out. (Figure 1, at right). 


This bulging of the straight sided V-belt in its sheave-groove costs you money 
in two ways—(1) The bulge causes uneven sidewall wear—shorter life! (2) The 
bulging side cannot evenly grip the sheavewall—a loss in transmission efficiency! 


V-Belt In figure 2, you see how the precisely engineered concave 
in Sheave ‘ide of the Gates Vulco Rope exactly corrects this bulging. 
Two distinct savings result. (1) The Gates Vulco Rope wears 

evenly—longer life! (2) The entire sidewall grips the pulley— 

carries heavier loads without slippage: saves the belts and also 


! 
It’s the sides of a V-Beit that Saves your pow 


do all the gripping and get all ° : . 
the wear. That's why longer The Gates Vulco Rope is the only V-belt built with the 
life for the sides means longer 


life for the belt. patented concave side. . 


THE GATES RUBBER COMPANY 
Engineering Offices and Stocks in All Large Industrial Centers 


GATES ‘“i2»: DRIVES 












“Western Ave. ‘Building 
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Crashing in 
with 
Hack Saw Profits! 


Backed by years of service that 
assures satisfaction on any metal cut- 
ting job—these rangy Wolves of Lenox 
Blades strongly packaged in plaid boxes are 
driving in greater hack saw profits. 


FOR EVERY METAL CUTTING JOB 


“HIGH SPEED" "“MO-SPEED" 
“TUNGSTEN” “SUPERFLEX" 


“The Blades in the Plaid Box” 


AMERICAN SAW & MFG. CO. Springfield, Mass. 


















, 





A Natural Sales Response 


Zi is built into all 
ALL-STEEL 


PEERLESS 
HOISTS 


You have a natural “buyer's” product 
for every materials handling problem | 
that chain hoists can solve. 















Match your buyer’s wants—continuous 
performance, without repair or mainte- 
nance cost, safety and speed in oper- 
ation and long working life—with ALL- 
Steel Peerless Hoists. Get on your 
buyer's side of the desk with lower pro- 
duction costs and increased production 
volume—and get easier sales. | 


THE HARRINGTON CO. 
17th & Callowhill Sts. Phila., Pa. 


=~2 
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Entire Sales Force 
on Factory Tour 


The Riechman-Crosby Co., Mem- 
phis, sales force is making a_ two- 
weeks visit to Eastern factories, where 
they are getting first-hand informa- 
tion on the lines handled by the Mem- 
phis firm. There’ll be a class of in- 
structions at each plant. “In order 
that our salesmen may be better in- 
formed on our products, and _ better 
equipped to render a real service to 
our customers, prompted us to have 
them visit a few of our factories,” 
stated Richard Alcott, vice-president 





Riechman-Crosby salesmen just before leav- 


ing on a two week tour of manufacturing 
plants. Left to right: V. E. Leatherman, 
C. Y. Caldwell, Walter E. Zepf, J. M. 
Pentecost, G. E. Cox. Back row: A. S. Nord- 
linger, C. W. Hoover, Jr., C. E. Campbell, 
V. L. Houston and Jordan Barton 


and general manager. “From time to 
time, we expect to send our men to 
other factories, as we want them to 
have a thorough knowledge of the 
lines we handle.” 

The factories visited on this trip 
were: Alexander Bros., Henry Diss- 
ton & Sons, SKF Industries, Inc., 
American Pulley Co., Yarnall & 
Waring Co. and Yale & Towne Mfg. 
Co., Philadelphia, Pa. 

The company took advantage of this 
occasion to send an illustrated letter 
to all customers, merchandising the 
training the salesmen were getting 
and soliciting telephone and mail 
orders in their absence. 


Stephens-Adamson 
Official Dies 


John J. Fasmer, until recently gen- 
eral sales manager, Stephens-Adam- 
son Manufacturing Co., Aurora, IIL, 
died suddenly on February 3. 

Mr. Fasmer, at 56, had been in 
active service with the firm since its 
organization in 1901. He was super- 
intendent at the main factory until 
1919, manager of the St. Louis office 
until 1931 and general sales manager 
until a few months ago when illness 
limited his activity. 
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1 & 1,339,310 times each month ARMSTRONG publication adver- 
Mig tising directs tool buyers to their local mill supply distribu- 
oe tors, while unnumbered thousands see ARMSTRONG signs 
£ thi and displays, pick ARMSTRONG “dealer help” literature 
t this from your counters, study ARMSTRONG catalogs look over 
letter ARMSTRONG TOOL HOLDERS and Tools in your windows 
+ the and on your shelves. 
‘tting But greater in sales building than all of these is the good 


mail will of the hundreds of thousands of skilled tool makers, 
machinists and factory workers who use ARMSTRONG TOOL 
HOLDERS and TOOLS .. . who will use only ARMSTRONG 
Tool Holders because they know that these tools will stand 

up to any speed or feed they can give then. . . that pick ARMSTRONG BROS. TOOL co. 
out the ARMSTRONG “C” Clamps because these clamps “The Tool Holder People” 

will not spring or spread .. . that thrill at the accurate . A ‘ Chi U.S.A 
balance, the “feel” and handiness of ARMSTRONG Wrenches 305 N. Francisco Ave. ap OE, 
noo test sales f behind ARMSTRONG , Bi 

gen- oom are the greatest sales force behin O° Eastern Warehouse and Sales: ARMSTRONG 
.dam- All of these sales building forces add up to more PROFIT Supply House ‘a 

; ie for the tool departments that display, talk and push <> 
ARMSTRONG TOOL HOLDERS and TOOLS. 
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en in 
ce its 
super- 
until 
office 
nager 


liness 





MILL SUPPLIES © MARCH, 1940 105 




















MISSIONARY CALLS 


PROFITABLE 


RIGHT NOW! 


Missionary Calls Need Not Be 
Mere "Contacts" 


bai 
C > 
ACTUAL RECORDS in — = y 


our files show mill supply KBy-TITE 


men can open from five 
to fifteen new accounts 
in a reasonable length of 
time on missionary calls 
Key-Tite. 
One salesman, for example, featured Key-Tite 
in all of his calls for a period of two weeks... 
made 28 sales of which 11 were NEW customers. 





by featuring 


HERE'S ALL YOU NEED KNOW ABOUT 

KEY-TITE, The Ideal Sealing Compound 

For Thread And Gasket Connections, 

TO MAKE MISSIONARY CALLS PROFIT- 
ABLE 


1. For all lines carrying water, gas, com- 
pressed air, low pressure steam, etc. 

2. Provides a permanent leak-proof seal. 

3. Is economical to use. 

4. Will not settle in the can. 

5. Does not freeze the joint. 

6, Does not affect color or taste of potable 
liquids. 

REMEMBER, TOO—Key-Tite carries a much higher 

margin of profit for the Distributor than the aver- 

age line. This means that Key-Tite sales give you 

a double advantage—they open up new and revive 

old accounts ... pay a bigger profit in doing so. 





2621-A McCasland Ave., East St. Louis, Ill. 
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She learned about shovels from Penn 


New York Show 
Draws 2500 


More than 2500 invited guests at- 
tended the H. O. Penn machinery 
show in New York last month. In- 
cluded in this turnout were many 
city, county and state highway off- 
cials, engineers, builders, contractors, 
operators, industrial plant owners and 
managers, as well as a surprising 
number of seamen, the latter in- 
tensely interested in conversion to 
heavy duty and low cost marine diesel 
power. 

In the 25,000 sq.ft. showroom there 
was generous aisle space in which to 
move about comfortably even when 
the peak of visitor count was reached. 
The smaller displays were well placed 
and so arranged as to permit inspec- 
tion from all angles by guests. Not 
a line of publicity was released be- 
fore the show and the full attend- 
ance was by invitation only. 

The auditorium with 350 seats was 
filled to capacity all afternoon and 
evening. Talking movies of educa- 
tional value were shown continu- 
ously. Some featured the many new 
uses of Diesel engines and the ever 
increasing use of low cost diesel 
power from simple electric generator 
sets and’ marine power to complete 
all inclusive public utility plants. 

The “Get Together” was scheduled 
from 4 P.M. to 11 P.M. according 
to the tickets but the crowds began 
filing in shortly after 12 noon and it 
was past midnight before the hosts had 
time to think of curfew. 


Dieh! Addresses 
New York P.T.C. 


Harry B. Diehl, Reeves Pulley Co., 
addressed the members of the New 
York Power Transmission Club at a 
meeting on March 1. His subject 
was “The Use of Variable Speed in 
Industry.” 
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Jwo Items You 
Can Count On 


for REPEAT 
BUSINESS! 





“BosS” 


WASHER TYPE, STYLE W-16 


The fact that “BOSS” hose couplings lead all 
others in sales and variety of industries served 
is proof that once sold they stay sold! Their 
quality assures long service; their careful de- 
sign guarantees maximum efficiency; and the 
actual protection they provide to the ends of 
the hose on which they are used is another 
important saving which users of industrial hose 
appreciate. 


All parts are steel or malleable iron, cadmium 
plated to prevent rust. Sizes: 14" to 4’, inclu- 
sive; for high or low pressures on steam, air or 
liquid lines. 





MALE COUPLING 


STYLE MX-16 


This is the companion coupling for the “BOSS” 
female coupling described above. It is made of 
the same high quality materials, and incor- 
porates the same sound principles of design. 
Used in place of iron pipe nipples, it is con- 
siderably more practical and economical, as it 
eliminates the need of oversize hose. Cadmium 
plated—rustproof. Sizes: 1%4"" to 4”, inclusive. 
See list 1239-X for complete description. 


Sold only in strict accordance with our estab. 
lished Distributor policy. 


DIXON 


VALVE & COUPLING C0. 


MAIN OFFICE AND FACTORY 


PHILADELPHIA. PA. 


Branches: Chicago - Birmingham - Los Angeles - Houston 
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“He'll see you at once 
Mr. Brody” 


How the advertising pages of 
BUSINESS WEEK 


make life more fun for salesmen... 


After Brody disappears into Mr. Oglethorpe’s 
office, these fellows with the cool heels are go- 
ing to set up the age-old chant of ‘“Say—who's 
that guy? What's he got that we haven't got?” 
Just one thing. The line he’s selling is backed 
up with smart advertising in BUSINESS WEEK 
. the magazine that’s aimed and edited for 
business executives. Its readers are engaged in 
the active management of American business; 
and all use Business Week as a powerful partner 
in making decisions where major purchases are 
concerned. 
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In brief, companies advertising in Business 
Week are making life more fun for you. They're 
making executives want to listen to what you 
have to say! 

Because that’s so, more and more companies 
are putting this magazine at the top of the list 
in their selling plans . . . companies like those 
listed here who are selling themselves and their 
products to the men okaying your orders! 





In January .. . these companies talked to the 
active management of business through the ad- 
vertising pages of Business Week .. . 


Allis-Chalmers Hewitt Rubber Corp. 
Manufacturing Co. (Mechanical Rubber Goods) 
(Power Transmission Hyatt Bearings Div., 
Equipment, Blowers, General Motors Sales Corp. 
Compressors, Pumps) (Roller Bearings) 
Aluminum Company The International Nickel 
of America °. 

(Aluminum Alloys) (Nickel Alloys) 
SS = Keasbey & Mattison Co. 
(Steel Fences) (Asbestos and Magnesia 

Broderick & Bascom Products) 
Repe Co. Koppers Co. 


Wi R 
The A ng he Co. (Railroad Supplies) 


(Insulations, Cements, Repyblic Rubber Div., 

Expansion Joints) leé Rubber & Tire Corp. 
Century Electric Co. (Belting & Hose) 

(Electric Motors) Joseph T. Ryerson & 


Clarage Fan Co. Son, Inc. 
{Air Conditioning, Fans (Steel) 
and Blowers) Scott Paper Co. 
~~ ~~ ; , (Paper Towels) 
alves ittings 1 tries, Inc. 
The Fafnir Bearing Co. pg te mony — 








(Ball Bearings) 
Fairbanks, Morse & Co. 

(Pumps, Scales & Motors) 
General Electric Co. 


Tinnerman Products, Inc. 
(Speed Nuts) 

Westinghouse Electric & 
(Incandescent Lamps) Manufacturing Co. 

The B. F. Goodrich Co. (Electrical Equipment) 
(Mechanical Rubber Goods) Willson Products 

Goodyear Tire & Rubber Incorporated 

Co. (Respirators, Goggles,\ 
(Mechanical Rubber Goods) Helmets, Gos Masks) 
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SAWS 


Continuous use has 


PEM EAEDEREEREEHREHEEHEEERHEHEEES 


SOLD 


Cutting AND 
BAND | BRING 





PROFITS 


proved to operators 


that Lenox Band Saws last longer—do 
their job better—cut production costs. 


Naturally, they are 


easier to sell—natu- 


rally, they increase band saw profits. 


“THE BLADE IN THE PLAID BOX” 


Seen eannennannnandt 


Se nananunni 



























SILENT CHAIN 


INTERCHANGEABLE 


AND 
CHANNEL LUBRICATED 
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BE PREPARED TO FILL 
EVERY DRIVE REQUIREMENT 


Where there's a chain drive application to be 
made there's a potential order in sight and a 
profitable installation for the Distributor handling 
the Morse Positive Drive line of Silent and Roller 
Chains. 

You don't have to miss out on power transmission 
business when you round out your power drive 
equipment. With the Morse line you'll be pre- 
pared to meet all the power transmission drive 
requirements of your customers. 

Leading distributors in all industrial areas handle 
Morse Products because it is highly profitable for 


them to do so. It will pay you to investigate. 


MORSE 


CHAIN COMPANY 
ITHACA...NEW YORK 
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Jones & Laughlin Makes 
Sales Office Changes 


Changes involving its district sales 
offices in New York, Philadelphia, and 
the Pacific Coast were announced ef- 
fective February 1, by Jones -& 
Laughlin Steel Corporation,  Pitts- 
burgh. 

William K. Breeze has been ap- 
pointed Pacific Coast manager with 
supervision, over the district offices at 





W. K. Breeze 


Los Angeles, San Francisco, and 
Seattle. He will make his headquart- 
ers in Los Angeles. Since March, 
1938, he has been District Sales Man- 
ager in New York, and has been in 
the steel business since February 1929, 
when he started with J & L in its 
Cincinnati District Office. 

John B. DeWolf has been appointed 
district sales manager in New York. 





J. B. DeWolf 


Since March 1938, he has been dis- 
trict sales manager in Philadelphia for 














oO, and 
dquart- 
March, 
's Man- 
been in 
“y 1929, 


, In its 


pi vinted 


y York. 





‘en dlis- 
phia for 





SALES CLIMB 


WHEN YOU SELL 


AIRPAINTING 
EQUIPMENT 


MODERN—FAST SELLING 
~ s 


cee ¥, | 





Type F751 


Airpainting Unit— 
a fast seller and big repeater. 


Something is happening—in the past four 
months an ever increasing number of Mill 
Supply Distributors have accepted Paasche 
Airpainting Equipment as the preferred line 
to sell. 

Reasons why: There is a wide market and 
ready acceptance from users—high 
over—attractive profits—volume _ replace- 
ment sales. 


your sales help. 
help you start a producing, profitable busi- 
ness on Paasche Airpainting and Aircoat- 
ing equipment. 





Big markets for this low priced—high pressure— 
portable airpainting unit. Applies oi! paints, tac- 
quers, enamels, etc. 


Everything for airpainting, plus engineering 
service to help your organization make money 
on Paasche Products. Every call you make 
is a prospect for: 











Airbrushes Portable 
Aircompressor Airpainting Units 
Units Sprayers 
Airfinishing Stripers 
Booths Ventilating Units 





Water, Oil and Dirt 
Separators 


Hose Couplings 
Oiling Guns 






Send for new catalog, discounts 
and statement of our Mill Sup- 
ply Distributors Policy—a policy 
that protects your efforts. 


easchy Mirbrush be: 


1915 Diversey Pkwy, Chicago 











| Philadelphia. 


turn- | 


Paasche representatives are available for | 
They are ready now to | 


J&L. 


| pointed 





Mr. DeWolf has been in the 
steel business since 1918, having 
started with Liberty Steel Co., which 
was subsequently merged into Repub- 
lic Iron & Steel Corp. He was dis- 
trict manager in Philadelphia 
for Republic from 1930 to 1936, when 


sales 


| he was made assistant sales manager 


of tinplate sales at Cleveland, Ohio, 


| which position he held until joining 
| Jones & Laughlin. 


Herbert B. Spackman has been ap- 


district sales manager in 





H. B. Spackman 


Since March, 1938, he 
has been assistant district sales man- 
ager in Philadelphia, and has_ been 
in the steel business since 1923, when 
he started with the Bethlehem Steel 
Company and served in various sales 
capacities in Bethlehem, Buffalo, and 
Philadelphia, before coming to J & L. 


Thompson Secretary of 
Milligan Hardware 


Stewart Thompson, formerly vice- 
president of The C. C. Thompson 
Pottery Co. and president of the 
United States Potters Association, is 
now active secretary of The Milligan 
Hardware & Supply Co., East Liver- 
pool, Ohio. 

| 


Philadelphia Dinner 
Draws Five Hundred 


500 manu 
present at 


There more than 


facturers 


were 


and wholesalers 


the fifty-fourth annual banquet of the 
Merchants & Manufactur- 


Hardware 


ers’ Association, held at the Penn 
Athletic Club, Philadelphia, Febru- 
ary 1. 

The annual award of merit was 


presented to Lamott Du Pont by S. 
Disston & 
Others on the award jury 


Horace Disston, Henry 
Sons ( oO. 


Plumb and John S 


were Fayette R. 


North. 
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Increase 
Profits 
With.. 


DARNELL 


CASTERS & WHEELS 
Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 
CUSTOMERS 
ee cxateen 


36 N. CLINTON, CHICAGO, ILL. 
24 E. 22ND ST., NEW YORK, N. Y. 





OM AE 1869 


at Oe Ee ee 1940 


THEY STAY SOLD 


This is proven by our 7! years of wrench 
building. If Lowell's were not depend- 
able the trade would have discov- 


ered it long ago. 


=) 


There are all sizes of Reversible 
Ratchet Wrenches in the 


_— LOWELL family, even as 
Guarantee ‘ ; 
smallas 6inchin 
A new 
handle length. If you have 
for a problems or have- 
erenen n't one of our 
one 
returned catalogues 


LOWELL WRENCH CO. Write us 


WORCESTER, MASS. today. 
The name LOWELL stands for an Honest Deal with Honest Tools. 
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¢ TO A BIG SALES PROBLEM 


” you are troubled by the large number of items 
which you must dua, catalog, and sell to meet 
the needs of your customers, the GOULDS "'Close- 
Cupld" Centrifugal Pump will help you to solve that 
problem. The GOULDS "Close-Cupld" is a "pump 
of all work" that you can legitimately recommend 
for a host of services that formerly could be met 
only by a large number of different types of pumps. 
That means fewer types of pumps to stock, fewer to 
catalog, and less complicated selling. 

This one unit is available in sizes and constructions 
to handle ordinary and corrosive liquids in capac- 
ities from 5 to 1600 G.P.M., at heads up to 525 feet. 


One bulletin gives all data on this pump. 
Write for it today. 


GOULDS PUMPS Inc. 


WIDE RANGE 
WIDE APPLICATION 
COMPACTNESS 
Low cost 
HIGH EFFICIENCY 


SUBSTANTIAL 
CONSTRUCTION 


OPERATION 
IN ANY POSITION 


PERMANENT 
ALIGNMENT 
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New Slant on the Ten 
Commandments of Selling 


In a recent “Price Cat” issue of the 
Leighton Supply Co., Fort Dodge, 
Iowa, appeared the following list of 
suggestions for supply salesmen. The 
list is refreshing in that it minimizes 
the usual numbers of “Don'ts” and puts 
emphasis on an abundance of “Do’s” 
that can be helpful to salesmen in the 
field. 

1. Be Agreeable. If your voice is 
disagreeable and your manner of 
speech indistinct, see specialists. And 
remember, I like you to be sunny, but 
I don’t want to get freckles. 

2. Know Your Goods. And when 
you tell me anything, talk plainly. 
Most salesmen lack imagination. They 
cannot conceive of the extent of my 
ignorance. 

3. Don’t Argue. When you argue 
with a man, you are trying to push 
him. He may be weak and pretend 
to be convinced. Overnight he will 
change. 

4. Make it Plain. Get a grasp on 
the fellow you are talking with. Do 
not get out that little book that will 
only puzzle him. Answer his question 
without looking at your books, charts 
and tables. 

5. Tell the Truth. By the law of 
average, honesty gives the greatest 
profits. If you are working for a con- 
cern where you cannot tell the truth, 
quit and go elsewhere. 

6. Be Dependable. lf you tell a man 
you are going to do a thing, do it if 
it costs a leg. 

7. Remember Names and Faces. 
Don’t call me Green when my name is 
Crane. I am sensitive about my name. 
Don’t call me Mister if my title is Doc- 
tor. Don’t call a Colonel, Major. 

8. Don’t Re Egotistical. Tam. You 
must not be. Don’t show off. You 
came to sell me something, not to 
make a good impression. Magnify my 
ego, not yours. 

9. Think Success. Radiate Prosper- 
ity. Do not mention calamities, dirges, 
funerals. Bea Pollyanna. 

10. Be Human. If the Company 
merely wanted to disseminate informa- 
tion, they would use a catalog—not 
you. 





From "down under" are two salesmen, Lewis 
(left) and Cox, for Gibson, Battle & Co., 
Ltd., Australia 
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Woodwell Salesmen 
Trained to Ask "Why?" 


“Every buyer is from Missouri”’— 
that’s the theory of M. A. Kelly, sales 
manager, Joseph Woodwell Co., Pitts- 
burgh, who accommodatingly “shows 
’‘em” and, incidentally, sells ’em too. 

The Woodwell principle is based on 
the idea that the selling job starts with 
the men who use the tools. Going into 
a plant where orders are not all they 
should be, salesmen of this go-getting 
house quickly get down to facts in 
order to find out “Why?” What 
brands are being used, and why are 
they so favored? In most cases, diplo- 
matic digging will help turn up the 
answers, whereupon the men set to 
work building up a logical line of 
attack to overcome the sales obstacle. 

Next time the Woodwell man comes 
back, he’s armed with samples and 
facts, ready to demonstrate. With the 
cooperation and permission of the p.a. 
(always an important preliminary) he 
puts on his show right in the shop with 
workers as audience. It’s no place for 
a man who doesn’t know his stuff 
thoroughly, for quality products today 
are close competitors for efficiency and 
performance. But once the worker is 
sold, once he feels he can do a better 
job with a particular tool he himself 
turns salesman and may be counted on 
to specify that tool by brand name 
when requisitioning the purchasing 
department. 

You might call this selling from the 
ground up. At least it is selling with 
soundness, a procedure that has made 
it possible for Woodwell salesmen to 
bag many an order from the hard-to- 
crack customers. 


Hannifin Takes Over 
Rock River Machine Co. 


Hannifin Mfg. Co., of Chicago, 
manufacturers of hydraulic and pneu- 
matic production equipment has _ re- 
cently acquired the business of Rock 
River Machine Co., of Janesville, Wis. 
Engineering, sales and manufacturer 
of the Rock River Machine line will 
be carried on in the Janesville, Wis. 
plant. Rock River products include 
vertical and horizontal punches and 
shears, bending rolls, bulldozers, etc. 

Recently established in St. Marys, 
Ohio is a new department of the 
Hannifin Mfg. Co., for complete fabri- 
cation of welded machine structures. 


Dumore Wins Safety Award 


In recognition of its record of two 
years without a disabling accident in 
its plant or offices, the Dumore Co., 
Racine, Wis., has been awarded a 
plaque by the Sales Engineering De- 
partment of Employers Mutuals. 








When it takes 


PU LE. 


to get the job done 


THIS “CM” PULLER putts 
AND LIFTS FROM ANY ANGLE/ 


It’s a compact, mechanical power unit—This “CM” 
PULLER—and a tooi with a hundred and one uses, such 
as stretching wires, cables and fencing...in trench work 


...iN mine service...construction... general maintenance. 


It’s easy to handle and operate. One man can pull or 
lift up to 12,000 Ibs. The 4% ton model weighs only 17 
Ibs., and 43 Ibs. of effort pulls 4 ton load...“Herc-Alloy” 
double duty chain cannot kink in service or storage. 
All working parts enclosed. Gear reduction on all sizes. 
Drop forged gears, shafts and lift wheel. Want details? 


Ask your dealer or write for Bulletin No. 134. 





CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus-McKinnen Chain Corp.) 
TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 


120 FREMONT AVE, 





tt 











@ SEVEN HUNDRED ROOMS 
and Baths ... three fine res- 
taurants. 


Home of the nationally famous 


MURAL ROOM. 


BAKER HOTEL 


A Texas Institution 


DALLAS 
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SGHNI 
ROLTS 


You Not only get— 
@ QUALITY 

@ ACCURACY 
@ UNIFORMITY 


But also 86 years of bolt 
manufacturing experience 

during which time all types 
of materials, equipment, etc. 


have been tried and dis- 
carded, in order to obtain 
the proper materials and 


methods of manufacturing a 
complete line of farm imp!e- 
ment bolts that you can de- 
pend upon. 


There is a size and type for 


every use. 


Send for latest catalog. 





CLARK RRosfo.t (p 


MILLDALE, CONN. 














| urer, and 


Exhibitors Preparing 
For 1942 Oil World Show 


Contracts for space in the next 
Oil-World Exposition to be held in 
Houston, Texas in April, 1942, are 
being mailed to exhibitors following 
a meeting of the board of directors. 
It is hoped that the Houston show 
will alternate with the Oil Exposi- 
tion which is held in Tulsa, Okla., 
every two years. The Tulsa show 
will be held in 1940. 

Among the distributors serving on 
the board of directors are: J. 
Shakely, president, Frick-Reid Sup- 
ply Corp., Tulsa, Okla.; W. W. 
Plowden and M. W. Phelps, Plowden 
Supply Co., Houston; C. B. Moore, 
city sales manager, Frick-Reid Sup- 
ply Co., Dallas; F. S. Carothers, 
branch manager Norvell Wilder 
Supply Co., Houston; Thomas 
Hughes, Sabine Supply Co., Orange, 
Texas; J. M. Kinabrew, vice-presi- 
dent, Standard Supply & Hardware 
Co., New Orleans; E. W. Gildhart, 
president, Norvell Wilder Supply 
Co., Beaumont, Texas, and J. D. 
Brance, Brance-Krachy Co., Hous- 
ton. 


Mourn Passing of 


Samuel G. Levine 


Friends and business associates of 
Samuel G. Levine, former president 
of Perth Amboy (N. J.) Hardware 
Co., are mourning his death which 
occurred in January. Mr. Levine 
started in the hardware business at 
the age of eleven and worked for 
several small stores in Perth Amboy 
up to 1906 when he went to work 
for the Elizabeth Hardware Co. He 
remained there three years and when 
the Perth Amboy firm was formed 
took a position there. He remained 
with that organization until his death, 
serving in every capacity from clerk 
to president. 

Mr. Levine was past president of 
the Perth Amboy Lions Club, past 
president of the Beth Mordecai Tem- 


| ple and was active in other civic or- 
| ganizations and trade associations. 


Following the death of Mr. Levine, 
R. D. Howell, former secretary-treas- 
urer, was elected president and treas- 
John FE. 
former president, was appointed vice- 
president and secretary. 


Madsen, son of a 


2667 in Service Club 


Membership of the 
Service Club of B. F. Goodrich Co. 
now totals 2667, following the 11th 
semi-annual pin presentation held in 
the Armory at Akron, Ohio. John L. 
Collyer, president of Goodrich, pre- 
sented special remembrances to Peter 
Seiler and Dave Suloff who have 
been with the company over a_ half 
century. 


Twenty Year 
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“| sell ‘cash savings’ 
to my customers 
_ when | sell Veelos” 


says 


Salesman for 


Co., Inc. 


Worcester, Mass. 





“LATHEN I show my customers 


V-Belt Veelos is. 


eliminated — how 


touched — when Veelos 


coupled around the 


eration for my 














ARTHUR B. MATSON 


Brierly, Lombard & 


how quickly and easily 
Veelos can be coupled endless 
around the shaft of any V 
drive, they realize what a swell 
I point out 
how tear-down of machinery is 
outboard 
bearings that have been care- 
fully adjusted can remain un- 


drive. 
Eliminating lost machine time 
means actual cash savings and 
more profitable machine op- 
customers. 


And naturally, more business 
for me.” 
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Roddy Thinks of P.A.'s 
And Bursts Into Song 


Give all credit to Paul Roddy, 
Nicholson File Co. representative in 
Central New York, for having 
clinched the real feeling of salesmen 
about p.a.’s in a clever parody recently 
written for the Amigos Club in Syra- 
cuse, of which Paul is a member. To 
the tune of “Till We Meet Again’, it 
goes like this: 

Smile the while you sit and cool your 
heels ; 

Chew your cud until the P. A. feels 

That you’ve waited long enough. 

Then go in and find he’s tough, so 

You catch hell because your ship- 
ment’s late 

Tells you that you've finally got the 
gate; 

And from now on a price he'll rate 

That’s a salesman’s life. 


Calls and calls you make them every 
day ; 

Doors slammed in your face or turned 
away. 

I’m too busy can’t see you, 

Come back in a week or two; 

Perhaps there'll be another order, so, 

I’ll keep you in mind and let you know, 

Then you get your hat and go, 

That’s a salesman’s life. 


Smile the while until we meet some 
night; 

Here’s our platform brought out in the 
light. 

If for P. A.’s we must wait. 

Till we're in a frenzied state; 

Then give us better magazines to read, 

Though the orders are the things we 
need, 

We'll keep amused—now that’s our 
creed, 


In our salesman’s life. 


Hajoca Expands Promotion 


\ widely expanded program of sales 
promotion work in the industrial field 
by the Hajoca Corp. in 1940, was 
innounced to 1530) branch 
ind salesmen by W. 
dent, C. C. Lowry, vice-president in 
charge of sales and E. J. Ball, vice- 
president in charge of industrial sales 
it the company’s annual sales meet- 
ing on February 2 and 3 at the Belle- 
ue-Stratford Hotel, Philadelphia. 


nmanagers 
\. Brecht, presi- 


Congress Tool in New Plant 


On March 1, the 


Casting Division, Congress Tool & 


Die Co., started manufacture of Con- 


gress drives and die castings in its 
new plant at 3750 East Outer Drive, 


it Mt. Elliott, Detroit, Mich. 









Congress Die 











BOICE- CRANE Dealers Make More Profits 





Sales Possibilities Greater Than Ever 
For years Boice-Crane dealers have steadily 
in" on the growing trend to use machines in industry 
“that fit the job". Now, increased industrial and 
building activity makes this market still larger and 
still more profitable for supply dealers everywhere. 


Boice-Crane makes Saws, Drill Presses and Tap- 


pers, Band Saws & Scroll Saws 
materials, Jointers, Lathes, Planers, 
Grinders, and others. 


White Today 
BOICE-CRANE CO. 
1720 Norwood, Toledo, O. 





STAR Hack Saw Frames are 
rugged, finely finished and 
properly designed to insure 
the best work. Made in four 
styles—each capable of hold- 
ing blades of varying lengths. 


Distributors make quick 
profits when handling STAR 
Hack Saw blades and frames. 


CLEMSON BROS., INC. 
MIDDLETOWN, NEW YORK 


MILL SUPPLIES © MARCH, 1940 


“cashed 


Sanders, 


for discounts, catalog, and more 
about Power Tool sales and profits 


BOIGE-GRANE. sower roots 

















































from Power Tools 


Their Boice-Crane franchises give 
them 6 important advantages— 
1. Larger Orders from More Varied 


Line 

2. Extra Consumer Fields Also from 
More Varied Line 

3. Carefully Restricted Number of 
Dealers per Trade Area 

4. High Quality, Trouble-Free Products 

5. Sure Customer Satisfaction Builds 
Repeat Business Fast 

6. Centrally Located Plant for Quicker 
Shipments 














STAR Hack Saw Blades 


cut faster, stay sharper 


and cost less in the long 
run. Made in Tungsten 
and ''Moly''—hand and 
power sizes—and only the 


Genuine STAR blades are 


packed in the modern and 


convenient metal boxes. 
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VICTOR 


Electric Products, Inc. 


Dept. |-600! - Robertson Rd. - Cincinnati, Ohio 
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M. D. Church Elected a 
Vice-President of Worthington 


H. C. Beaver, president of the 
Worthington Pump & Machinery 
Corp., Harrison, N. J., has announced 
the election of Maynard D. Church 
as a vice-president of the organization. 

Mr. Church is also president of 
Moore Steam Turbine Corp., Wells- 
ville, N. Y., which has been for some 
time a Worthington subsidiary. He 
will continue to be in charge of Moore 
operations. 

Election of R. W. Towne as 
sistant secretary of Worthington has 
also been announced. A graduate of 
Cornell University in 1924, Mr. Towne 
immediately joined the Moore organi- 
zation, becoming secretary and 
sistant treasurer in 1936. 


as- 


as- 


G-E Appoints Jones 
District Engineer 


Robert A. Jones has been appointed 
district engineer of the New York 
district of the General Electric Co. 
according to an announcement by H. 
H. Barnes, Jr., commercial vice- 
president. W. S. Hill was named 
assistant district engineer. 

Mr. Jones joined G-E in 1916. He 
has been assistant engineer of the New 
York district since December 1, 1938. 
Mr. Hill became associated with G-E 
in 1923 and came to the engineering 
department in New York in 1928. 


Bliss and Laughlin 
Promotes Eaton 


At a meeting of the board of di- 
rectors of Bliss and Laughlin, Inc., 
Harvey, Ill., on February 20, Warren 
R. Eaton was elected vice-president 
and production manager. 


Mudge to New York Office 


Dr. William A. Mudge, who for 
the past seventeen years has been 
superintendent of the refinery and 
works metallurgist at International 
Nickel Co.’s -Huntington W. Va. 
rolling mill has been added to the 


technical service division of the New 
York office. Dr. Mudge joined Inter- 
national Nickel in 1920. 





New Plant for Progressive 


Contracts for the design and con- 
struction of a modern streamlined 
plant for Progressive Welder Co., 
manufacturers of welding and punch- 
ing equipment has just been awarded 
to the Austin Co. The new plant will 
ccupy a three-acre site at 3080 Outer 
Drive, at Moenhart Ave., Detroit. 
It was to be ready for occupancy 
February 15. 
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2222222? 


HOW CAN A PIECE 
OF CHALK 
HELP YOU SELL 
PIPE UNIONS? 

















Por a coating of chalk on the 
seats of any union, tighten the union 
by hand, then take it apart. If a thin 
line appears on the seat, this shows a 
“line contact”, a pretty slim basis for 
tight joints. Test a Dart union this 
same way and you'll find the seats 
contact over a wide surface, assurance 
of positive tightness in repeated use. 
This simple fact means better service 
for Dart users, a strong selling story 
and profitable repeat sales for you. 


It Pays To Sell Darts 





unton s 
E. M. DART MFG. CO., Providence, R.! 


Sales 
The Fairbank. Company. 


Meents 

New York 
and all branches 
f anadian Factory 

Dart Union Company. Lid 


loronte, Canada 
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Atlas Leason. 


WHY 


Leading Jobbers 
Sell JOYCE 


Yes, the No. 2028 20-ton 
“Bearcat” is one mighty good 
reason why Mill Supply Job- 
bers like the Joyce line of 
Jacks. It is the original and 
pioneer jack of its size and 
type. Powerful. Long-lived. 
Operates with ease. Auxiliary 
steel shoe with broad face sup- 
plied for use with wooden sur- 
faces. 


There are 250 sizes, capacities 
and types of Joyce Jacks. 
Every Jobber can meet all re- 
quirements from one central 
source. Uniformly high qual- 
ity and low price. You get a 
lot of satisfaction as well as 
profits selling the Joyce line. 
Write for 1940 Promotion 


THE JOYCE-CRIDLAND CO. 
£ DAYTON, OHIO 


JACKS 


Stace 1873 














Ahiberg Releases 
Counter Display 


To help distributors sell two new 
series of small, low-cost pillow blocks, 
the Ahlberg Bearing Co., Chicago, 
has devised the counter display shown 








in the accompanying illustration. 

It is designed to help the distribu- 
tor sell more bearings with less sales 
effort because the prospects see two 
actual pillow blocks mounted on the 
display and learn the features of the 
units quickly. 

The pillow blocks are made in two 
types; both with precision ball bear- 
ings. One, the standard, is mounted 
in an all-metal block. The other has 
the bearing mounted in a_ molded 
cushion of Neoprene (synthetic rub 
ber) which insulates the bearing from 
the metal housing and results in ex 
ceptionally quiet anti-friction opera- 
tion. 


Wilson Directs 
Carbondale Sales 


Charles E. Wilson, vice-president 
since 1934, in charge of the Pacific 
Coast operations of the Worthington 
Pump and Machinery Corp, is moving 
his headquarters to the home office 
of the corporation at Harrison, N. J., 
where he will direct the sale of all 
products handled by the corporation’s 
Carbondale Division, which special- 
izes in air conditioning and refrigera- 
tion equipment. In this’ work Mr. 
Wilson succeeds H. A. Feldbush who 
henceforth will devote his time to the 
manufacturing department oi the Cor 
poration. 

Mr. Wilson is also assuming direc 
tional charge of the sales of all the 
Corporation’s products built at the 
Holyoke, Massachusetts factory, con- 


sisting of small stationary compressors, 


portable air compressors, rock drills, 
contractor tools and turbine’ well 
punips. 
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Feature the 
VICTOR FAN LINE 


... and you will show and sell 
aline with more talking points, 


more for your customers, and 





more profits for you. 
MIRACLE 


BREEZE The new VICTOR Line is ready 


-_ backed by a sales making 
| { ‘) promotion Thermometer Sen- 
sitized to make the heat work 
for you. Rush your request 
today for the complete story. 


le Get set now for the most 





profitable FAN year you have 
> 


yet experienced with VICTOR 
HI-BREEZE - 


to lead the way. 


VICTOR 


ELECTRIC PRODUCTS, INC 













OVERHEAD 





Dept. J-6001, 2950 Robertson Ave. 
CINCINNATI, OHIO 












Guality is always VICTOR 



































J. B. Templeton Elected 
President Templeton, Kenly 
B. Templeton, formerly vic 


| preside of Templeton, Kenly & ( 
Chicago, was elected president of the 
ARE SWISS PATTERN FILES 
MADE IN UNITED STATES 


organization at the annual meeting. 
to succeed W. B. Templeton, who js 

The satisfactory performance 

of our product creates repeat 

orders for the distributors. 











THEY 
STAY SOLD | 


It is not the first sale that | 
builds business. It is the 





A satisfactory performance of 
pap et roan ol files over a period of time that | 
AND SERVICE Y gets the repeat orders. 


Distributors of American Swiss 
Files of Precision have these advan- 
tages— 


The line is quality—time tested and 

time proven. They bring repeat orders be- 

cause they stay SOLD by giving satisfactory 
File service. 








‘ 
a 


J. B. Templeton 





Sold only through Distributors. 


AMERICAN SWISS FILE & TOOL CO., eizagety, W.J. | 
| 


now chairman of the board of direc- 
tors. 

= J. B. Templeton has been associ- 
ee | ated with the organization since 1928, 
Pas at which time he started in the com- 
pany’s shops to learn the business 
from the ground up. Working in 
different phases of production, where 
ever an opportunity presented itself, 
Mr. Templeton eventually “gradu- 
ated” to the clerical end of the busi- 
ness, taking with him a_ thorough 
groundwork. 

Subsequently he entered the sales 
department working in various sec- 
tions of the country, where he be 
came familiar with the problems of 
users of jacks in the oil fields, mines, 
construction projects, railroads, util- 
ities and others. 
|| Mr. Templeton finally acceded to 
| management of the New York office 

where he was in intimate contact 
| | with the export activities of his firm. 
In 1935, to relieve W. B. Temple- 
| ton, who founded the firm in 1899, 
the younger Mr. Templeton assumed 
the duties of vice-president and sales 
manager. 


Also Mechanics’ Hand Tools and Knurls 





Pe. oh ihe, alk aes 





EMLEY friction clutches are made 

in both open and enclosed types 
with sleeves on which pulleys, gears, 
V-belt sheaves or sprockets can be 
mounted. They are also made in a 
complete range of sizes attached to 
pulleys. 


In addition to the above, they are 
made to function as clutch couplings 
where it is necessary to couple two 
shafts together. The various types can 
be furnished with plain bores or 
with bronze bushed or anti-friction 
bearings.” 


W. A. JONES FOUNDRY & MACHINE CO. 
x 4411 Roosevelt Road, Chicago, Illinois 
















| Babcock and Wilcox 
Appoints Thompson 
} 
| 


Joe S. Thompson has been ap- 

pointed district sales manager in Chi- 

| cago by the Babcock and Wilcox 

HERRINGBONE (anemone §€=6lfe 6 Co.. Beaver Falls, Pa. Mr. 
UT “AND MOLDED TOOT , . 

FRIC TLLOW KS | Thompson has been with the company 

FRICTION CLUTCHES N APPLIANCES since 1934. He was sent to the Chi- 

cago office as a salesman in 1937. 
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National Association 
Defines Distribution 


With the idea of clarifying types 
of distribution in the industrial sup- 
ply field, the official board of the Na- 
tional Supply and Machinery Dis- 
tributors’ Association has approved 
the following definitions: 

Exclusive Distribution is a method 
of merchandising by which a manu- 
facturer sells his product in a given 
territory through one distributor and 
refers all inquiries to and makes all 
sales in that territory through that 
distributor. 

Selective Distribution is a method 
of merchandising by which the man- 
ufacturer sells his product in a given 
territory through a selected and lim- 
ited number of distributors, referring 
all inquiries to and making all sales 
through them. 

Distributor Distribution is a method 
of merchandising by which the man- 
ufacturer sells his products through 
any regularly established distributor 
who will carry them, no attempt be 
ing made by the manufacturer to 
confine his line to one or a limited 
number of distributors in a= given 
area. All inquiries and sales are, 
of course, made through distributors 
stocking the line. 

Indiscriminate Distribution is the 
method of selling by which the man- 
ufacturer sells his product to anyone 
who will buy it regardless of whether 
they are wholesale distributors who 
maintain equipment and facilities for 
handling it efficiently and econom 
ically, whether they are retailers, 
brokers or industrial users. 


Behr-Manning 
Announces Changes 


Behr-Manning Corp., Troy, N. Y., 
division of the Norton Co., Worcester, 
Mass., has announced — important 
changes and promotions in its sales 
organization. 

3, IF. Connor has been appointed 
manager of the St. Louis division. 
\. W.. Bell, heretofore divisional 
sales manager at Chicago, has been 
appointed divisional sales manager in 
the Mid-West and St. Louis division, 
responsible for industrial sales only, 
while R. N. Murray becomes divi 
sional sales manager in the same dis- 
tricts but 
sales, 

Howard S. Mulholland of Cleveland 
has been appointed divisional sales 
manager at Cleveland with headquar 
ters in that city. G. M. Ogletree, 
tormerly of the Troy sales district, 
takes over Mr. Mulholland’s work 
while K. T. Obeck who has _ been 
inside man with the company for 
some time, will cover Mr. Ogletree’s 
lormer territory. 


responsible for jobbing 
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The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS and Lac- 


ing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless’’ joint. 


WIREGRIP Belt Lacing Machines. Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 


pulleys regardless of distance from end of shaft. 
The ‘‘Universal’’ puller. 


Write for 
Catalog \ 









ARMSTRONG-BRAY & CO. 


“The Belt Lacing People”’ 
310 N. Loomis Street 
Chicago, U. S. A. 














FOR A PERFECT FIT IN PERFORMANCE 


AND IN SALES 


SELL SAFETY 
“BLUE DEVIL” 


SOCKET SCREWS --- 















KNURLED CHAMFER --- ACCURATE DIE-CUT THREADS --- 

COLD-FORMED HEAD — — CONTINUOUS FIBERS - - - DISTINCTIVE 

DRAW BLUE FINISH - - - CONCENTRIC HEAD — — SQUARE SHOULDER 
HEXAGON SOCKET WITH TRUE SIDES — — FULL WRENCH FIT 





AS SS A eT LS 


An increasing num- 








ber of progressive 
engineers today 
are specify- 
ing Safety Socket 
Screws in their de- 
signs. This wide- 
spread approval 
indicates the satis- 
factory quality 
and dependability 
of Safety Socket 
Screws. 


MEY NOCHE 


4445 N. KNOX AVE,; 


MILL SUPPLIES © MARCH, 1940 






Sell Safety Socket Screw 
Products—call on us for 
e special designs required 
by your customers—we 
guarantee not only the 
highest quality and 
proven reliability, but unexcelled 
service too. Our catalog contains 
complete details and will help 
you get business. Send for it! 


BCU CURPORETIOT 


CHICAGO, ILL. 
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For any and every purpose there 
is a CM chain that offers certain 
advantages—important enough to 
good management that you be in- 
formed in detail. The coupon makes 
it simple to get the facts as to why 
CM chain is considered better. 


Columbus-McKinnon Chain Corp. 


(Affiliated with Chisholm-Moore Hoist Corp.) 
120 Fremont Ave. Tonawanda, N.Y. 
Branch Offices: New York, Chicago, Cleveland 











YOU'LL SAVE. 
















AND TROUBLE 


YOUR CUSTOMERS WILL 
BE MORE SATISFIED WHEN | (its fame 
vou stu Mational Y, 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 














~ NATIONAL TWIST (ea) DRILL ano TOOL CO. 
DETROIT U. S. A. 


Tap and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: . New York ° Chicago °* Philadelphia ° Cleveland 
Distributors in Principal Cities 
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Floyd Burk, secretary-treasurer and pur- 
chasing agent of the Webb Belting Com- 
pany, Kansas City, at his desk. The 
Webb company is a specialty house, 
concentrating on the sale of power trans- 
mission equipment, leather belting, me- 
chanical rubber goods and grinding 
wheels and abrasives 





New Division Manager 
For Worthington Pump 


Appointment of Harold W. Stod- 
dart to the position of manager of its 
turbine well pump division has been 
announced by Worthington Pump & 
Machinery Co., Harrison, N. J. 

Mr. Stoddart has served in the ca- 
pacity of assistant manager of the 
turbine well pump division since the 
early part of 1939 and has been con- 


| nected with Worthington since 1919. 








Private Construction 
Comes Back 


(Continued from page 16) 








as standard equipment in every pro- 
gressive construction organization. 
Steel, sash, special rolled mold- 
ings, metal and cement tile roof 
decks, structural glass, prefabricated 
steel paneling and partitions, and 
similar materials, have all come into 
such widespread use that basic tool 
lists have had to be completely re- 
vised. A special small kit has been 
developed, for instance, to com- 
pletely answer all the requirements 
for erection of prefabricated por- 
celain enamel, steel and glass serv- 


| ice stations, of which several hun 


dred have been sold within the past 
few years. 

As in former years, U. S. road 
construction will continue to push 
ahead in 1940. The distributor’s 
salesman already knows how warm 
is his reception at the road contrac- 
tor’s shanty once he has proved his 
ability to render helpful, quick serv- 


| ice. Here is one of the best markets 


for wire and manila rope. Manila 
is needed for roping off construction 
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areas, clearing, leveling, handling, 
hauling and on slings. Wire rope is 
used on scrapers, graders and on 
highway guard rails. Best of all, 
contractors prefer to buy these 
essentials locally, since cost is a 
minor item in comparison to the 
need for haste in getting it when 
it’s wanted. 

Two of the most notable trends in 
leavy construction other than build- 
ings are the wider use of welding 
and the increasing use of detachable | 
bits for drilling operations. | 

| 
| 
| 





Both offer profitable and continu- 
ous supply business. Welding rods, 
consumed in use, are bought for 
equipment maintenance by construc- | 
tion contractors as well as_ for 
structural, pipe line and tank weld- 
ing. Surface hardening for shovel 
teeth, scraper edges, and reinforce- 
ment of many construction equip- 
ment parts is gaining wider and 
wider use in this market as its prac- 
tical economies are recognized. 

Contractors, both on their larger 
jobs and at their equipment storage 
yards maintain well equipped shops 
for equipment and too! repairs and 
rebuilding as do also engineers di- 
recting maintenance operations re- 
quiring equipment fleets—for exam- 
ple, state, county, city and town 
highway departments and water 
department engineers. Welding 
equipment is gaining recognition as 
standard equipment in these shops, 
many of which are well tooled ma- 
chine shops. 

Drill bits are relatively new but 
widely used with wider distribution 
desired by contractors to make sup- 
plies available to all jobs. In a 
recent survey it was revealed that 
about 24 per cent of the contractors 
who use detachable bits discard 
them after one use, 27 per cent re- 
grind twice, 18 per cent sharpen bits 
three times. Only 37 per cent re- 
grind their own bits and 35 per 
cent use outside bit grinding serv- 
ices. 

The construction market thus of 
fers a wide range of active business 
for 1940. While housing, both 
public and private, industrial build- 
ing, utility construction, highways, 
are leading the market, all types 
of construction will proceed at a 
rate of activity that should assure, 
in spite of lower local public con- 
struction, the same volume of buy- 
ing that 1939 produced. More 
important, however, from the supply 
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"This popular Eee 

Cutter Blade Means Extra 
Profit for You -— 











a 
ILLIONS of mechanics — 
thousands of buyers have 
learned to depend on the 
RIGID thin forged tool-steel 
blade for extra service and econ- 
omy. Assembled in a solid steel- 
bushed hub, it rolls right through 
iron, steel and brass pipe—leaves 
practically no burr. And it keeps rolling, gives many 

more cuts per wheel—saves time and money. 
RIES1D Tools—vises, cutters, threaders and the 
RILAID wrench with guaranteed housing—are sold 
for you through hundreds of thousands of advertise- 

ments each month. Check your stock today. 


THE RIDGE TOOL CO., ELYRIA, OHIO 


Fl ce(D PIPE TOOLS 
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No, you don’t do it with mirrors. 
You just pull up your boots and 
contact the Furniture Industry. 
They use plenty of industrial 
adhesive tapes for finishing, 
for all-’round protection of 
edges and surfaces, to prevent 
scratches and chipping, hold 
movable parts in place and for 
protection in shipping. So you 
do a little leg-work and polish 
up your story about the famous 
line of Industrial Tape Corpora- 
tion adhesive tapes. They can’t 
help but recognize quality and 
value when they see it. So you 
get the proper design on the 
dotted line and there you have 
it. Another 
for more 


excellent source 
industrial adhesive 


tape business. 











SEND COUPON 


Gentlemen: 
Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


NAME 


ADDRESS__ 


CITY. 








INDUSTRIAL 
TAPE 
CORPORATION 


NEW BRUNSWICK, N. J. 








man’s standpoint, is the fact that the 
buying of materials and equipment 
shifts from the hands of public 
those of individuals. 
The tendency will therefore be more 
stable price structures, with speedy 
service the major consideration to 
be observed by those who would 
court this business. 


agencies to 








Checkup To Keep V-Belts Sold 


(Continued from page 18) 








tained on the belts. They can then 
be easily removed and a complete 
new set of belts placed on the drive. 
Drive alignment should again be 
checked and the proper tension ap- 
plied in accordance with the instruc- 
tions above. V-belts should never 
A bar, 
piece of pipe, or any object that 
might be used for this purpose may 
rupture the cord construction of the 
belt. 


be pried on to the sheave. 


8. /s the customer using belt dress- 
ing? 


No belt dressing should ever be 
V-belt 


the principle of 


Gen- 
the V-belt 
drive is the frictional contact made 
between the V-shaped sides of the 


used on any drive. 


erally 


belt and the V-shaped groove of 
The use of belt dress- 
ing may cause this contact to be- 
come slippery, allowing the drive to 


the sheave. 


slip and resulting in a loss in power. 
Belt dressing may also cause a de- 
terioration of the belts and thereby 
shorten the normal V-belt life. 


9. Are extra V-belts being stored 
properly? 


Whenever possible, emphasize to 
your customer that it is unneces- 
sary for him to keep spare sets of 
V-belts on hand, and point out the 
quick service available from your 
stock. Usually when multiple drives 
are being used, the service factor 
is high enough to permit the drive 
to operate satisfactorily eif one belt 
breaks. This is also sufficient notice 
to the operator to obtain a new set. 
However, if spare sets of V-belts are 
kept, be sure that the customer is 
storing them in a cool, dry place 
protected light. Heat and 
light will cause the rubber to de- 


from 
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Created by Utica 


for TOOL MILEAGE 


THE UTICA COMBINATION 
LINEMAN’S SIDE CUTTING 
AND SPLICING PLIER 


— with New England Head — 
is ideal for pole or ground 
work. The cutting knives are 
hand-honed .. . and will both 
stand up and cut dean. The 


DROP FORGE «TOOL 


CORPORATION 
UTICA, N.Y. 


Antes hem fetes na bales 




































teriorate, and greatly shorten the 
life. 

In connection with V-belts, keep 
in mind that they can be adapted to 
every requirement from fractional 
up to 2,000-hp. drives. Also, when- 


ever your customer is confronted 
with the necessity of getting vari- 


able speeds, it is a simple operation 
to include variable-pitch drives. Ti 
he wants to change speed ratios, he 
substitute larger or 
Another item 
which has nothing to do, particu- 
larly, with the selling of V-belts 
but will show that you have the cus- 
tomer’s interest at heart is to check 
his needs for protection around his 
drives. Many a dollar and accident 
can be saved by simple guards of one 
sort or another. 

Attention to the simple 
rules on the care and maintenance 
of drives should assist in keeping 
your V-belts sold, and, by adding 
to the service which you can give 
your customer, help you sell other 
products. 


can easily 


smaller sheaves. 


abc ve 








The ABC's of Steel 


(Continued from page 29) 








efficient reduction, providing the 
best flow of metal without danger 
of rupturing. 

As the rod leaves the last finish- 
ing stand, it passes through water 
guide to the 
speed of which is synchronized to 
the speed of the last finishing stand. 


Con led pipes reels, 


\s soon as a bundle is completed 
a switching device directs the next 
length of rod into an adjacent reel, 
without a second’s delay, an ar- 
rangement which permits coiling as 
fast as the mill turns out the rod. 
The finished rod coils are deliv- 
ered from the reel and carried to 
the wire mill or to storage by a 
suitable conveyor system. The coils 
cool sufficiently in transit to permit 
inspection, tying and marking. 
When concrete reinforcing bars 
are produced on the looping type of 
mill referred to in the preceding the 
bars are taken off the last looping 
stand and allowed to run out on a 
long, 


table. 
sheared to length, straightened, bent 


specially designed cooling 


After cooling the bars are 


to specified shapes, and packed for 
shipment. 


















RELIABLE— 
FOR EVERY 
FIELD AND USE 


INCLUDING 


Pile Driver 
Hoisting 
Hammerfall 
Transmission 
Drilling Cable 
Bolt Rope 
Shovel Rope 
General Contracting 
Structural Requirements 
Marine 
Stevedoring 
Dredging 
Oil & Water-Well 
General Hardware 


Wall Cordage is specially constructed for particular 
uses in a wide variety of sizes and types, but only 
one standard . . . the highest. 


WALL ROPE WORKS, INC. 
48 South Street, New York City—Factory: Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, Tulsa, Baltimore, New Orleans. 
Norfolk, Pittsburgh 


LONGEST ROPE WALK IN THE WORLD 











DISTRIBUTORS WISE 
READ MILD SUPPLIES 


because they want to know 


what the buyer buys 
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Sales Meeting in Print 


This Message 
is NOT for 
ORDER-TAKERS 


(Answers to questions on page 36) 








If you're a salesman—making a good income selling indus- 
trial supplies—you’re a combination hustler, service man, 
walking encyclopedia and a mind reader. You've got to 
have all these characteristics and qualifications to be able to 
anticipate the wants, needs and whims of your customers. 


Furthermore you've found by experience that intelligent selling 
is just as important to small customers as to big ones and that 
you can’t be partial when it comes to servicing, regardless of 
the size of the order or the effort it took to close the sale. 


You've gained a lot of experience—just as we have. We know 
the value of this experience which in our case has been 
accumulating for over a hundred years. So we've applied it 
in the ture of i Grobet Swiss Files and de- 
veloped the Grobet line to include the greatest variety of 
styles, types and sizes, because like you, we realize that 
the customer knows what he wants when he wants it. It’s 
just plain common sense to recommend high quality files for 
precision filing jobs and other ticklish work. 








That’s why it’s good business to sell Genuine Grobet Swiss 
Files—the files that insure quality work and thereby satisfy 


the most discriminating file users. 


Have your sales manager secure our catalogs of Grobet 


Precision Files catalog BF; Files for all Ty 


s of Filing Ma- 


chines catalog BM; Rotary Files and Diesinkers Burs catalog 
BR; Circular Cut Files Pamphlet BCC; American Style Files 
catalog BF; Pliers catalog BP; prices and discounts so you 
can work most effectively. 


Yours for better precision filing and more satisfied customers. 


Ps 744 G r0beL Pres. 


GROBET FILE CORP. OF AMERICA 
3 Park Place, New York 














PUSH 


CONGRESS 


V-BELT 


PULLEYS 


and materially in- 
crease your income 


Here are some of the things users get 
in Congress V-Belt Pulleys: they are 
diamond bored—carefully balanced— 
quiet in operation at all speeds — 
smoothly finished grooves will not 
wear out the belt. These are advan- 
tages that make your selling easier and 
give customer satisfaction. 


Distributors are interested in good dis- 
counts — service on orders — technical 
help for their customer's transmission 
problems. Congress offers all these 
things to Distributors and, in doing 
so, helps you to materially increase 
your income—that’s why we say 
PUSH Congress V-Belt Pulleys — it 
pays! Send for our service data sheets. 


CONGRESS TOOL & DIE CO. 


3754 East Outer Drive 
DETROIT, MICH. 


* 


* 
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1. Centrifugal and positive-displace- 
ment. 

2. Positive-displacement. 

3. Positive-displacement. 

4, Pumping small quantities—for ex- 
ample, coolants for machine tools, cir- 
culating cooling water in an automo- 
bile jacket. 

5. A piston within a cylinder, pump- 
ing in both directions. It requires a 
double set of valves, one set at each 
end of the cylinder. 

6. A multi-bladed impeller revolving 
inside a casing. 

7. At the center of the case. 

8. Through an opening at the rim 
or “periphery.” 

9. Centrifugal—it has only one mov- 
ing part. 

10. Centrifugal again. 

11. Almost the same. Centrifugals 
have gotten as high as 85% efficiency, 
reciprocating only slightly higher. 

12. It merely churns. 

13. Pressure rises until drive stalls 
or something breaks. 
14. Centrifugal; the 

pulsates. 

15. Here the positive-displacement 
pump is best. 


reciprocating 


16. The piston pump, unless of the 
common and cheap flap-valve type— 
in which case priming water may be 
required to seal the flap valve. 

17. Suction lines. 

18. Yes. 


in inches 


Diameter of suction pipe 
Vv 4.1 x g.p.m., or not to 
exceed 240 ft. per min. suction water 
velocity. 

19. Diameter of discharge pipe in 
inches = ¥ 0.8 x g.p.m., or not to ex- 
ceed 300 ft. per min. discharge velocity. 

20. Displacement of one double- 
acting plunger in U. S. gallons 

area of plunger in sq. in. xX 

piston speed in ft. per min. xX 12 

231 

21. The vertical distance from the 
pump center line to the free surface 
of the supply is static suction lift. Add 
losses at the pipe entrance and those 
for pipe friction (from handbooks), 
plus velocity head, to obtain total or 
dynamic suction lift. 


22. On a reciprocating or 





rotary 
pump, dynamic suction Iftt should be 
under 22 it., on a centrifugal it should 
in general be under 15 ft. 

23. A vacuum gage in the intake 
while the pump is operating. 
The vol 
ute has a volute casing to guide water 
from impeller to discharge pipe. The 


24. Both are centrifugals. 
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FLEXIBLE SHAFT 
MACHINES 


Popular Priced 


and 
Quality- 
Built! 








Here's a 
Line of Flexible Shaft Machines 
You'll Want to Handle! 


You know what a big market exists for 
a popular priced line of flexible shaft 
machines. And you know the need for a 
quality-built line of this type! 

Now—STOW Junior Line is built to last 
longer—to do better work—than ordinary 
outhts. Your customers will save money 
on each job—that’s why you'll find the 
STOW Junior is a good seller! : 

Don't forget—STOW Junior's design and 
construction are backed by 65 years of 
Flexible Shaft manufacturing experience! 
It’s because of increased volume and effi- 
cient standardization that the new low 
prices of the STOW Junior Line are made 
possible. Write for 
complete franchise 
information TODAY! 


STOW 
Heavy Duty 


Models 


for Production 
W ork 


The STOW line 
is complete! All 
types of ma- 
chines. Every 
kind of attach- 
ment, inter- 
changeable on 
both STOW 
Heavy Duty and 
Junior equip- 
ment. Full 
line of flex- 
ible shafts. 


STOW 

Heavy Duty 
Machines 

are accom- 
panying U. S. 
Antarctic Expe- 
dition 


T0 


Established 1875 — Inventors of Flexible Shofts 


Manufacturing Co., Inc. 
5 Shear St 
BIINNGHAMTON, N.Y. 





| 


| 


turbine type impeller has a circular 
diffuser containing guide vanes. 

25. Because its water connection, for 
maximum cushioning, should be the 
same size as the pump discharge, and 
the bulbous shape above it simply re- 
quires less metal for the required air 
capacity. 


Sam Gets On the Square 
(answer to the problem on page 36) 


Sam finally drew a dotted line x-y 
from the middle of the lower edge, 
































then drew in the two diagonals. The 
three resulting pieces go together as 
shown just below. 








Dallas Convention 


(Continued from page 24) 








for presentation of some of these 
dramatizations. This group is recog 
nized as one of the outstanding 
Little Theater projects in the coun- 
try. They may be depended upon to 
render a truly professional perform- 
ance, one that will likely long be 
remembered by those who attend. 
Jack Dale ( Briggs-Weaver 
Machinery Co., Dallas) is devoting 
considerable of his time to making 
arrangements for the comfort of 
delegates while in Dallas. His latest 
report is that a tea will be given 
for the ladies on Monday or Tues- 
day afternoon, This will give the 
ladies an opportunity to get ac- 
quainted, At the tea Mrs. Dale and 
Mrs. Wortham Power (The Mur- 
ray Co., Dallas) will act as hostesses. 
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VINCENT 


HUNTINGTON 


Improved 
GRINDING WHEEL 


DRESSERS AND CUTTERS 


(Pat. App. for) 


- « More for the 
Money...... 


Longer life and 
greater efficiency at 
no increase in price 
give your customers 
the best Grinding 
Wheel Dressers and 
Cutters their money 
can buy. They're 
standard with many 
large industrials be- 
cause of proven per- 
formance and fine 
quality. 


Gvert 
VINCENI 
Cutter 
Has 18 
Teeth 

Count 


Them! 


Exclusive new features 
mean easier sales. The new 
type hardened steel bush- 
ings are a new design to 
eliminate turning and 
wearing out the bushing 
holes in the dresser. Pin 
revolves freely in bushing 
and cutters revolve on pin, 
insuring constant change 
which makes for better 
dressing and truing. 


Use these strong selling 
points to increase your 


sales. Get our useful 
punched catalog sheets. 


These bushings used in all 
Special and <1 and #2 Im- 
proved Huntington Dressers. 


These bushings used in 
Regular and Hooded - 
proved Huntington Dressers. 


“If It's a Huntington Dresser 
or Cutter Vincent Makes It" 


VINCENT STEEL 
PROCESS CO. 
2434 Bellevue Ave. 

DETROIT, MICH. 














PRODUCT 





Portable Electric Hammer 
Portable Airpainting Unit 
Air Compressors 

Faucet Washer 

Mounted Sheel Shank Support 
Multiple-Operator Welding Sets 
Welders’ Ear Protectors 
Synthetic Belt Coating 
Oblique Cutting Plier 
Portable Electric Grinder 
Wide-Vision Goggle 
Soldering Iron Tips 
Cut-Off Machine 

Electric Drill 

Air Vise 

Steel Measuring Tape 
Rotary Pump 

Felt Pad 

Prefinished Metals 
Self-Locking Nut 
Magne-Gage 


Vernier Control 


PAGE NO. 


128 
129 
129 
130 
130 


131 








MAIN FEATURE 


Features “ sling shot drive ” 

Low maintenance and operating cost 
Increased amount of air per kilowatt 
Ball bearing swivel connection 

For grinding small diameter holes 
Lighter weight, easier to install 
Permit natural ventilation and hearing 
Guards against deterioration 

Knives close cutting and matched 
Permanently lubricated throughout 
Lenses easy to renew 

Special Metal Coating 

Leaves cut with polished surface 
Strong, dependable streamlined 
Available in five sizes 

Markings durable, easy to read 
Features “ hydraulic balance "’ 

For dise-sanders 

Will not lift or peel from base metal 
Resilient non-metallic collar 
Coating Thickness Tester 


Variable-speed transmission 


MANUFACTURER 


Independent Pneumatic Tool Co 
Paasche Airbrush Co. 
Worthington Pump & Mach. Corp 
H. B. Sherman Mfg. Co. 
The Dumore Co. 

General Electric Co. 

Mine Safety Appliance Co. 
B. F. Goodrich Co. 
Mathias Klein & Sons 
Albertson & Co. 

Chicago Eye Shield Co. 
Stanley Tools 

Delta Mfg. Co. 

U.S. Electrical Tool Co. 
Larkin Air Vise Co. 

Lufkin Rule Co. 

Geo. D. Roper Corp. 
Columbian Rope Co. 
American Nickeloid Co. 
Elastic Stop Nut Corp. 
American Instrument Co. 


Link-Belt Co. 

















NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Portable Electric Hammer 


Features ‘‘Sling Shot Drive’’ 


wand 2 #.\) 
3 





Announcement is made of 


a new 


electric hammer measuring only 134 
in. long and weighing but 14 pounds, 
yet adapted to a wide variety of heavy 


duty applications, 
ing, 
ing, caulking, and seaming. 
itv in coner 


including 
drilling, channeling, chipping, 


scaling, cutting, gouging, 


star 
clean- 
bead- 


Its capac- 
ete, limestone and brick is 


1 in. The outstanding feature of this 
new tool is the “sling-shot drive’, a 
method of driving the piston in a 
hammer action by means of a shock- 
proof rubber connection. This drive 
whips the piston back and forth at a 
speed of 1600 blows per minute, act- 
ing as both power accumulator and 
shock-absorber. The blow of the 
piston is not felt by the operator nor 
is it transmitted to the gear or motor. 
The motor is housed at right angles 
to the piston barrel and_ transmits 
power through heavy duty helical cut 
gears. Ball bearings are sealed 
against dirt and dust. The portable 
hammer is easy to dismantle for clean- 
ing and inspection, and _ inspection 
covers are provided for the brushes. 
The momentary grip switch with 
push-button lock for continuous opera- 
tion is the heavy duty, two-pole type. 

-Independent Pneumatic Tool Co., 
Chicago, Ill—Muv Supp.ies, March, 
1940 
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Portable Airpainting Unit 


Low Maintenance and Operating Cost 





A portable airpainting unit for gen 


S 


eral all around painting, decorating 
Tt 


and finishing is light in weight a: 


y 


may also be used for oiling and clean- 


ing. Due to its low maintenance 
operating cost, this unit is useful 
small 
home or 


public buildings. It wil 


| 


1] 
jobs in and about the factory, 








ol Co 


l. Corp 


Unit 


ting Cost 
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ecorating 


‘ight 
nd clean 
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useful 
factory 


It 


ad 


a | 














apply a great variety of materials 
such as lacquer, oil paints, enamels 
and light bodied synthetics. Produces 
a perfectly atomized spray for high 
speed airpainting of radiators, sten- 
ciling walls and ceilings and emer- 
gency painting jobs. The unit in- 
cludes 1 hp. electric motor, V-belt 
driven piston type compressor, 4-ft. 
water, oil and dirt separator, air- 
brush with quart cup, 12-ft. length 
of airhose with couplings.—Paasche 
Airbrush Co., Chicago, Il—Miutus 
Suppiies, March, 1940. 


Air Compressors 


Developed Especially for Garages 
and Service Stations 





Incorporating several new features 
this line of air compressors, in sizes 
from 4 to 15 hp., is said to deliver an 
increased amount of air per kilowatt 
than is obtained from previous types. 
They have been developed especially 
for garages, service stations and spray 
painting, and are also available with 
four-cycle gasoline engine drive for 
localities not having electric power. 
Exceptionally quiet and well balanced, 
these units can be furnished in both 
single and two-stage types, tank- 
mounted or base-mounted with sepa- 
rate tank, for any state code. All 
are equipped with either constant 
speed or automatic-start-and-stop con- 
trol, according to requirements. Sizes 
range from 1.34 to 134 c¢.f.m. dis- 
placement, single-stage, and from 3.9 
to 67 c.f.m. two-stage.—Il’orthington 
Pump & Machinery Corp., Harrison, 
N. J—MIti Supreries, March, 1940. 


Faucet Washer 
Ball Bearing Swivel Connection 


This faucet washer is recommended 
for use with all types of compression 
work as a means of eliminating waste 
caused by worn washers. It provides 
a positive shut-off at a touch of the 
handle. Because it is made with a 
ball bearing swivel connection this 
washer eliminates rotational friction 
—the grinding of the washer against 
the valve seat. Thus the washer is 
pressed straight down against the 








HOLO-KROM 


Socket Screw 


Products 


H-K_ Distributors are “cashing-in” 
on the readybuilt acceptance for 
Holo-Krome Products and the con- 
stantly new markets being created 
because of the Quality, Unfailing 
Performance and the smart looking 
Black Lustrous Finish of Holo- 
Krome Socket Screw Products. 

Distributor Salesmen too, like the 
Selling Features of the H-K_ line, 
the assistance given them by H-K 





a ae factory trained representatives plus 
FIBRO FORGED the forceful promotional work done 
Socket Screws by Holo-Krome national advertising 


are COMPLETELY 


among users of and * prospects for 
Cold Forged 


Socket Screws. 








HOW 
spHoror oon 


THE HOLO.KROME SCREW CORP SOCKET SCREWS HARTFORD, CONN. USA 
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SERVICE 


tornado hit a Georgia 

hoe pet ee there knew just 
us at 3:30 P. M. on : 

immediate shipment of ten doz 

4 P. M. that same 

its way from our factory. 
“RED CAP” 

eT cate te Excellent! 


Can we be of service to you too?— 


BRUSH & BROOM 


EST. 1890 


Corner Brush and Broom Sts. 











BABY! 


—but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 

Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 


TRADE 








MARK RB i lie all J$. PAT OFFICE 


STEEL BELT LACING 


IN AN 
EMERGENCY 


city on February ninth, 


what to do. 
February fourteenth requesting 
en street brooms. 


day this Distributor’s order was on 


service—like CAPITAL “RED 


INDIANAPOLIS 









. Without any 
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He wired 


By 


MFG. CO. 





Indianapolis, Ind. 





Industrial plant 
men like ALLIGATOR 
steel lacing because: 
fuss or monkey 


business it can be put on with 
a hammer and it drives straight 


. It will handle the lacing prob- 


lem for belts ranging from tape 
less than 1/16” thick up to belts 
5/8” thick and as wide as they 
come. 


. The belt can be unfastened in a 


jiffy just remove the rocker 
hinge pin and the joint comes 
apart. 

Alligator Steel Lacing is made of 
@ special grade of steel that 
combines ductility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 

Alligator makes a joint that is 
smooth on both faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 
It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 




















valve seat, producing a positive, leak- 
free contact with a minimum of pres- 
sure and without wear. The ball 
bearing which takes the end thrust js 
made with non-corrosive, monel metal 
balls and bronze ball races. The 
washer cap itself is made from a 
specially developed heat resisting 
formula—H. B. Sherman Manufac- 
turing Co., Battle Creek, Mich—Mut 
Suppiies, March, 1940. 


Mounted Wheel Shank Support 
For Grinding Small Diameter Holes 





A mounted wheel shank support for 
internal grinding with small diameter 
wheels has been developed recently. 
The support was especially designed 
for grinding small diameter holes to 
considerable depths. A special 3-in. 
wheel shank is necessary for use with 
the support. With this wheel shank 
support, shopmen can grind small dia- 
meter internal jobs quickly and 
efficiently. The tapered support slips 
over the wheel shank, minimizing the 
possibility of “whip”. The shank is 
2tt-in. long and .2204 in. in diam- 
eter at its larger end. There is a 
g-in per foot taper to the shank.— 
The Dumore Co., Racine, Wisc:— 
Mitt Suppries, March, 1940. 


Multiple-Operator Welding Sets 
Lighter Weight, Easier to Install 


Redesign of the 1500-ampere con- 
stant-potential arc welding sets for 
multiple-operator and machine weld- 
ing has resulted in more compact 
construction, lighter weight, improved 
appearance and greater ease of in- 
stallation. In addition, .the improved 
equipment has the control for the 
motor and generator mounted on the 
base, making for greater convenience 
for the operator. Constant-potential 
motor-generator arc welding sets are 
especially suited for supplying the 
heavy current demands of modern 
automatic welding and exacting re- 
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quirements of production hand weld- 
ing. Where a number of operators 
are to be supplied from one set, ad- 
vantage can be taken of the fact that 
the average hand welding operation 
is not continuous. This diversity 
factor of the welding load allows 
the use of a smaller-capacity set oper- 
ating more efficiently in supplying a 
given connected load than would be 
required if each operator were sup- 
plied by a separate set. These sets 
are equipped with standard driving 
motors for operation on direct cur- 
rent, or on polyphase alternating cur- 
rent at any commercial voltage. Syn- 
chronous driving motors may be used 
to obtain plant power-factor improve- 
ment. This often results in mate- 
rially reduced power bills—General 
Electric Co., Schenectady, N. Y.— 
Mitt Suppties, March, 1940. 


Welders’ Ear Protectors 


Protection From Flying Particles 








These new ear protectors provide a | 
simple and practical device for pre- | 


venting injury to the ears caused by 


entry of flying sparks or hot metal | 


particles. Consisting of two protect- 
ors made of close-woven, non-rusting 
screen with leather binding, which 


are held comfortably in place over the | 
ears by an adjustable spring steel | 


headband, they are deeply cupped, 
ample in size to avoid cramping the 
ear, and permit complete natural ven- 
tilation and hearing. The headband 
is worn around the back of the head 
and does not interfere with the wear- 
ing of goggles, conventional welding 
helmets or any head covering. The 
complete unit weighs only 2 ounces. 
—Mine Safety Appliance Co., Pitts- 
— Pa.—Mitt Suppries, March, 
I40, 


Synthetic Belt Coating 
Guards Against Deterioration 


Conveyor installations on which 
belting is used are often idle for con- 
siderable periods. During this idle- 
ness belting covers may suffer greater 
deterioration through the effects of 





| 
| 


faster cutting, longer lasting 


POSITIVELY UNBREAKABLE 


HIGH SPEED 


you'll sell more... 


MARVEL HACK. SAW BLADES 





You'll sell more, because you 
have far more to sell—da_ fast- 
cutting, long lasting Genuine 18 
Tungsten High-Speed-Steel Cut- 
ting Edge, still a blade that is posi- 
tively unbreakable. Only MAR- 
VEL High-Speed-Edge Hack Saw 
Blades can be both strictly High 
Speed and Unbreakable for only 
by the patented MARVEL weld 
can a High-Speed-Steel edge be 
backed by a tough alloy body. 


Your customers know there is 
no cutting steel like High Speed 
Steel. They also know that true 
High Speed Steel must be prop- 
erly hardened and that means 
brittleness. Any experienced tool 
buyer can instantly see the advan- 
tage of a High-Speed-Edge on an 
unbreakable alloy body. And to- 
day over 40% of the sawing 
machines are using MARVEL 
Blades. 


A part of an advanced System 
of Sawing Machines and Saws, 
MARVEL Blades are above 
normal blade competition. Widely 
and continuously advertised they 
offer an unlimited opportunity for 
sales and profits. 

















5753 Bloomingdale Ave., Chicago, U. S. A. Eastern Sales: 





ARMSTRONG-BLUM MFG. CO.'The Hack Saw People” | 


199 Lafayette S.. 





N.Y. 
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a Joint 
we haven't 
been in 








“Yes sir, Goetze’s com- 
plete line of Gaskets, for 
every type of Industrial 
Service, made them 
the Leader in Supply 
House Sales.” 


“You Can't find \ 


























GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick,N.]J. 
Branch Offices in Principal Cities 


. ?. dt GASKETS 


America’s Oldest and Largest Industrial Gasket Manufacturer” 


THE BUNTING BRASS & BRONZE COMPANY 





Write for your copy. 


Toledo, Ohio 
Warehouses in All Principal Cities 
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portable grinder. 


sunlight and air, than when the belt- 
ing is in use. As a result of research, 
a new synthetic coating for belting 
covers has been developed, which on 
the basis of its tests, will greatly re- 
duce the effects of aging. This new 
product has been designated as 
R-60-T protective coating for con- 
veyor belting —B. F. Goodrich Co., 
Akron, O.—Mitt Suppties, March, 
1940. 


Oblique Cutting Plier 
Knives Close Cutting and Matched 





Made especially for automotive me- 


chanics and others who demand a 
high quality plier of this pattern. 
The knives are close cutting and 


carefully matched for their full length. 
Useful for pulling cotter pins, for 
choke wires, and also for cutting BX 
cable. The “handform” handles pro- 
vide full leverage and comfort for 
continual use.—Mathias Klein & Sons, 
Chicago, [ll—Mttt Suppwies, March, 
1940. 


Portable Electric Grinder 


Permanently Lubricated Throughout 





and 


Jalanced 
struction are features of this new 5-in. 


power sturdy con- 
Permanently lubri- 
cated throughout with heat-treated 
alloy steel gears and large oversize 
ball bearings which absorb al] side 
thrust, the grinder has a grip shaped 
to prevent turning in operator’s hand. 
There is a wheel guard adjustable for 


any desired position. The tool is 
especially suited for foundry work, 
welding and body shops, railroad 


shops, ship yards, etc. It operates on 


A.C. or D.C., standard voltage 119, 
and is also available for 220 or 250 
volts. The overall length of this 


and the 
“4 {lbertson & Co ’ 
Towa.—Mitt Suppties, 


portable grinder is 234 in. 
weight is 18 Ilbs.- 
Sioux City, 
March, 1940. 


Wide-Vision Goggle 
Maximum Protection Against Impacts 


A full 150° effective range of vision 
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is offered in the new No. 220 wide- 
vision goggle. Hardened safety lenses 
provide maximum protection and these 
lenses are easy to renew. One of 
the important features consists of the 
new one piece moulded cushion pad 
which is composed of a very pliable 
material highly resistant to perspira- | 
tion. These cushion pads conform to | 





varying contours of practically every 
wearer. Additional ventilation holes 
in the rustproofed metal portion of 
the eye-cups increases air circulation. | 
The nose bridge is adjustable to vary- 
ing facial 
Shield Co., Chicago, Ill—M1_ut Sup- 
pigs, March, 1940. 


Soldering Iron Tips 
Special Metal Coating 








all esa cea \ 


\nnouncement is made of a new 
line of soldering tips for screw tip 
and plug tip electric soldering irons. 





These tips are covered with a special 
metal coating that protects the high- 
conductivity copper core. This coat- 
ing protects them from corrosion and 
prevents the copper from wear. The 
tips can be readily tinned without 
filing and will retain original shape 
Without amalgamation with solder or 
oxidation as with all-copper tips. A 
word of caution—filing these tips 
will ruin the armor and expose the 
heat-conducting copper body to de- 
struction.—Stanley Tools, New Brit- 
am, Conn.—Mit_ Supp.ies, March, 
1940), 


Cut-Off Machine 
For Use in Large and Small Factories 


A new unit has just been announced 
which will cut quickly and accurately 
to exact lengths such materials as 
steel, brass, copper, cast iron, monel 
metal, bakelite and all plastic mater- 


ials, pipe, wire rope, stellite, tool steel, 


HE combined fea- 
tures of Wells 
Metal Cutting Band 
Saws make them an 


ideal unit for pro- 


all-around work. 


clean cutting—port- 
rag : versatile, 
widths.—Chicago Eye | . 
rugged — those are 


sales features your 


hard to resist. Look 
into the profit-mak- 
ing possibilities of 
Saws today. 
You'll like them. 








by the Valley Guarantee. 
wide wheels, and adjustable tool rests. 
models. 


Nl Gl Valley 


——_ 4221 FOREST PARK BLVD. 








-Selling 
Wain Rip BY TAS 


I Nesey” ee 


sawing or 


No. 8 


accurate, 






flat 


flso the 








Wells line. 





will find 


VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
% Complete satisfaction in service 


Let us give you prices and details on special profit-making franchise 
for Valley Distributors. 


will make MONEY fore You ! 


8" diameter 
round or 


8" x 16" 


neu 


Built in Two Sizes 


5" 


No. 5 


diameter 


round or 
"sit" 








No. 
Saw, a recent addition to the 


flat 


9 Upright 












More than 20 years of painstaking research and manyfacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
Specifications include heavy shafts, oversize ball bearings, 
Sizes from 4 h. p. Bench to 5S h. p. Pedestal 





Electric Corp. 


e ST. LOUIS, MO. 
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SIMPLEX | DESMOND 


“Welders” | “HEAVY DUTY" 
DRESSER 


















VISE 





A ball bearing equipped dresser for 


A new double swivel type vise to enable use on large, coarse and specially 
the work to be held in the most con- bonded wheels. Cutters set at an angle 
venient position. Saves time, increases give an extra shearing action. Made in 
accuracy. two sizes. 

The country's most modern and strongest One of the many exclusive types of 
vise offers you new types to interest dressers from the only complete line of 
your customers. dressers and cutters. 











In our line of Simplex Vises and Desmond Dressers you will 
find exclusive types of modern tools designed for your cus- 
tomers’ requirements. Write for complete information to-day. 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 






































MANUFACTURERS MAKE YOUR SELLING 


Easier 







by telling the 
merits of their 
products to your 


best prospects in 
FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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manganese steel, fibrous material such 
as brake linings, tile, brick, carbon, 
etc. On metal it leaves the cut with 
a polished surface, thus eliminating 
burring and finishing operations. By 
switching to a saw blade this same 
unit can be used for cutting wood. 
Some of the features of this machine 
are—‘‘sealed-for-life’ bearings requir- 
ing no lubrication; powerful V-belt 
drive; adjustable fence; accurately 
machined table; cutting of material 
at any angle; unusual safety features, 
It has a capacity up to 2-in. diameter, 
or material up to 2-in. by 6-in. This 
rugged machine should find a wide 
range of applications in many indus- 
tries.—Delta Manufacturing Co., Mil- 
waukee, Wisc. — Mitt Supp ies, 
March, 1940. 


Electric Drill 


Strong, Dependable, Streamlined 





Announcement is made of a 5/16- 
in. utility drill, having a wide appli- 
cation in plants and garages or service 
stations throughout the automotive 
industry. It is ball bearing through- 
out and has a double pole trigger 
switch with automatic release, thumb 
latch for holding in “on” position. The 
universal motor operates on direct or 
alternating current, 25 to 60 cycles. 
Gears are chrome nickel steel, heat 
treated, packed in grease and sealed. 
Equipped with 3-jaw  screw-back 
chuck; 15 ft. 3-wire rubber covered 
cable with indestructible attachment 
plug. This drill is also available in 
the } in. size—U. S. Electrical Tool 
Co., Cincinnati, O—MILL Supp ties, 
March, 1940. 


Air Vise 
Available in Five Sizes 


An air vise, designed for production 
machine work, has recently been in- 
troduced. Being pneumatically oper- 
ated, the vise, it is claimed, saves the 
operator a surprising amount of time 
in handling material, particularly 
where operations are short and many 
pieces are worked from ‘one set-up. 
It is equally adaptable for bench work, 
milling, shaping, planing, drill press 
work and other machine shop and tool 
room operations. Castings are semi- 
steel and machined parts are accur- 
ately made. This new vise is avail- 
able in five sizes ranging from 4-in. 








rial such 





carbon supplied with hardened and ground INEFFECTIVE 
cut with jaws, flanged base and hand operated 
minating control valve. Special jaws to fit any 
ons. By work, swivel and universal bases and 
his same foot operated valves are also available. 
gz wood. —Larkin Air Vise Co., Portland, 


ae , a Supp.ies, Marc 940. 
machine Conn.—MItt Supp.ies, March, 1 





to 8-in. in jaw width. It is regularly | 
| 
| 


S requir- 

; wae LEAD RUBBER 

ial.» i When you sell hammers and mallets for strik- 

Plow Steel Measuring Tape hep etct maen ptyeet meng ecg MENT RAWHIDE 

material Bs | not be marred, remember that wood splits 

: Markings Durable, Easy To Read | and cracks, metal heads have 

teatures, | soft turning edges that break 

liameter, <= po dee —- @ For taking out punishment and putting the 

in. This italia: ° right “feel” in a hammer or mallet there is 
: wike and faces stay ac- nothing like tightly coiled resilient, com- 
, curate, absorb pressed rawhide ... it is safe, accurate and 

y indus- shock and wear ° 

2 , longest. durable for pounding where you have to be 

,0., Mil- Ss careful of the surface. 

UPPLIES, Chicago Rawhide Hammers and Mallets are 


made from the toughest rawhide there is — 

genuine Java Water Buffalo laminated into 

QS solid wear-resisting heads and made into well 
<& balanced tools. 

Chicago Rawhide Hammers and Mallets sell on 

demonstration. Get interested in these tools 

now. Make them your profit leaders. They 

offer you easy sales and plenty of repeat busi- 

____ ness—a fast moving quality line for your trade. 











Steectee* 





nlined 


A new line of steel measuring tapes | 
="3 has recently been put on the market. | 
The outstanding characteristics | 
stressed by the manufacturer are— | 
accurate steel tapes, chrome plated, jet 
black markings and satin chrome- 
white surface, unusually free of glare; | . 
markings stand out even in poor or | . y, CHICAG Rawhide 
artificial light; tapes are extra strong | ; 0 MFG.CO. 
and resist rust; surface is smooth and | 1290 ELSTON AVE. - CHICAGO -U-S-A: 
a 5/16- easy to clean; made of metal through- 
e appli- out, will not crack, chip or peel. New 


service cases and frames of improved design | 

omotive have been built for this new line. | MAGNESIA ASBESTOS 
hrough- These measuring tapes are now | ved 

trigger offered in two brands: “Anchor” in | 

, thumb g-in. and 4-in. width, in genuine | 























on. The leather case; and “Leader” 3-in. wide, rn EAT | Pag SU Ww Wate NS 
irect or in durable, attractive, imitation 
cycles. leather case. Included also are #-in. . 
1, heat and 4-in. wide tapes on metal frames t 
sealed. with plumb bob a tank gaging in C u H Pp r 0 d u C t : 0 n C 0 $ $ . 
»w-back the oil industry—Lufkin Rule Co., 
covered Saginaw, Mich.—Muu. Supp ies, Modern industrial plants are saving thousands of 
ichment March 1940, fuel dollars each year through the correct appli- 
able in cation of CAREY Heat Insulations. The com- 
al Tool 1s ues to plate CAREY Line includes high efficiency in- 
'PPLIES, Rotary Pump | veal sulating materials of Asbestos and Magnesia for 

; every known service condition—for temperatures 

Features Hydraulic Balance ranging from 
SUB-ZERO to 2500° F. 

In addition, the services of Carey Engineers and 
duction Carey research facilities, available through branch 
een in- For nae Nedium Offices covering the nation,, are offered to help 

oper- Pressure. solve the insula- 
ves the tion problems of 
ot time your customers. 
cularly 
fon Write for details 
: work. and book of inter- 
| press Hi-Temp Blocks Hair Felt Insulation esting data — ad- 
nd tool i For ysneem, Gvene, Bor a 4 tempera- dress Dept. 55. 
Poesia ay THE PHILIP CAREY COMPANY ° Lockland, Cincinnati, Ohio 
nerf Containing over 7,000 different Dependable Products Since 1873 
, in. units, this new line of rotary pumps BRANCHES IN PRINCIPAL CITIES 
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The Famous 


ATLAS CAR MOVERS 
have more 


POWER 







due to 
the true 


COMPOUND 
LEVERAGE as shown in cut 


* * * * * * 


MILL SUPPLY SALESMEN CAN 
ALWAYS PICK UP AN ORDER 
FOR ATLAS PERFECT SPURS 


* 7 * * * * 
APPLETON-ATLAS CAR 


MOVER CORPORATION 
2947 No. 30th St. Milwaukee, Wis. 


formerly at Appleton, Wis. 











FUSIBLE 
PLUGS 





Types and 
Sizes to meet 
all needs.... 





LONG PATTERN 


(Fireside Type) @ high grade brass 


filled with pure tin 
@ extra long threads 
@ standard 


size on 
end 


iron 
the 


pipe 
small 


@ fit all standard pipe 
threaded holes 


@ correctly made to 
all latest specifica- 
tions such as A. 

: MARINE 
SERVICE— MASS. 
STANDARD — A. 
2 





sens PATTERN 
Vaterside Type) 


@ can also furnish for 
holes that have been 
tapped or worn over- 
size. 


Ample stocks ready for 


immediate shipment. 


Send for our bulletin 
and price list. 





SHORT PATTERN 
( Outside and 
Inside Type) 














H. B. SHERMAN MFG. CO. 


Battle Creek, Michigan 
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includes pumps of 1, 3, 5, 10, 15, 20 
35, 50, 75, 100, 150, 200, 300, 500, 750 
and 1000 g.p.m. capacities at speeds 
up to 1800 r.p.m. and against pres- 
sures up to 1000 Ibs. per square inch. 
At present 21 different drives and 
mountings are available, ranging from 
ordinary foot, hub and flange mount- 
ing heads to complete bedplate units 
for direct motor drive; gear reduc- 
tion; flat or V-belt drive. A special 
feature of this new line is “hydraulic 
balance.” It equalizes internal pres- 
sure at all points and absorbs all shock 


or thrust from power end of drive 
shaft. Other features include choice 
of spiral, spur or herringbone gears 


conventional packing box, = spring 
loaded packing box or mechanical 
seal; sleeve or roller bearings; eight 
different piping arrangements.—Gceo. 
D. Roper Corp., Rockford, [ll—Mut1. 
Suppiies, March, 1940. 

Felt Pad 


For Disc-Sanders 





\ light weight back-up pad for 
dise-sanders has recently been de- 
veloped. This is identified as Co-Ro- 
Felt Pad and is available in the nomi- 
nal inch sizes of 7, 8 and 9. It has a 
moulded plastic center. Both the 
center and the flexing surface are 
made of rope fibre bonded and 
moulded at the same time to prevent 
the two from separating. This new 
pad can be used for sanding and 
polishing metal or wood surfaces. The 
7-in. pad ‘weighs less than half a 
pound. The entire assembly of nuts, 


bolts, and plates for old pad centers is 
said to be climinated by its tough, 


moulded center. The pad is exception- 


ally well canal throughout to cut 
down vibration. — Columbian Rope 
Co., Auburn, N. Y.—Mutit Supp.ies, 
March, 1940. 


Pre-Finished Metals 
Aluminum Base 


Rect ntly introduced two pre- 
bonded metals, formed by a 
of chromium or nickel, bonded 


electrolytic to an alu- 


are 
finished 
surface 

| 


DY an process 
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A by HARPER 


° . of BRASS. BRONZE. 
EVERDUR. MONEL and 
STAINLESS STEEL. Deals 
with the broad and com- 
plete Harper line of non- 
ferrous BOLTS. NUTS. 
SCREWS. WASHERS and 
other fastenings s¢e we 
pages in 4 natural colors. 
Describes .. 


3600 items i in Stock 


. ready for immediate 
4 shipment. Contains all in- 
. formation needed for speci- 
a * . ° 

bes : fications or ordering. Most 
| ——— complete book in the field. 





< 4— nme 


ER 


i), Ke ) Specials Made Promptly 
« « and economically. For 
Pion wate a catalog write to your log- 
€: ical source of supply 
af THE H. M. HARPER CO. 
i ts eZ 2632 Fletcher Street, Chicago 











AMERICA'S FINEST 
INDUSTRIAL WHEELS 





Cash in on the trend toward rubber 
tired wheels. Every plant is a prospect 
—and every sale of French & Hecht 
wheels creates a satisfied user. Accu- 
rate, sturdy one-piece construction—no 
bolts to loosen, no metal to stretch, no 
pinching of tubes. Sizes and types with 
solid or pneumatic tires, in diameters 
from 4!/2"" to 20''—also rigid and swivel 
forks. Easy-to-sell and profitable. 


Send for 24 Page Catalog and Prices 
FRENCH & HECHT, Inc. 


60 East River Davenport, lowa 
WHEEL BUILDERS SINCE 1888 
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PAY MORE-—GET MORE 
DO MORE 
with 
“STRAND” 
HIGH QUALITY MACHINES 
GROUND ROTARY CUTTERS 








send for ‘catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 





INCREASE SALES 


AND PROFITS! ! ! 
with 


ROCKWELL 
BLAST GATES 


Wherever low pressure air is 
used by your customers in their 
manufacturing cycle, ROCKWELL — 
BLAST GATES can be adapted to 


advantage for the air control. 


All types and sizes available for 
prompt shipment. We ship direct 
to your 
No servicing. 


Be prepared. Write 
for complete catalog 
No. 3766, price lists 
and discounts. 


ee 
W. S. 
ROCKWELL 
COMPANY 

50 Church Street New York 

a 


customer. 





munum base metal. Because the alu- 


minum need not be etched to secure 
a bond, the lustre of the plated sur 
face is not dulled. The two pre- 
finished metals are available in sheets 
in sizes up to 26” x 96”, in a full 
range of tempers, and in gauges from 
010-in. up to .064-in. A choice of 
bright or satin finish and _ striped, 
crimped, or corrugated patterns adapts 
these metals to many uses and designs 
requiring a combination of the fune- 
tional qualities of chromium or nickel. 
It is said that both metals are easily 
workable during the manufacturing 
process and are highly resistant to 
corrosion, rust or tarnish. The per- 
manently bonded coatings are guar- 
anteed not to lift or peel from. the 
base metal.—American Nickeloid Co., 
Peru, Tll—Mirti Suprtirs, March, 
1940, 


Self-Locking Nut 


Resilient Non-Metallic Collar 





Nine new types of nuts all of which 
embody the basic “elastic stop” self 
locking element, have been added to 
the manufacturer’s line. A resilient 
non-metallic collar is built into” the 
head of the nut. This collar, in re 
sisting the entrance of the bolt) or 
screw, forces the thread faces into a 
pressure-contact which is maintained 
after the nut is tightened. With 
thread play thus eliminated the nut 
cannot work under vibration, 
operating stresses, or wear of sur- 
rounding parts. The types of 
nuts are designated as thin hexagonal, 


le 0SC 


new 


spline, internal wrenching, counter 
sunk and = counterbored one-lug an 
chor, countersunk and = counterbored 


two-lug anchor, countersunk 
anchor, bracket anchor, floating right 
angle anchor, and floating basket an- 
chor.—Flastic Stop Nut Corp., Eliza 
beth, N. J—Miutt Suppwies, March, 
1940, 


corner 


Magne-Gage 
Coating Thickness Tester 
measuring local 


metals by 
magnetic 


An instrument for 
thickness of 
the rapid, 


coatings on 
non-destructive 
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\ LEMENTS 


DILLAC 


PORTABLE ELECTRIC 
BLOWERS & SUCTION CLEANERS 
SELL EASILY because they have a 
reputation for performance— 
THEY PLEASE because they are 
built to give long, trouble-free 
service— 

WRITE at once for descriptive 
circular of this great line. 









MADE IN 5 
GUARANTEED 
MODELS 


CLEMENTS MFG. CO. 
6656 S. Narragansett Ave., Chicago 














Two 
Favorites— 


Cc. & L. Blow Torch 
No. 32A 


The favorite of experi- 
enced mechanics. Multi- 
flame control— blue 
flame from wide open to 
small. Gas orifice can- 
not be enlarged. Jet 
block is renewable. 
Other exclusive patented 
features give highest 
performance, lonq life, 
economy. 





Cc. & L. Fire Pot 
No. 22A 


Easy to start, burns per- 
fectly in any weather. 
Terrific heat and large 
volume of flame give un- 
matched sp@ed. An im- 
portant feature: The Coil- 
trol, quickly replaceable 
Coil Unit. Many years 
of heavy service. 





Reputation gained by 50 years of 
careful manufacturing, constant 
improvement, and PROMPT FAC 
TORY SERVICE keeps the C. & L. 
leadership .. .« 





CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich 


















































STOCK THE / 
OTTEMILLER 


H 


Fa 
f 


LINE 
and 
PULL 
BUSINESS 


/f YOUR WAY 


Lots of orders are be- 
ing placed all around 
you for cap screws, 
set screws, coupling 
bolts and studs. It's 
a steady, shipment-fiom-stock busi- 
ness which you can develop into 


BIG VOLUME through repeat orders, 


Why not pull this business your way 
by handling the OTTEMILLER LINE 
of screw machine products? You'll 
have an inside “ack because the line 
is complete for all purposes, depend- 
able in quality and right in price. 
Get details of our 100% DISTRIBU- 
TOR SERVICE. 


The Wm. H. 
OTTEMILLER CO. 


YORK, PA. 

















8-B PUNCH 


y, 
“PUNCHES” 


that make the cash 
register ring .. . 


The Whitney line of Hand Lever 
Punches is a sure fire business getter. 
The market is unlimited—the quality 
of our products very high—our serv- 
ice is prompt—our guarantee is 
trustworthy. There are many other 
items in the Whitney line that 
will increase sales for you—in- 
vestigate now—Send for de- 
scriptive booklet. 







TINNERS SETTING HAMMER 





Head and handle forged of one- 
piece tool steel. I-beam construc- 
tion, head can't come off, handle 


can't splinter. 


HITEY 


Rockford, Illinois 




















































method, has been improved since its 
introduction in 1937. The improve- 
ment now makes it possible to meas- 
ure various types and thicknesses of 


coatings with only one instrument 
simply by interchanging different 
types of magnets. The instrument 


will measure nickel coatings on non- 
non-magnetic, 


magnetic base metals; 





metallic or organic coatings on mag- 
netic base metals; nickel coatings on 
iron The method sim- 
ple, rapid, non-destructive of the coat- 
ing or the base metal, and is especially 
advantageous for both works control 
and acceptance testing, since it per- 
mits testing of a large number of 
specimens at low cost.—American I[n- 
strument Co., Silver Spring, Md.— 
Mitt Suppuies, March, 1940. 


steel. is 


or 


Vernier Control 


Variable-Speed Transmission 





Announcement is made by the man- 
ufacturer that it is now in position to 
equip all sizes of the Link-Belt P.I.V. 
Gear variable-speed transmission with 
vernier control, for installations where 


extremely fine control of speed 
changes is required. This vernier 
control can be supplied with either 


one of two ratios—74 to 1 or 30 to 1, 








ind is equipped with two handwheels. 
One is for direct control; the sec- 
mdary, or vernier-type control hand- | 


wheel will provide either 30 turns or 


74 turns to one of the direct wheel, 
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ESSEX 


LUBRICATING 
DEVICES 
Spell Profit 
for 
DISTRIBUTORS 





“Pilot’’ Glass Body 
Sight Feed Oi! Cup 


line has earned a 
reputation for quality 
and dependability be- 
cause of the many 
years of unfailing, eco- 
nomical service it has 
given to large indus- 
trials everywhere. Join 
the ranks of alert dis- 
tributors who know it 
is to their advantage 





“Automatic” - : P 
Spring Compression to stick with a line 

Grease Cup that offers them tangi- 
ble returns. Investigate today and 


build up a well-paying business. 





We make: 


Sight feed tubricators, plain tubricators, hand 
oil pumps, oi! cups, plural oilers, sight feeds, 
grease cups, oil gauges, water gauges. oiling 
devices, air pistol blow guns, air cocks, etc. 


ESSEX BRASS CORPORATION 
2000 Franklin Street, DETROIT, MICH. 




















KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


f. is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
Industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 
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GRIF Fae 
HACK SAW BLADES 


CREATE PROFITS 
BECAUSE THEY 


@ Provide satisfactory 
service, and are 


@ Backed by fifty years 
of specialized manu- 
facturing experience. 


We have 
tories. If 


some open terri- 
you want a com- 
plete line of hacksaw blades, 
on an exclusive territory 
basis, we shall be glad to hear 


from you. 


FOR COMPLETE INFORMATION 
WRITE TO 


JOHN Hl. GRAHAM & CO., INC. 


GENERAL SALES AGENT 
105 Duane Street © New York City 








SOLDERS | 


For Every Purpose 





A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


includes: 


Bar, Triangular, Meter and Drop 


Solders. 
Copper and Brass Fitting Solders. 
Stainless Steel Solders. 
Babbitts (All Grades). 
Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 





- 4 
— © lurdiner = 
NN SM METAL CO 77 


«. 


4833 So. Campbell Ave., Chicago, Ill. 











| particularly 


| uct can be 





| special 





depending upon which ratio of worm- | 


gear reduction set is furnished. As 
vernier control is said to provide the 
fine sensitivity required for true mi- 
crometer adjustments of speed, it is 
recommended for such 
services as—synchronizing the speeds 
of two machines; justifying for 
shrinkage and expansion of such prod- 
ucts as textiles and paper; controlling 
feeders; obtaining exact register; 
controlling the overlay of wire-cov- 
ering on wire-producing machinery; 
or wherever the uniformity of a prod- 
assured by such close 
speed regulation.—Link-Belt Co., Chi- 
cago, Ill—Mt.t Supp ies, 
1940. 


SalesHelps 


from the 


utactwrens 


ROLLER CHAIN—Bulletin R-54, a help- 
ful book of roller chain engineering 
data, is now available to power trans- 
mission engineers, plant executives 
and designers. It contains complete 
information on construction capaci- 
ties and applications. Included is a 
power transmission capacity table for 
pitches from -in. to 25-in., a guide 
for calculating chain lengths, tables 
showing proper chain drive layout, a 


discussion of types of oiling systems. | } 


—Morse Chain Co., Ithaca, N. Y. 


SCREWS—This firm’s 1940 catalog 
has many new features, additional 
technical data, tables, charts and illus- 
trations. 
has been added, together with a com 
plete sheet metal screw section. On 
stock is described and _ illus- 
trated the company’s lock washer as- 
sembly screws.—Continental Screw 


Co., New Bedford, Mass. 


WRENCHES —The 42nd edition of the 
Billings catalog contains 176 pages, 
large illustrations and type, new ideas 
on indexing, and plainly indicates the 
name and tool on each page. New 
wrenches and tools in both vitalloy 
and carbon steel are shown, with par- 
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March, | 





A section on Phillips screws | 








BALL BEARING 
LOOSE PULLEYS 


“ya™ 





BUILD UP THE 


PROFIT 


SIDE OF YOUR BUSINESS 


Plant shutdowns are _ costly — any 
plant manager knows that. Show 
them how to save on oiling time—on 
power losses—on time losses, and 


you'll establish a well paying pulley 
business selling Daggett Pulleys. 
They do all these things and make 
money for you. Our engineers are 
at your service. Write for details. 





CHICAGO PULLEY & 


SHAFTING CO. 


N. Des Plaines St CHICACC, ILL 


for repeat business in 


BELTS 


rsielilet-laclb4-mela| VICTOR 





Repeat business in Victor Belt- 
ing piles up profits. For Victor 
offers you the most complete line 
of textile belting in 
the widest range of stock items 
for 


America— 


every type of transmission, 
conveying, and elevating — belts 
that solve your customers’ difficult 
problems with remarkable 


formance records, 


per- 


Rapid and dependable action 
on belting orders helps you win, 
and hold, good will. 
selling, 
and better belts at a full margin 
of profit... isn’t that what you 
want? Write for particulars. 


VICTOR 


53 Park Place, New York 


Aggressive 


nationwide acceptance, 


BALATA & TEXTIL 


345 W. Hubbord $1, Chicago 
FACTORY: Easton, Pennsylvania 


BELTING COMPANY 





135 








This ad in Mill & Factory will hel 


Cling-Surface 


FOR BELTS 
Proves its Value to You 


The salesman's ‘Demonstrator’ above 
shows conclusively how Cling-Surface 
prevents slip, preserves leather belts 
and permits siack operation. Ask your 
Supply Salesman to show you this sim- 
ple proof. The value of Cling-Surface 
can be figured in dollars and cents. 


Literature and trial tube on request. (;) 


CLING-SURFACE CO. 


44 Years Saving Belts and Power 


1024 NIAGARA ST., BUFFALO, N.Y. 








For QUANTITY Sales— 


Cesco 9) HEALTHGUARD 
NO. RESPIRATOR 


Needed and 
Wanted in 
Practically 
Every Plant 
for 
Complete 
Protection 
Against All 
Types of 


DUSTS 


*% Here is a respirator with an enviable repu- 
tation among industrial plant superintendents 
for real value and better ability to combat 
nuisance dusts, Type “A‘’ Silica, Lead Dusts 
and all other poisonous dusts. 

Filter area covers more than 45 sq. in. with 
little resistance to breathing. Equipped with 
speaking diaphragm. 

Affords clear unobstructed vision, up, down 
or sideways. Very comfortable and SAFE. 
A sale of a sample today can mean a 
QUANTITY ORDER tomorrow! 


Write for Full Details Today. No Obligation! 


CHICAGO EYE SHIELD CO. 


CHICAGO, ILL. 


2329 WARREN BLVD. 














ticular attention to the crackle finish 
on the carbon steel line-—The Billings 
& Spencer Co., Hartford, Conn. 


ANNIVERSARY BOOKLET—‘\ Century 


of Preferment” is the title of the new 
100th anniversary booklet issued by 


this manufacturer. Designed to serve 


Dietz distributors, dealers and their 
salesmen as a handy lantern sales 
manual, the booklet literally takes 


lanterns apart to explain features of 


construction, operation and salability. | 


The inside front cover carries a mes- 
sage of appreciation to the trade for 
its 100 years of support and coopera- 
tion—R. E. Diets Co., New York 
City. 


GATE VALVES—An eight page circu- 
lar in two colors shows the complete 
line of “King-clip” valves with drain 
channels and bronze thread bushing in 
bonnet. Ask for No. 504-RL.—The 
Lunkenheimer Co., Cincinnati, O. 


"K" MONEL —Engineering 
of “K” Monel are given with com- 
plete technical statistics in Bulletin 
T-9, punched for ring books.—I/nter- 
national Nickel Co., New York City. 


ANTI-HEAT LOSS —Forcefully outlin- 
ing the great number of ways in which 
money may be wasted through loss of 


properties | 


heat, together with the products which | 


will help avoid this waste. 


tions for temperatures from sub-zero 


to 2500° F. are given, with illustrated 
applications.—The Philip Carey Co., 
Lockland, Cincinnati, Ohltio. 


WELDED CHAINS —\ new edition of 


| the No. 365 catalog on welded chains 


features a 2-color, 16-page insert de- 
voted to sling chains and covering the 
“Endweldur” chains, newest develop- 
ment in the welded chain line. Users 
and specifiers will find this catalog a 
valuable addition to their reference 
file, as it shows how to measure chain, 


gives complete information on finishes | 
of 


and 


$1Zes, 


contains specification tables 

dimensions, weights, tensile 
strengths. and safe working loads.— 
American Chain Division, American 


Chain & Cable Co., Inc., Bridgeport, | 


Conn. 


VALVE SELECTION—A\ 3()-page data 
book, “Jenkins Recommends,” has 


been designed to eliminate the guess- 
work in specifying valves for use in 
connection with boilers, engines, tur- 


bines, diesels, pumps, heaters and re- 

lated equipment.—Jenkins Bros., New | 
York City. 

BEARINGS —General catalog No. 40 


reveals the addition of many new sizes 
this manufacturer’s list of stand- 
ardized industrial bearings. 


to 
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Insula- | 





Many | 











CHUCKS 


COLLETS 





COLLET —— 





Made from 
good grade of 
steel, hardened 
and ground. 
Easy to oper- 
ate. Can be 
used for drill- 
ing, tapping, 
and reaming. 


{ori }— 


We 
drill 


sockets, 


also manufacture 


sleeves and 
lathe centers, 
chuck arbors, and drill 
drifts. Let us handle all 
regular and special re- 
quirements of vour cus- 
tomers. We'll give quick 
service and you'll profit 
by it. 

















THE COLLIS COMPANY 
CLINTON, IOWA 














Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens~ of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS ! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 


























ANY 
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Distributors Sell 


SYVTRON 








Electric Hammers 


With Confidence 


Sure of Customer Satisfaction 
... safe in knowing their sub- 
stantial profit is not going to 
be eaten up by expensive serv- 
ice trips and adjustments. 


The SYNTRON Hammer Franchise 
also includes: 
A Complete Line of highest 
Quality Electrical Saws 
And a Complete Line of both 
Internal and External Concrete 
Vibrators 


SYNTRON COMPANY 


900 Lexington Ave. Homer City, Pa. 





















new numbers are also listed in the 
| section devoted to electric motor bear- 
Much data of general interest 
pur 


ings. 
to manufacturers, 
| chasers and shop men makes this cata- 


engineers, 


| log one of general as well as specific 


| interest—Bunting Brass ¢ Bronze 


| ae Toledo, Ohio. 
| 
} 
| 


CASTER MANUAL—Oi{ 


considerable 
help to the large number of users of 


| casters and wheels will be Catalog 
No. 38, a handy, pocket-size book of 
192 pages. Full descriptions, prices 


and draftsman’s sketches of every type 
caster and wheel are given. An unu- 
sual feature is the which lists 
series numbers, types of casters, diam- 
eter and kind of wheel as well as the 
load = limit.—Darnell Corp., Long 
Beach, Cal. 


index 


informative 4- 


BRONZE CHAINS—A\n 


page folder (No. 1804) describes 
bronze drive and conveyor chains for 
resisting the destructive effect of 
organic and inorganic acids.—Link- 


Belt Co., Chicago. 


LITERATURE DIRECTORY —A ss handy- 


sized 32-page book lists in numerical 





| available from Allis-Chalmers on re- 
quest. include 280 different 
| items on power, electrical and indus- 
| trial machines produced by the com- 
| pany; about 40 instruction books and 
| repair part bulletins, and 38 catalogs 
| and folders on tractors, farm equip- 
ment and = road machinery.—Allis- 
Chalmers Mfg. Co., Milwaukee, Ws. 


These 


SAFETY SLINGS— Neatly told in a little 
leaflet is the story on safety slings, 
well illustrated, telling and showing 
how they can be used in industry. 
Broderick & Bascom Rope Co., St. 
Louis. 


GATE VALVES — A drop 
steel gate valve bulletin shows screw 
end and flanged end gate valves of 
standard as well as newest types. 
Henry Vogt Machine Co., Louisville, 
Ky. 


new 


AIR PAINTING EQUIPMENT—In this 
new 48-page booklet (Catalog FB 
11-39) there are more than 300 illus 
trations of the latest type air painting 
and air coating equipment—designed 
Technical infor 
mation is given as to proper equip- 
ment to use in cutting painting and 
| finishing costs, speeding up production 
in the finishing room, saving material 


to meet every need. 


also in 
Co., Chi 


P1 ices 
lirbrush 


and saving air. 
cluded. Paase he 


cago. 


are 


CAR MOVERS — Handy four - page 
folder, punched for conveniently clip 
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order more than 350 separate bulle- | 
tins and other engineering aids now 


fc reed | 








SUPPLY LIMITED 


1840 





DIETZ 
“CENTURY ’”’ 
ASSORTMENT 


FEATURED FOR 1940 
NAT’L HARDWARE 
OPEN HOUSE 


The Most Handsome 
Lanterns Ever Made 


“Century Assortment” 
of DIETZ LANTERNS 
consisting of 2 
“Monarch”, 2 “Little 
Wizard”, 2 No. 2 
“D-Lite” superbly fin- 
ished in handsome 
gold and blue lacquer, 
wrapped in individual 
cellophane bags, are 
made to sell on sight. 
Offer closes April 20th, 
1940. 


WRITE FOR JOBBER 
SHEET 






|R.E. io} i aw 4 COMPANY | 
S NEW YorK 2iiias 


Also Makers of DIETZ ROAD TORCHES, FLARES 












DRILL HOLES 
50-75% FASTER! 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75% faster. Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 
now possible. Send coupon for leaflet. 


CARBOLOY COMPANY, INC, 
11131 E. 8 Mile Bivd., DETROIT, MICHIGAN 


FREE 
LEAFLET 


Lg -N Ute) Ke) / 


MASONRY DRILL-POINTS 









T WHY DON’T 


YOU JOIN 


An increasing number of 
distributors are adding 
satisfied customers to 
their accounts by selling 
Carson-Newton files. 


3 BRANDS 
“DU-MORE” 
“KLEEN-KUT” 
“ALLIGATOR” 


Swiss Pattern 





CARSON-NEWTON CO. 
Belleville, N.J. 


CARSON- 
NEWTON 





GLOBE 
Bu. y 


WHITE COTTON BELTING 
KANRY-TEX BELTING 
ENDLESS WOVEN BELTS 


Other Belting and 
Webbing Specialties 


It's repeat business 


that brings real prof 
You get it 


6350) =)9 


its 


with 
LINE 








the 
























































GLOBE WOVEN 
BELTING CO., INC. 


1400 Clinton St., Buffalo, N.Y. 























| 





ping in loose-leaf binder or insertion 
in distributor’s catalog. Presents 
complete line of manual freight car 
movers with illustrations and desc- 
riptions covering various types avail- 
able—Appleton- Atlas Car Mover 
Corp., Milwaukee, Ws. 


PLIERS, ETC—This complete catalog, 
No. 39, in loose leaf form of Klein 
tools for linemen, electricians and me- 
chanics is now available to supply 
houses. It is amply illustrated and 
has a handy index of resale prices. 
Loose leaf construction makes it very 
simple to slip into salesmen’s catalogs. 
—Mathias Klein & Sons, Chicago. 


APPLIANCE CATALOG—A new cata- 
log on appliances, shows and de- 


scribes ring burners, pipe burners, 
Bunsen burners, torches and melting 
pots, blow torches, melting pot fur- 


naces, soft metal melting furnaces, 
melting furnaces, melting and pot- 


hardening furnaces, high speed heat- 
treating furnaces, bench furnaces, 
soldering furnaces, and the new auto- 
matic electric ignition conversion 
burner.—Johnson Gas Appliance Co., 
Cedar Rapids, Ia. 


PULLEYS, COUPLINGS— Catalog No. 
108 sets forth new list prices effective 
as of January 15 on this firm’s exten- 
sive line of pulleys and flexible coupl- 
ings. Three new step cone pulleys, 
Nos. 147, 148 and 149 are introduced 
and described on Page 9.—Central 
Die Casting and Mfg. Co., Chicago, 
Til, 


BEARING ALLOYS — Supplement to 
Engineers’ Handbook, 70 pages, com- 
piled as a supplement to the Lumen 


Handbook, this data book details the | 


physical and metallurgical properties 
of the latest nonferrous bearing alloys 
developed by Lumen to meet require- 
ments of modern industry involving 
higher speed, heavier duty, and new 
mating materials—Lumen Bearing 


Ce. Buffalo, | = & 





STEEL REFERENCE —This year's edi- 
tion on products offered by this com- 
pany contains complete 
as to lines, weights, list prices, etc., on 
approximately 11,500 items. Also con- 
tains a reference section. Pocket-size, 
with sections thumb-indexed at side. 
—Scully Steel Products Co., Chicago. 


CHAINS—Malleable and steel chains, 
well as numerous accessories to 
conveyor systems are covered in 
new catalog of 134 pages. The book 
is introduced with a pictorial section 
showing well-illustrated i 


as 


scenes 





information | 


a | 


in | 


stages of the product’s manufacture.— | 


Moline Malleable Iron Co., Philadel- 
phia, Pa. 
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Furnished for all 
types and makes 
of Car Movers. 





Made of fine 

tool steel cor- 

rectly heat 
I" _& treated. 


Car Movers for Every Need 





POWER KING... 
for heavy duty in mines and cement mills 
NEW BADGER NO. 5.. 
for usual and ordinary car moving jobs 
BADGER NO. 9.. 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH. . 
for dumping hopper bottom cars 











The Advance Car Mover Co., Inc. 
Appleton Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 











HOLLOW 
SET 
SCREWS 
OF 
HIGH GRADE 
ALLOY STEEL 


ECONOMY 
PRODUCTS 


MEAN "ECONOMY" TO USERS ... 
REPEAT BUSINESS AND 
MORE SALES TO YOU 


When your 
for sales an 





roduct is right your chances 

rofit are realized with less 
sales effort. iconomy Products are pre- 
cisely made, threads clean and sharp, and 
special heat treating gives them strength 
and durability. Eney have ‘holding 
power’ and that means economical plant 
operation. Here's your profit opportunity 
—make it mean good business. 


Hollow Set Screws, Socket Head Cap 
Screws, Headless Set Screws, and Stripper 
Bolts are available in neat packages or in 
bulk. Use our special screw machine 
products service too. Send us your orders 
—they'll get prompt service. 


Economy Machine Products Co. 


5200 Lawrence Ave. Chicago, Ill. 














ills 
$s 


lent for 





INDEX TO ADVERTISERS 





fisconsin 
R CO. 

A 

BB wae 





rs 


hances 
h less 
e pre- 
», and 
rength 
olding 
plant 
tunity 


Cap 
ripper 
or in 
achine 
orders 


Co. 


», Il. 











Page 
Abrasive Products, Inc. . 62 
Advance Car Mover Co 138 
Albertson & Co., Inc 41 
Allen Mfg. Co..... 90 
Allis-Chalmers Mfg. Co BAe 

American Cable Div. of American 
Chain & Cable Co., Inc..... ae ae 

American Chain & Cable Co., Inc. 
57, 95 and Back Cover 

American Chain Div. of American 
Chain & Cable Co., Inc. ae 
American Saw & Mfg. Co 100, ‘104, 108 
American Swiss File & Tool Co.... i16 
Appleton-Atlas Car Mover Corp... ~« Waa 
Armour Sand Paper Works........ 4 
Armstrong-Blum Mfg. Co......... 127 
Armstrong-Bray & Co............. 17 
Armstrong Bros. Tool Co.......... 105 
Atkins & Co., E. C.. siento. aoe 
Baldor Electric Co............... 137 
Barnes Co., Inc., W. O....... —— 
Bassick Co. ...... 93 
Beaver Pipe Tools. . "Inside Front Cover 
Belmont Packing & Rubber Co.... 72 
Blackhawk Mfg. Co............... | 
Boice-Crane Co. ...... ue ook e: 
I ha Si sara. dnauanone 102 
Brown & Sharpe Mfg. ee 97 
Bunting Brass & Bronze Co........ 128 
Business Week ...... ane SO 
eS re 137 
Carey Co., Philip...... Ske ap 
Carson-Newton Co. . 138 
Chicago Eye Shield Co. ... 136 
Chicago Pulley & Shafting Co..... 135 
Chicago Rawhide Mfg. Co.. . 131 
Chisholm-Moore Hoist Corp....... II] 
Clark Bros. Bolt Co....... ne 
Clayton & Lambert Mfg. a 133 
Clements Mfg. Co...... jae 
ee Se errr 113 
Cing-urmace Ce. . .. 2... e cece 136 
Coffing Hoist Co.. Ee: we we ee Se 
Congress Tool & Ms Ge......... 122 
A a . 136 
Columbus-McKinnon Chain Corp. . 8 
TN I oo aos die gece eoie aieniers 109 
Dart Mfg. Co., E. M....... scces 
Delta Mig. Co.........:. Soles fae 
Desmond-Stephan Mfg. Co... 130 
Dietz Co., R. E...... re en 
Disston & Sons, Inc., Henry vena ae 
Dixon Valve & Coupling Co....... 106 
Dodge Mfg. Corp................ 71 
Donnelley & Sons Co., R.R...... 64 
Economy Machine Products Co.... 138 
Geax Grass Corp. ........-20200.. 194 
5s aia arglans 58, 94 
Flexible Steel Lacing Co.......... 126 
French & Hecht, Inc............. 132 
Gardiner Metal Co.... eee 
Gates Rubber Co........... 103 
General Electric Co.............. 79 
Globe Woven Belting Co......... 138 
Goetze Gasket & Packing Co...... 128 
Goodyear Tire & Rubber Co...... 5 
Gould's Pumps, Inc. ova 
Graham & Co., Inc., “John H . 135 
Greene, Tesed & Go........... 52 
Greenfield Tap & Die Corp....... 83 
Grobet File Corp. of America. . 122 
Harper Co., H. M...... wk Siren aed 
Harrington Co., The... ee 
Hewitt Rubber Corp ha a ee 
Holo-Krome Screw Corp. 125 
Hotel Adolphus ..... papas 92 
Hotel Baker ...... , Ht 
Imperial Brass Mfg. Co........... 86 
Independent Pneumatic Tool Co. 6-7 


Indianapolis Brush & Broom Mfg. Co. 126 





Page 
Industrial Tape Corp. 120 
Ingersoll Steel & Disc Div. of Borg- 

Warner Corp. . 49 
Jenkins Bros. .... 12 
Johnson Gas Appliance Co 139 
Jones Foundry & Machine Co., 

W. A. 116 
Joyce Cridland Co. .. 115 
Justrite Mfg. Co... Le ae 
Kennedy Valve _ Co 101 
Key Ca. ..... } .. 106 
Lowell Wrench Co.. 110 
Link-Belt Co. ..... 3, 67 
Lufkin Rule Co.... P . 
Lunkenheimer Co., The 77 
Lyon Metal Products Co .. ciao. 
Macklin Co. . ae: 
Manheim Mfg. ‘& Belting Ge...... 42 
Medart Co. .... ee. 
Micro-Westco, Inc. .. . 86 
Millers Falls Co. . 80 
Milwaukee Brush “Mfg. GO, wc:c 75 
Morgan Vise Co. . 5 foun Ja 
Morse Chain Co. .. .. 108 
Morse Twist Drill & Machine Co. 59 
National Production Co. ... 100 
National Tube Co., Div. of U. S. 

Steel Corp. — 
National Twist Drill & Tool Co. 118 
Nicholson File Co. ...... : 43 
North Bros. Mfg. Co. os 70 
Osborn Mfg. Co. . 37 
Ottemiller Co., Wm. H. 134 
Paasche Airbrush Co. 109 
Parker Co., Charles... 82 
Plymouth Cordage Co. a ae 
Powell Co., Wm. ... eee 
Republic Rubber Co. se a 
Ridge Tool Co. . 119 
Rockwell Co., W. S. ees 
Roper Corp., Geo. D. 76 
Russell, Burdsall & Ward Bolt & Nut 

re 87 
Safety Belt Lacer Co. ... 96 
Safety Socket Screw Corp. ....... 117 
Sherman Mfg. Co., H. B. ~ 
Simonds Saw & Steel Co. a 
S K F Industries . 88 
Skilsaw, Inc. . 69 
Standard Pressed Steel Co. 88, 96 
Starrett Co., L. S. Inside Back Cover 
Stow Mfg. Co. 123 
Strand & Co., . 133 
Strong, Carlisle FS Hammond Co... 136 
Syntron Co. ..... ae 137 
Thermoid Co. . 10 
Thompson & Son Co., Henry CG. 85 
Toledo Pipe Threading Machine Co. 81 
U. S. Steel Corp. . 50-51, 73 
Utica Drop Forge & Tool Corp. .... 120 
Valley Electric Corp. 129 
Van Dorn Electric Tool Co. 53 
Victor Balata & Textile Belting Co. 135 
Victor Electric Products Co. 114, 115 
Vincent Steel Process Co. 123 
Vogt Machine Co., Henry ec a 
Wall Rope Works, Inc. 121 
Weinberg & McKee Co. . 94 
Wells Mfg. Corp. , 
Whitney Mfg. Co., W. A. 134 
Williams & Company, J. H. 63 


Wood's Sons Co., T. B. 8 
Worthington Pump & Mach. Corp. 99 
Wright Mfg. Div., of American 


Chain & Cable Co., Inc... Back Cover 
Yale & Towne Mfg. Co. ........60, 61 
Yarnall-Waring Co. .... sitaheige 


MILL SUPPLIES © MARCH, 1940 





To Help You Sell— 


Johnson Gas 
Appliances 





WILL BE ADVERTISED 
DURING 1940 IN 











Johnson Gas Appliance Co. 


makes Specific Burners for 


every gas application 


If your customers have problems 
relative to gas application in 
heat-treating, or gas burner 
equipment, we welcome the op- 
portunity to help you solve them. 






No. 101 


Furnace 


The most powerful, efficient and 
economical bench furnace for heating 
soldering coppers up to 12 Ibs. per pair, heat- 
treating, tempering, annealing or case-hardening 
any carbon og tools or small metal parts. Blower 





is un Equipped with shut-off valve and 
pilot tight. Aa patented curved-shaped hood 
forces a return blast over tops of irons or parts 
being treated. Baffle plate furnished with No. 101. 


Send Coupon Today for New Catalog 
ESTABLISHED 1901 


521 E. Ave., N. W. 


Name .. 
Address 
City and State 
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misunderstanding which 


backfires 


A common meeting ground for the discussion of problems familiar 


seeking to dispel the 


may exist between the two 





® Since the passage of the National Indus- 
trial Recovery Act, membership in the two 
distributor associations and in the American 
Supply and Machinery Manufacturers’ As- 
sociation has been much larger than hereto- 
fore. This growth is a fine thing for the in- 
dustrial supply business and we see no reason 
why it should not continue. 

However, while the total number of com- 
panies belonging to the associations has been 
greatly increased, a proportionate growth in 
the number of men participating in the as- 
sociations’ activities has not been noticeable. 

The associations’ leaders, the men who 
serve on committees, who formulate associ- 
ation policies, are capable and earnest but 
we'll be darned if we can understand why 
they should carry the load year after year. 
They sacrifice time and money to do this 
work. Few of them complain but it’s high 
time they had some help. 
® Furthermore, the old saying — and we 
won't blame it on Confucius — that you get 
out of something just about what you put 
into it, is more than true in association 
work. Those association members who pay 
their dues, then promptly forget all about it, 
receive exactly nothing in return. ‘That is 


just about as an effective use of company 
money as advertising industrial supplies in 
the high school annual. 

Probably the most important activity of 
the associations is the annual convention. 
This three-day gathering of distributors 


from all over the country and the manufac- 
turers whose goods they sell, offers every 
delegate an opportunity for a real return on 
money invested. Practically never have we 
talked to a distributor who didn’t get at 
least one useable idea from a convention. 
Perhaps he got it from one of the formal 
talks. Or he may have picked it up in in- 
formal conversation with a distributor from 
some city a thousand miles from his home 
town. Regardless, his time and money were 
well spent. 


® Because we believe it will be profitable to 
you and to your company, we urge every 
member of the three associations to make a 
reservation for the Dallas Convention. Go 
to Dallas on the special train from your 
home in order to take advantage of travel 
time and when you get there, take an active 
part in the convention’s activities. 

To those distributors and manufacturers 
who do not belong to any of the three associ- 
ations, we can only say that in our opinion, 
you are missing a bet. Years ago it may 
have been possible to ignore what was going 
on in other parts of the country and still 
succeed handsomely. Today, the combined 
thinking and experience of all members of 
an industry is sometimes not enough.to cope 
with business conditions. A trade associ- 
ation made up of all members of an industry, 
with all active, is the best insurance policy 
we know for future prosperity. 

JimM CHANNON 
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